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New-Car Sales Shares... 


The von of the Industry 


Published Weekly at 
2666 Penobscot Bidg. 


April vs. March, First 4 Months, '58-'57 


Pet. of 
Regis., 
APRIL 


Pet. of 
Regis., 

MARCH 
27.24 
21.60 
8.42 
7.13 
6.13 
5.34 
3.05 
3.15 
2.90 
2.99 
1.43 
1.16 


Metropolitan 
Packard 


FORD MOTOR. ....25.14 
CHRYS. CORP. ....14.73 
AMER. MTRS. ...... 3.71 
SP. -98 


MISC, .. 7.08 6.42 


Pet. of 

Regis., 

4 Mos., 
1957 


23.05 
24.67 
10.07 
6.85 
754 
5.68 


Pet. Pt. 
Change 
"58 vs. 
"57 
+4.32 
—3.54 
—1.56 
+ 49 
—1.16 
— 32 
+1.27 
—1.73 
—1.40 
49 
49 
77 
14 


Pet, Pt. 
Change 
During 
Month 


Pet. of 
Regis., 

4 Mos., 
1958 


27.37 
21.13 
8.51 
7.34 
6.38 
5.36 
2.90 


ge! 


2.99 
2.96 
1.45 


it? i+] 
= 


38 
1.00 
-73 
-40 
21 


et 
S 8288: 


60 
15 
12 


3 


49.41 
25.87 
14.54 
3.11 
| 96 
6.11 


45.59 
30.12 
+ 
18.96 
1.78 
1.14 
2.41 


* Rambler figures for Four Months, 1957, include Nash and Hudson. 
** Lincoln figures for Four Months, 1957, include Continental. 


_ Output Schedules, 


Show No Labor Scars 


By Martin L. Whitmyer 
Staff Writer 
os assembly operations moved 
along without major interrup- 
tion last week, despite the fact that 
all assembly and manufacturing | 
plants of the Big Three collectively 
were working without union con- 
tracts for the first time in history. 


The estimated production of 74,-| ANY fear that assembly line 


492 cars last week was about equiv- 
alent to the average rate for the} 
Second quarter. Protest tieups by| 
union stewards at Dodge and 
Chevrolet stamping plants Thurs- 
day, however, posed threats to 
schedules this week. 

Even if the unprecedented no- 
. contract calm continues on the 
assembly lines, June holds prom- 
ise of adding no more than 340,- 
000 cars to the 1958-model run. 
This production, on top of the 
340,474 cars built last month, may 


Top Cars 


New-car registrations for four 
months: 
1958 
Pos. 

1— 419,962 
2— 324,179 
3— 130,624 
4— 112,586 
5— 97,921 
6— 82,297 
7— 46,181 
8— 45,875 
9— 45,333 
10— 44,417 

22,252 
18,303 
15,394 
13,478 
11,203 
6,063 
3,285 


1957 

Pos. 
460,312— 2 
492,702— 1 
201,233— 3 
136,740— 5 
150,586— 4 
113,504— 6 
94,754— 7 
87,618— 8 
49,422— 9 
32,563—12 
38,736—11 
39,106—10 


Make 
Chev. 
Ford 
Plym., 
Olds. 
Buick 
Pontiac 
Mercury 
Dodge 
Cadillac 
Rambler 
Chrysler 
DeSoto 
Edsel 
Stude. 
Lincoln 
Imperial 


12 
13— 
dhe 
15— 
16 
1j— 
138— 


20,475—13 
14,189—14 
12,008—15 
Met. 3,020-—16 
1,185 Packard 2,304—17 
93,730 Misc. 48,235 
Total All Makes 
1,534,268 1,997,508 
Further details on Page 40. 


| when the 


be the last mth of the run 
mark is ex- 
ceeded. 

Shutdowns for new-model 
changeovers are expected to begin 
early in July for several medium- 
priced makes, with Buick slated to 
lead '58-model phaseouts. 


workers might be tense in 


(Continued on Page 59, Col. 3) 


Price Lists Fail 


To Boost Sales 


But Cleveland Test 
Restores Confidence 


By Sanford Markey 
Staff Correspondent 

LEVELAND. — “Posted prices 

have brought a degree of con- 
fidence to the buying public, but 
they haven’t accounted for a single 
sale.” 

That’s the consensus of automo- 
bile dealers in the Greater Cleve- 
land area who say the clincher to 
any sale is the answer to the 
customer’s query, “How much is 
this car going to cost me?” 

The dealers have been dis- 
playing manufacturers’ suggested 
retail prices of cars and equip- 
ment since May 8 The figures 
include everything except State 
tax and license fees. 

A survey of dealers in every line 
elicited virtually the same reply: 
“Posting prices make no difference. 
It is the final dollar-and-cents 
figure that concludes the sale.” 

In side remarks, one Chevrolet 
dealer commented that the “only 


thing that is going to help is the) Degler at H de 


elimination of about six Chevy 
dealers in this area. Then we'll be 
able to realize some. profits.” 


DETROIT, JUNE 9, 1958 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 
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Import Sales Boom Lifts 
Penetration Above 7 Pct. 


By Robert M. Lienert 
Associate Editor 

PRIL was a record-shattering 

month in registrations of new 
imported autos, with the foreign 
jobs ringing up new marks in vol- 
ume and market penetration by 
wide margins. 

For each make in the imports’ 
Top Five, April was the best 
sales month ever encountered in 
the American market. 

Imports totalled 30,404 registra- 
tions out of 418,255 during the 
month, for a penetration of 7.27 
percent. In/other words, one April 
buyer in évery 14 preferred a for- 
eign car. In March, the ratio had 


been one in 16. 
- . = 


REVIOUS records had been es- 

tablished just one month ear- 
lier, when imports compiled a 
penetration figure of 6.56 percent 
on 26,277 registrations. 

Registration figures show that 
the spring boom, long deceased 
in the domestie-car field, is very 
much alive for the imports. 

March registrations of foreign 


cars were 30.89 percent above Feb- | 


ruary, and April was 15.71 percent 
above March. Putting it another 
way, April’s total was half-again as 
big as the February mark, 

* 7 o 
yo domestic registrations, on 

the other hand, March was 19.37 
percent above February and April 
was 3.64 percent above March. 
April's total was 23.71 percent 
above February. 

Imports, then, grew half-again 
as fast in sales as domestic cars 
did in March, and four times as 
fast in April. 

Top import seller in April was 
Volkswagen, with 7,957 registra- 
tions, which was good for 1.90 per- 
cent of total registrations. Ranked 
against U. S. cars, Volkswagen was 
good for ilith place. It outsold 
Chrysler and DeSoto by wide mar- 
gins, and more than doubled the 
total for Edsel, Studebaker and 
Lincoln. Imperial and Packard 
were even farther behind. 

7 7 * 
pumas. with 0.78 percent of 
the market, outsold Lincoln, 

Imperial and Packard. 
English Ford, with 0.61 percent 


Hearing— 
Peter F. Mack 


of total sales, ranked ahead of 
Imperial and Packard and pushed 
hard on the heels of one of its 
teammates in M-E-L division, 
Lincoln, which had only 0.64 per- 
cent. 

Imperial and Packard also were 
outsold by the two remaining 
makes in the Top Five among im- 


Justice Harpoons 
Sticker Bill 


WASHINGTON, — At press 
time Thursday, it was learned 
that the Justice Department had 
filed an eleventh-hour report in 
opposition to the Monroney auto 
sticker bill. The bill had already 
been passed by the Senate, and 
the House Interstate and Foreign 
Commerce Committee had just 
concluded hearings. 

Justice said it was opposing 
because it felt that the bill pro- 
vides the opportunity for price 
fixing in violation of the trust 
laws, and because it is unneces- 


sary. 


For the New Day soe 


ports—Hillman and Fiat—each of 
which had a penetration of 0.36 
percent. 

Imports accounted for 96,049 reg- 
istrations in the first four months, 
or 6.26 percent of all new-car 
titling. Both figures represented 
records for that period. 

Foreign-car registrations during 
the month were great enough to 
exceed the combined total registra- 
tions of all new cars titled in 16 
states. 

The entire market for all new 
cars in Arizona, Arkansas, Dela- 
ware, Idaho, Maine, Montana, 
Nevada, New Hampshire, New 
Mexico, North Dakota, Rhode 
Island, South Dakota, Utah, Ver- 
mont, West Virginia and Wyoming 
was not as large as the total U. S. 
import-car market during the 
month. 

+ > * 
LY domestic entry in the new- 
ear field to share in record- 
breaking during April was Ram- 
bler. 

The record-breaking advances 
by imports and American Mo- 
tors, coupled with modest gains 

(Continued on Page 4, Col. 1) 


Light Car—Not Small Car? 


By Joseph M. Callahan 
Engineering Editor 

OME auto insiders say the com- 

ing car is the light car, not the 

small car. 

They point to General Motor’s 
announcement of three new alu- 
minum engines as the tipoff to the 
day of the light car. 

Many auto men say the Big 
Three makers are unimpressed 
by the hue and cry for a small 
car, but are impressed with de- 
mand for more economical cars. 

This situation, they say, points 

to the light car, possibly as a 1960 
model. At any rate, an undercover 
race among the makers to be first 
out with an aluminum engine is 
reported. 

On the other hand, others con- 


tend that Ford and GM will go to 
a smaller car and that indications 
that they will not are just smoke- 
screens. Tooling on smaller cars is 
reported already in the works. 

* > > 


;URtTHER aluminum price re- 
ductions would have to come be- 
fore an all-aluminum engine would 
be economically feasible. Aluminum 
would provide economical opera- 
tion, but it would also produce a 
high initial purchase price at its 
current cost of 22-24 cents a pound. 

While aluminum prices have 
dipped in the past couple of years 
to the point where it is replacing 
magnesium in numerous auto- 
motive applications, there is pres- 
sure now for an aluminum price 
increase. 

Metal people feel that General 
Motors somewhat understated its 
case for the aluminum engine and 
that it could: be mass produced 
now, except for the high cost. The 
one big bottleneck was the need 
for a sufficiently durable cylinder 
bore material and this was largely 


_|solved by the use of a high sili- 


, linois Democrat, left, chairman of the House Commerce and 


Finance subcommittee, and Oren Harris, Arkansas Democrat, center, chgirman of the 


House Interstate 


Foreign Commerce Committee, chat with Thomas F. Abbott jr. 


NOTHER "sealer, *B. W. Blau-| (Pontiac-Rambler), ‘Fort Worth, chairman of the NADA National Affairs Committee, 


shild (Dodge-Plymouth), 
(Continued on Page 4, Col. 3) 


support of the bill. 


who}! during hearings on: the Monroney-Thurmond price disclosure bill. Abbott testified in 


cone aluminum, it is said. 
* - = 
OE of those particularly and 
understandably optimistic about 
the future of aluminum is David P. 
Reynolds, executive vice-president 
of sales for Reynolds Metals Co. 
He said GM’s announcement of the 
aluminum engines is the most sig- 
nificant development for aluminum 
in the automotive industry to date. 
*GM’s revelation that these en- 
gines have already undergone 
successful tests in the laborato- 
ries and on the road, ushers in ~ 
the light car era,” he said, 
Declaring that automotive lead- 
ers began drawing the outline of 
the light-car era at the last na- 
tional auto show, Reynolds said, 
“Aluminum engines are a keystone 
in this pattern. It is a pattern 
which follows closely the engi- 
neers’ dream of getting rid of every 
last ounce of the unnecessary 


weight inhibiting the achievement 
(Continued on Page 4, Col. 5) 
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AMC Extends Pact 


With Auto 


By Frank Gawronski 
Staff Writer 

MERICAN MOTORS CORP. 

and the United Auto Workers 
last week agreed to extend their 
present labor contract indefinitely 
beyond the June 15 expiration 
date. 

As a result, AMC departed from 
the pattern established at General 
Motors, Corp., Ford Motor Co. and 

Chrysler Corp. where 
work is continuing 
without a _ contract 
while bargaining 
proceeds on new 
contracts. GM’s con- 
tract expired on May 29 while 
Ford’s and Chrysler’s ended June 1. 

The present AMC-UAW contract 
will be extended until it is replaced 
by a new or modified agreement, 
according to a joint announce- 
ment by Edward Cushman, AMC 
industrial relations vice-president, 
and Norman Matthews, director of 
the UAW’s AMC department.| 
Either party may cancel the agree- | 
ment on 10-day notice. 

The UAW made similar bids 
for contract extensions with GM, 
Ford and Chrysler, but the com- 
panies refused. 

There was some speculation that 
the agreement means AMC and the 
UAW have decided to wait for a| 
pattern to be set by the Big Three} 
and the union before reaching) 
their own agreement. 

Like the Big Three, AMC pro- 
posed a two-year extension of the 
present contract but in addition 
suggested a wage freeze. The UAW 
rejected the proposal. 

AMC workers will get no cost-of- 
living pay adjustments or annual 
improvement factor hikes during | 


the contract extension. 
> . > 


Labor Trouble Reported 
eanwiis, the first outbreak 
of labor trouble since the UAW 
contracts with the Big Three ex-| 
pired was reported last week at) 
Chrysler and GM plants. 

The trouble at Chrysler in- 
volved disciplinary layoffs of 
union stewards and walkoffs by 
other stewards and shop com- 
mitteemen at four Detroit-area 
plants. About 200 union aides 
were out for a day at the High- 
land Park parts plant and the 
Dodge, Plymouth and DeSoto | 


ts. 

At Dodge, 48 stewards and seven 
committeemen were given a day's 
disciplinary layoff in a dispute over 
when grievances were to be settled. 

GM’s troubles consisted of a 
strike at its Fisher Body division 
stamping plant in Pittsburgh, a 
major source of material for Chev- 
rolet. Approximately 2,400 workers | 
were idled. 

The UAW and Chrysler worked | 
without a contract for 18 days in 
1946, the only actual time in the 
union’s history that it had worked 
without an agreement until this 


Last Retail Store 
In Detroit 
Closed by Buick 


DETROIT.—The last of three 
Buick retail stores in Detroit has 
been closed. The other two were 
discontinued a number of years 











ago. 

Edward C. Kennard, general 
sales manager, said the store was 
closed “in keeping with a policy 
initiated several years ago of giv- 
ing the dealer organization in De- 
troit complete responsibility for all 
sales and service operations.” 

The retail outlets have been a 
sore spot with Buick dealers here 
for years. About a year ago Michi- 
gan dealers sought State legislation 
to bar factory retailing, but noth- 
ing came of the move. 

Kennard said all customers of 
the last Detroit outlet have been 
notified of the closing and that 
their names and addresses have 
been forwarded to the dealers 
nearest them. 

Buick will continue to operate 
two retail stores in Flint, where 
there are no Buick dealers. 


Union 


year. GM cancelled its contract with 
the UAW in 1946, but a strike al- 
ready was in effect so neither the 
corporation nor union worked with- 
out a pact. Ford had never been 
without a work contract since it 
signed with the UAW back in 1941. 


The stalemate in Big Three 
negotiations has stemmed from 
the companies’ refusal to improve 
their original offers to extend 
the expired agreements for two 
years and the UAW’s rejection 
of the proposal. 


The union apparently has no in- 
tention of striking or giving the 
companies grounds for a lockout. 
It has instructed its members to 
act with restraint and to work 
without contracts. 

If an agreement comes soon, it 
will probably be on minimal terms 
involving the wage increases al- 
ready offered under the two-year 
extension proposal and some 
“sweetening” in such matters as 
supplementary unemployment bene- 
fits, pensions and allowances pay 
or transfer allowances when plants 
are relocated. 

But if the stalemate should drag 
on into the summer months, the 
union’s bargaining position may be 
improved, particularly as the time 
for model changeover approaches. 

The UAW has said, and the auto 
makers acknowledge, the union will 
be in a far better position to exert 
negotiating pressure a few months 
hence. 

Some company officials have ex- 
pressed the belief that the longer 
the negotiations are stalled, the 
greater the chances are the auto 
industry will have to meet stronger 
union demands. They suggest an 


early “sweetening up” of the con-} 


tract extension proposal might be 
a possible company tactic. 


* > ™ 


Dealer Files Labor Charge 


THE dealer front, Kilborn’s 

Ine. (Dodge-Plymouth), De- 
catur, Ill, has filed an unfair labor 
practice charge against Machinist 
Lodge 493 and its representative, 
James A. Jones jr., for alleged 


illegal coercion of employes and} 


employers. 

The union replied by filing a 
countercharge that the dealership 
“has discharged or otherwise 
discriminated against employes 
for giving support to the union 
organizing drive ...” 

The charges were filed with the 
National Labor Relations Board 
regional office in Chicago. 

According to John Kilborn, co- 


(Continued on Page 7, Col. 3) 





Dealer Safety Contest— 


Detroit's Mayor Lovis C. Miriani, center, draws the winner of a Rambler American 


in the Greater Detroit Rambler Deolers 


Assn.'s Safety-Check month contest during 


May. Assisting the mayor are Robert MacCulley, left, American Motors assistant 
Detroit zone manager, and Bill Hermann, association president. Entrants were re- 
quired to take a free safety inspection at any one of the 27 Rambler dealers in 


Wayne, Oakland or Macomb counties. 


Norton Seeks Reelection 


On NADA Reform Ticket 


OKLAHOMA CIT Y.—NADA'’s 
leading critic, Buick Dealer H. 
Mead Norton, founder and chair- 
man of the Authorized Dealer Sur- 
vival Assn., is running for re- 
election as NADA director. 

ADSA, though not the vocal 
force it was last summer, when 
it lobbied hard for territorial 
sales bonuses, still is alive—on 
paper, at least. 

Norton still is boss of ADSA, 
which many NADA loyalists con- 
sider a rump movement directly 
threatening the power and existence 
of the national association. 

The outspoken Oklahoma City 
dealer sees no contradiction in 
fighting NADA from the inside, as 
well as the outside. He is running 
for reelection as NADA director 
with a nine-point program. 

Norton’s “nine points for NADA” 
are as follows: 


1. Semi-annual publication in 


NADA Magazine of a “completely | 


broken-down, understandable” fi- 
nancial statement both on the 
association and the National Used 
Car Guide. 





2. Listing for members every 
January of all NADA personnel 
whose remuneration exceeds $10,- 
000 a year. 

3. A ceiling of $35,000 a year on 
the executive vice-president’s sal- 
ary (Frederick J. Bell, says Norton, 
now gets “in excess of $70,000 a 
year.”) 

4. Employment of an 


Business Barometer 


Automotive News Economic Index — 


97.4 Percent of Last Week 
91.1 Percent of Like Week Last Year 


Auto Registrations— Year to date. 
Truck Registrations—Year to date. 
Steel Production—Tons 

Lumber Production—Boord feet. ... 
Paperboard Production—tTons ... 
Soft Coal Output—tons 

Oil Refinery Output—Borrels .... 


Electric Output—Kilowatt hours .. 
Barometer Freight Cer Loadings 
Department Stere Sales index .. 
Stock Market Price Index 


U.S. Government 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 


May 28 1958 Range 
13 14%- 8 
45%, 57%-44 
39% 41%-37% 
385% 39%-33% 


; 13% 
Chrysler... 45% 


$75,377,126,000 
Cemmercic! and Industrial Loans $29,314,000,000 
$27,764,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


76.9 80.8 
83.4 85.7 
76.8 
81.9 
70.0 
95.3 
94.5 
80.0 
93.3 
100.6 
85.8 
103.2 
917 


14,940 
1,534,268 
220,357 
1,567,000 
239,199,000 
247,209 
7,580,000 
45,853,000 
11,000,000,000 
341,710 

128 

325.5 


102.9 
101.0 

95.4 
105.6 
101.2 

97.2 
100.1 
101.6 
100.6 


104.9 

95.6 
118.1 
110.7 
123.6 


99.5 
100.5 
102.0 

82.5 


$975 
278 


Common 

Stocks June 4 May 28 1958 Range 

34% 344%, 35-27 
8% 10%- 7% 
25V_ 26%-21% 
5 64,- 2% 
472 48 -40% 


* Kaiser Industries, parent firm of Willys Motors. 
(June 9, 1958) 





NADA | 
‘public relations director with 


“actual practical experience on the 
dealer level.” 

5. Employment of a politically 
experienced Congressional lobbyist. 

6. Abandonment of plans to 
build a $1 million extension on 
the NADA headquarters building 
for rental purposes. 

7. A reduction of dues while 
NADA’s surplus is growing. 

8. No more than a $10 registra- 
tion fee for the Chicago conven- 

(Continued on Page 59, Col, 4) 


Willys Sets Up 
Regional Offices 
In Eight Cities 


TOLEDO. — The establishment 
of eight new regional sales areas 
| has been announced by C. W. Moss, 
sales vice-president, Willys Sales 
Corp. He said the regional offices 
| will provide better service to deal- 
}ers and develop a closer liaison 
between the factory and the field 
force. 

Formerly, Willys had three sales 
| divisions — Eastern, Central and 
Western — with zone offices under 
them. Under the new setup, the 
| regional chiefs will report directly 
to the factory. 

A spokesman said the change 








' 
| sponsibilities of Willys distributors. 

The new regions and their man- 
agers are: Northeastern (head- 
quarters at New York), L. P. Ran- 
dall; Eastern (Pittsburgh), F. M. 
Lukacs; Southern (Atlanta), John 
E. Whalen; Central (Detroit), 
Frank J. Brosnan; Midwest (Chi- 
| cago), E. D. Studer; Southwest 
| (Dallas), J. H. Thomas jr.; Rocky 
Mountain (Denver), P. J. Noonan, 
and Western (San Francisco), K. S. 
Moyer. 

Named assistant regional man- 
agers were: L. A. Jones, Southern; 
J. L. Hendrickson, Central; G. H. 
Diethorn, Midwest; John Cady, 
Eastern, and H. S. Floraday, 
Western. 

Willys will operate parts ware- 
houses in each of the regional- 
headquarter cities and also in Cin- 
cinnati, Boston, Philadelphia, 
Kansas City, Minneapolis and 
Portland, Ore. 


Detroit Show 
Slated Nov. 22-30 


DETROIT.—The 1959 Detroit 
Auto Show will be held next Nov. 
22-30 at the Detroit Artillery 
Armory, according to Boyce Tope, 
executive vice-president of the 
sponsoring Detroit Auto Dealers 
Assn. 

Harold Johns will again serve 
as show chairman. 

Imported autos will again be on 
display. Tope said the association 
“will try to offer’ more space to 
the imports this year. 





will not affect the duties and re-| ag 


_ |Auto Credit Dips 


6th Straight Month 


$101 Million Decline 
Reported by FRB 


WASHINGTON.—The amount of 
automobile credit outstanding fell 
in April for the sixth consecutive 
month, the Federal Reserve Board 
reported. 

The amount outstanding at the 
end of the month was $14,788 
million, compared with $14,889 a 
month earlier. The total, however, 
was $97 million above the year- 
ago figure. 

The auto-paper dip was respon- 
sible for a $51 million decrease in 
total consumer credit outstanding. 
This total fell to $32,932 million at 
the end of April, but was $1,146 
above the year-ago total. 

Paper for consumer goods other 
than autos dropped $58 million 
during the month, and repair and 
modernization loans showed a de- 
cline of $1 million, Personal loans 
jumped $109 million. 

Credit extended for auto pur- 
chases in April amounted to $1,222 
million, compared with $1,104 mil- 
lion in March and $1,468 million in 
April, 1957. 

Repayments of auto loans totalled 
$1,323 million in April. This was 
about midway between the March 
figure of $1,337 million and the 
April, 1957, total of $1,305 million. 

As in March, sales finance 
companies experienced the sharp- 
est dropoff of auto credit out- 
standing during April. These 
firms held $6,968 million worth 
of auto paper on Apr. 30, down 
$112 million during the month 
and down $244 million since the 
end of April last year. 

Banks held $6,214 in auto paper, 
up $3 million for the month and 
$225 million for the year. 

Other financial institutions also 
showed a gain both for the month 
and for the year. Their $1,108 mil- 
lion total was up $4 million for the 
month and $123 for the year. 

Automobile dealers held $498 mil- 
lion in auto credit which was a 
drop of $6 million during the 
month and $7 million during the 
year. 





New Haven Losing 


Last Chrysler Deal 


NEW HAVEN, Conn. — Gillmor 
Motors (Dodge-Plymouth) will 
close June 15, leaving the city with- 
out a Chrysler Corp. dealership. 
Coppola Motors (Chrysler-Imperial) 
went out of business several months 


0. 
Raymond Gillmor, president of 
the 24-year-old firm, declared that 
“our disagreement with the factory 
has made it impossible to continue.” 

The dealership is located on 2 
60,000-square-f oot tract, of which 
the showrooms and service depart- 
ment occupy 25,000 square feet. 
Gillmor has put both the land and 
the buildings up for sale. He said 
his service department will remain 
open for the present. 





Opposes Sticker— 


Peter F. Mack jr., Wlinois Democrat, 
chairman of the House Commerce and 
Finance subcommittee, welcomes Val T. 
Jones, executive vice-president, National 
Independent Automobile Dealers Assn., 
during the hearings on the automobile 
labelling bill passed by the Senate. Jones 
said NIADA opposes the portion of the 
bill requiring identification of the fran- 
chised dealer to whom the factory de- 
livers a new car. 
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Dealer Forum 


by Robert M. Finlay 





beg of the big needs of the day| 
in auto retailing is to improve | 


claims, fail to recognize their re- 
sponsibility to their own organiza- 


management and profits. Perhaps| tions. They forget that they must 


it might be stated: To get business 
back in the profit column through 
better management. 


Went into this subject the 
other day with a veteran fac- 
tory man who switched to the 
retail end five years ago. Al- 
though he is firmly on the re- 
tail side now, he has the ability 
to look at business with an out- 
sider’s impartial eye. 


Also received some material on 
this subject from Prof. Ernest 
Dale, of Cornell’s Graduate School 
of Business and Public Administra- 
tion, who spoke recently before 
the Alabama Automobile Dealers 
Assn. 

First the impartial look: 

Many dealers, our informant 


Chaffin Addresses 


Delaware Dealers 
At 8th Convention 


REHOBOTH BEACH, Del. — 
Speaking at the eighth annual con- 
vention of the Delaware Automo- 
bile Dealers Assn., Dean Chaffin, 
NADA president, discussed the 
seven-point program adopted by 
the national group last January 
in Miami and mentioned the prog- 
ress being made. 

The program includes efforts to 
obtain national legislation to per- 
mit insertion of a service responsi- 





bility clause in franchises plus a) 


national public relations program 
and securing of factory coopera- 
tion in setting up a more equitable 
distribution program. 

Another speaker was W. L. Mc- 
Cune, NADA director who is a 
Ford dealer in Kittanning, Pa. He 
said many dealers are overlooking 
profit opportunities in their ap- 
proach to service business. 

J. R. Hancock, Washington 
regional sales manager for General 
Motors Acceptance Corp., told the 
dealers that they are losing “good 
finance business” to commercial 
banks and credit unions. 

Joseph Webb, Milford, was elected 
president of the association, suc- 
ceeding Theodore Burton III, who 
was chairman of this year’s con- 
vention. 

Other 
Quillen, 
President; 


officers are: 
New Castle, first vice- 
Howard S. Abbott, 


president; Isadore Keil, Wilming- 
ton, treasurer, and Paul J. Roney, 
Wilmington, executive secretary. 

A director was elected from each 
of the state’s three counties. They 
were,: Frederick Schermerhorn 
New Castle; Charles L. Hall, Kent, 
and Louis Burton, Sussex. 
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inspire their organizations and set 
the pace, 
* * . 


Outdated Appeals 


ev responsibility for inspira- 

tion is not discharged by chew- 
ing out the salesmen occasionally. 
Many, our informant says, are 
still telling their salesmen to get 
out and place more would-you- 
takes, make more big offers, hint 
at bigger discounts. 


At the same time, the public 
has built up resistance to this. 
Such offers no longer move people. 
They are no longer believable. 


To move customers today, 
salesmen must intrigue them 
honestly and then must build 
confidence every step of the way 
to the close, The first hint of a 
fast deal finds the prospect on 
his feet and running. 


Then, on the expense side of the 
dealership. Little expenses are 
taken on. They multiply. In order 
to cope with this tendency, the 
dealer must review all expenses 
periodically. Some dealers find it 
advantageous to set a goal of cut- 
ting expenses by a certain percent- 
age at a fixed period every year. 


The goal, of course, is to cut 
expenditures that do not contribute 
to the welfare of the business. 
Nonselective cutting can be dan- 
gerous. 

= * > 

Multiply Abilities 
OW for Prof. Dale’s advice. One 
of the most important steps in 
management, he says, is to multi- 


ply your abilities through delega- 
tion of work. 


(From a practical standpoint 
this can be overdone, Dealers say 
they find some small, inexperi- 
enced dealers delegating too 
much of their work. They cite 
cases where dealers have general 
managers, sales managers and 
used-car managers when the size 
of the dealership calls for these 
functions to be handled by the 
dealer himself.) 


Prof. Dale illustrated the need 
for a delegation by the story of 


|the Israelites who took nearly 40 


years to cover half the distance 
between Egypt and the Promised 
Land. After Moses delegated re- 


Georgetown, second vice-president; | sponsibility by appointing rulers of 


Ebe Townsend, Dover, third vice-| 


thousands, rulers of hundreds, 
rulers of fifties and rulers of tens, 


| the remaining half of the distance 


was covered in nine months. 
> = > 


For Leadership 


Q= points of good manage- 
ment to accent: 

Formation of goals, exercise of 
leadership in terms of developing 
new ideas and in being a catalyst 
to others, and in the use of man- 
agement skills of forecasting, plan- 
ning, good human relations and 


controls. 


Prof. Dale urges alertness to 
new sales situations. He says 
today’s customer is shifting from 
what someone called Pavlovian 
economics to Adam Smithian 
economics. 


Pavlov was the psychologist who 
discovered that if he rang a bell 
everytime he fed a dog, eventually 
he could make the dog’s mouth 
water simply by ringing the bell. 
Dealers know well that folks are 
no longer buying cars at the ring 
of the old bells. Adam Smith was 
the apostle of competition who 
contended that the man who pro- 
duces better quality at a lower 
price will win out. 

We liked this quote: 

“When you cut down on wasted 
time and expenses, the salesmen 
should follow you, for men act as 
their leaders do.” 





Fribley Blames End of Territory Security .. . 





Why Selling Soured 


HARRIMAN, N. Y.—Criticism of 
the automobile dealer and his retail 
salesmen by self-appointed experts, 
because of poor car sales, is un- 
founded, says Carl E. Fribley, past 
president of 
NADA. 

Fribley is reply- 
ing to the critics 
today (June 9) 
in an address to 
participants in a 
consumer credit 
management pro- 
gram sponsored 
by Columbia 
University’s grad- 
uate school of 
business at Arden 
House here. 

The present plight of the automo- 
bile industry has made it easy to 
make the dealer and his salesmen 
the “whipping boy” for the sagging 


Cc, E, Fribley 








|economy, said Fribley, a Norwich 
| (N. Y.) General Motors dealer. 
He contended that removal of 
| territory-security caused the condi- 
| tions which led to unethical selling 
techniques. 

“These grandstand quarter- 
backs and crystal-ball gazers 
blast automobile salesmen be- 
cause they no longer ‘cold- 
canvass’ prospects by phone or 
in person as they did years ago,” 
Fribley stated. 

“But these carping critics really 
have no understanding of the basic 
problems facing today’s car sales- 
men, Conditions in retail merchan- 
dising, since 1950, have been 
entirely unlike those prevailing dur- 
ing the prewar era, because the 
‘rules of the game’ were changed.” 

Fribley pointed out that the 
quality dealer program, originated 


Kansas Dealers Get Lowdown on Finance— 
The state's recently enacted soles finance law was discussed by a panel at the 


Kansas Motor Cor Dealers Assn. 


convention here. Participating were, from 


left, 


Stanley Lind, legislative counsel for the Kansas Assn. of Finance Companies; C. C. 


Brewer, 
Taggert, a finance company official. 
” > * 


chairman of the dealer association's 


legislative committee, and 


Kansas Time-Sales Law 
Chief Topic of Convention 


KANSAS CITY, Kans.—Curiosity, 
with little evidence of regret, was 
the chief reaction of members of 
the Kansas Motor Car Dealers 
Assn. in discussing the state’s re- 
cently enacted sales finance statute 
at its convention here. 


The act sets a maximum for 
finance charges on installment 
sales, aiming at full disclosure of 
terms to the purchaser. 

To accomplish that, the act elim- 
inates the fine print in an install- 
ment sales contract. It requires 
that the contract contain such in- 
formation as the cash price, insur- 
ance charges and length of insur- 
ance, charges for credit insurance 
and liability insurance, finance 
charges and time balances in 
dollars. 

Cc. C. Brewer, Manhattan, chair- 
man of the association's legislative 
committee, explained the act and 
noted that it was prompted by the 
sale of a sales contract by a John- 
son County car dealer to a finance 
company. 

The finance charges were found 
usurious by John Anderson, Kansas 
attorney general, who took the 
case to court. His action was sup- 
ported by Brewer, who termed it 
the worst hijacking case in the 
state. 

Brewer said that $300 million in 
sales contracts might have been 
voided or the interest on them 
ruled uncollectible. So the sales 
finance bill was conceived. 

In another session, Frederick 
J. Bell, executive vice-president 
of NADA, blamed Federal excise 
taxes and a lack of faith by 


Dealer Marks 25th Year 


HOUSTON. — Mike Persia cele- 
brated his 25th anniversary as a 
Chevrolet dealer. He also operates 
dealerships in New Orleans and 
San Antonio. 


bankers as being responsible for 
the recession. 


the charge of Joseph C. Welman, 
| president of the National Bankers 
Assn., that the recession was caused 
by the financial philosophy of 
“nothing down and 36 months to 


are concerned.” 

“What have the bankers done to 
|combat recession?” Bell asked. 
“Have they reduced their interest 
rates or have they run for the 
storm cellar?” 

Bell blamed a pyramiding tax 


concerned, as being largely respon- 


cars. 
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grand guy he is. 








Irving | 


The association executive refuted | 





pay, especially where motor cars| 


structure, where motor cars are| 


On the House... 


Last Thursday was a big milestone for one Julian 
C. Weed, better known as Jack Weed, AvTomorTivE 
News’ service and truck editor. It marked his 25th 
anniversary with Automotive News but his 49th 
year in the auto business since he became a car 
tester with the old Oakland Motor Car Co. in 1909 
. . . Jack joined Automotive News shortly after the 
late George M. Slocum took over Automotive DaiLy 
News and moved it from New York to Detroit in 
1933. He’s handled a whale of a lot of duties in the 
past 25 years, including the monthly Automotive 
Service magazine (now part of Automotive News), 
Trailer Trade News and Commercial Car New 


Jack has not missed an NADA convention or an ASI show or @ 
truck convention in more than 20 years. For that matter, he hasn’t 
missed anything automotive since he joined Automotive News; he’s 
always been willing and ready to go anywhere at the drop of a 
hat. He knows more dealers and factory brass by their first name 
than any other two guys I know of... 

Jack has a million good habits (he has a few bad ones, mostly 
fishing, but we won’t talk of them today). I’m sure all of you join 
me in wishing Jack another 25 and that he’ll never stop being the 


in the mid-1930s by William E. 
Holler of Chevrolet, had the en- 
thusiastic support of Alfred P. 
Sloan jr., then president of General 
Motors. During that period, he 
added, the retail distribution of 
automobiles was developed into a 
hardhitting, scientific operation. He 
urged that legislation be enacted to 
permit revival of territory security 
for dealers. 

Twenty years ago, the speaker 
explained, Sloan made this state- 
ment: 

“Any group of dealers within 
any area must operate under a 
plan that, in a reasonable way 
and without prejudicing the po- 
sition of the customer as to where 
he should trade, or when, or how, 
serves to confine the trading 
within the area. It is to the 
interest of both the customer and 
the dealer. It makes possible the 
quality dealer, It ensures sta- 
bility.” 

Under this provision for an area 
of sales and service responsibility, 
Fribley demonstrated how the 
dealer and his salesmen were abie 
to conduct intelligent and aggres- 
sive sales campaigns. Logical pros- 
pects within their own area, 
assembled from registration lists, 
could be assigned salesmen for 
development, he said. Such condi- 
tions, he added, enabled the dealer 
to demand hard missionary work 
from his salesmen who, in turn, 
had the incentive derived from 
the realization their prospecting 
stood a fair chance of putting a 
commission in their pockets. 

“But eight years ago,” Fribley 
continued, “all this changed. In 
1950 the manufacturers removed 
this area of sales and service re- 
sponsibility provision from their 
selling agreements, and retail sales 
techniques started to deteriorate. 

“Removal of this provision opened 
the gates to the unscrupulous 
wheel-and-deal operator, the false 
and misleading advertiser, the price 
packer. Salesmen no longer could 
go out and intelligently ‘cold- 
canvass’ prospects.” 

H. R. 12415 and S. 3865 are, re- 
spectively, the House and Senate 
bills which would permit territory- 


security clauses, to be resumed. 
> > > 


Two Bostonians Offer 


Views on Car Selling 
By Guy Livingston 
Staff Correspondent 
BOSTON.—An automobile sales- 
man and a dealer association ex- 


|ecutive expressed their views last 


week on the tactics and abilities 
of the men who sell cars for a 
living. There were areas of dis- 
agreement. 

J. Gordon MacKinnon, execu- 
tive vice-president of the Boston 
Automobile Dealers Assn., con- 
tended that “auto salesmen must 
be taught how to sell again.” 
“The slump in sales ability,” he 


sible for the high price of new| said, “is less the fault of the sales- 
(Continued on Page 6, Col. 1) 






































—Pete Wemuorr, Editor; 
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ril Smashes All Records . . . 





Import Boom Lifts 
Penetration to 7%% 


(Continued 


by Chrysler Corp. and 
Studebaker-Packard, pushed mar- 
ket shares for General Motors 
and Ford Motor Co. to the lowest 
point recorded thus far this year. 

American Motors during April 
boosted its penetration 0.43  per- 
centage points to 3.71 percent of 

total sales, which is a share 80 

percent greater than it had as re- 

cently as last December. 
ca * * 

Chrysler, S-P Steady 
HRYSLER CORP. was up 0.48 
points to 14.73 percent and S-P 

gained 0.07 points to 0.98 percent of 
total sales. Both figures were 
roughly on a par with the corpora- 
tions’ performances of recent 
months. 

Ali the above gains came at 
the expense of General Motors 
and Ford Motor. GM dropped 0.47 
points to 48.36 percent, its small- 
est share since last November. 
Ford Motor had the month’s 

most extensive loss—down 1.17 





Sales Score 
for April 


New-car registrations for 


April: 
1958 1957 
Pos. Make Pos. 
1—114,510 Chevrolet 126,435— 2 
2— 86,087 Ford 134,506— 1 
3— 36,938 Plymouth 56,512— 3 
4— 29,581 Oldsmobile 35,228— 5 
5— 24,724 Buick 38,962— 4 
6— 20,707 Pontiac 31,340— 6 
7— 14488 Rambler 9,309—12 
8— 12,912 Mercury 27,154— 7 
9— 12,781 Dodge 25,235— 8 
10— 12,749 Cadillac 12,804— 9 | 
1i— 5,709 Chrysler 10,269—11 
12— 4,699 DeSoto 10,689—10 
13— 3,740 Studebaker 5,433—13 
14— 3,491 Edsel 

15— 2,669 Lincoln 3,734—14 
16— 1,455 Imperial 3,602—15 
17— 1,037 Met. 852—16 
18— 355 Packard 628—17 

29,623 Misc. 15,417 
Total All Makes 
418,255 548,609 


Further details on Page 40. 





points to 25.14 percent. That was 
the smallest monthly share taken 
by Ford Motor since July, 1953, 
when its efforts were hampered by 
a series of strikes. 
> > © 
7s Big Three continued its 
downward trend in market pen- 
etration, dropping to 88.23 percent 
of total sales for the month. 

The Big Three started the year 
with 91.63 percent of total sales 
in January, then dropped pro- 
gressively to 90.28 and 89.39, 
before declining again in April. 
April saw the Big Three’s mar- 

ket share ebb to the lowest point 

since January, 1953, when its pene- 

tration amounted to 87.73 percent. 
cm * . 


yes month’s total registrations 
numbered 418,255, the best total 
recorded thus far this year, al- 
though it was far below the year- 
ago April count of 548,609. 

Over the last 10 years, only twice 
—in 1949 and in 1952—has the 
count been smaller. 

By individual makes, April was 
the best month of the year for 
Plymouth, Rambler, Cadillac, 





7 
Foreign-Car 
a a 
Registrations 
All states for four months: 
1958 1957 
Pos. Make Pos. 
1 Volkswagen 20,989—1 
2—10,716 Renault 3,397—3 
3— 7,986 English Ford 3,201—4 
4— 4,724 Hillman s 
5— 4,299 Simca s 
* MG 4,025—2 
* Metropolitan 3,020—5 
41,775 All Others 15,344 
Total All Makes 
96,049 49,967 


*Not in Top Five. 





from Page 1) 


Metropolitan and Packard. All of 
these makes reached new highs 
in penetration for the year dur- 
ing the month, Dodge tied its 
previous high. 

Other makes which showed gains 
over the previous month, but which 
fell short of previously established 
1958 highs, included Chevrolet, 
Studebaker and. Imperial. 

On the other hand, the month 
turned out to be the most disas- 
trous of the year for Ford, Olds- 
mobile, Buick, Pontiac, DeSoto and 
Lincoln. They recorded new lows 
in penetration. 

od + ca 


2 Match °58 Lows 


REVIOUS lows for 1958 were 

matched during April by Chrys- 
ler and Edsel. Mercury slipped dur- 
ing the month, but held above its 
previous low. 

The skids were greased most 
heavily for Ford during the 
month. By dropping to a pene- 
tration of 20.58 percent, Ford 
had its worst month since Jan- 
uary, 1956. 

DeSoto’s share was the smallest 
since June, 1954. Other makes 
which set new lows for 1958 man- 
aged to hold above lowpoints set 
in 1957. 

Although April exceeded March 
in total volume, four makes sold 
fewer cars in April than they did 
in the previous month. These were 
Ford, Pontiac, Chrysler and Lin- 
coln. 

= > > 
ir COMPARING the year-to-date 

(first four months) with the 
corresponding period of 1957, the 
| gainers were General Motors, 
| American Motors and miscellane- 
| ous makes. 

GM was up 3.82 points to 49.41 
percent of the total; AMC, up 
1.33 points to 3.11 percent, and 
miscellaneous, up 3.70 points to 
6.11 percent. 

Ford Motor and Chrysler Corp. 
were heavy losers, while S-P 
|showed a more moderate setback. 

Chrysler Corp. was down 442 
points to 14.54 percent; Ford Motor, 
down 4.25 points to 25.87, and S-P, 
off 0.18 to 0.96. 

By individual makes, year-to- 
| date showings are most impressive 
| for Chevrolet, which was running 
| 4.32 percentage points ahead of 
| 1957. 

Other gainers, 





| 


in order, were 





Sales Score 
For Imports 


All states for April: 





1958 1957 
Pos. Make Pos. 
1— 7,957 Volkswagen 6,335—1 
2— 3,278 Renault 1,445—2 
3— 2,544 English Ford 1,102—4 
4— 1505 Hillman * 
5— 1,497 Fiat s 
* MG 1,3098—3 
s Metropolitan 852—5 

13,623 All Others 4,855 

Total All Makes 
30,404 15,898 


*Not in Top Five. 





Rambler, up 1.27 points; Oldsmo- 
bile, 0.49; Cadillac, 0.49; Metropoli- 
tan, 0.06, and Lincoln, 0.02. 

* . * 


Ford Sliced the Most 


pyeaviner loss was taken by 
Ford, which dropped 3.54 per- 
centage points below its compara- 
ble 1957 achievement. 

Other losses, in order, were 
Mercury, down 173 points; 
Plymouth, 156; Dodge, 1.40; 
Buick, 1.16; DeSoto, 0.77; Chrys- 
ler, 0.49; Pontiac, 0.32; Imperial, 
0.20; Studebaker, 0.14, and Pack- 
ard, 0.04. 

Some observers were interested 
to note that the only GM divisions 
running behind last year in pene- 
tration — Buick and Pontiac — are 
the two which are merchandising 
the imported Opel and Vauxhall. 

However, sales gains on the im- 
ports are considered too small to 
take up the slack created by the 

| dropoff in sales of their domestic 
' units. 





Pennsylvania 
National Independent Automobile Dealers 


executive secretary, Philadelphia 


vice-president. Standing: Joseph Phillips, 





Independent Automobile Dealers Assn. 


Pennsylvania Independents Organize— 


Independent automobile dealers from 
delphia, Pittsburgh and Erie—met in Washington to map plans for formation of the 


Pennsylvania's three jiargest cities—Phila- 


Hosting the group was the 
Assn. with which the new state organiza- 


tion will affiliate. Seated, from left, are Jack and Dick Crotty of Erie; Anne Perry, 
Independent 
Nigrelli, representing Western Pennsylvania IADA; Val T. Jones, NIADA executive 


Automobile Dealers Assn.; Ernest 


Baltimore; Al Schwartz, chairman of the 


Pennsylvania organizing committee, and Milton Berr, president, Philadelphia IADA. 


Cleveland Price-Posting 


Fails to Boost 


refused to go along with NRA, etc., 
during the “New Deal” days, has 
refused to post prices, saying: “I 
don’t want to be regimented. I 
want to be able to deal on a per- 
fectly free economy. I left Russia 
for freedom. That’s what I want 
here.” 


Blaushild is an uncle of David 
L. Blaushild, president of the 
Cleveland Automobile Dealers 
Assn. and the instigator of the 
city’s price-pesting program. 

Generally, though, most dealers 
have posted prices following the 
recommendations of the CADA. 
Here is a summary of dealer 
comments: 

Ford (Commerce Motors): “No 
additional sales. Customer still 
| feels prices are far too high, posted 
|or otherwise.” 

* > = 

HEVROLET (Rodenfels): 

“Haven't experienced any in- 
crease because of posted prices. 
Customer is still concerned with 
getting the best buy.” 

Dodge (Goldie): “It is still a 
dollars-and-cents deal. To the aver- 
age person, money difference spells 
the sale. 


“There was Only one instance 
of a sale credited to a posted 
price, and that was because our 
price was the lowest. When asked 
how we could do it, we said: 
‘We're following factory sug- 
gested list price.’” 

Oldsmobile (Cy Mack): “Haven’t 
seen any difference.” 
Pontiac (Harmon): 
hasn't cut any ice.” 
Mercury (Dubbs Motor): “People 
are interested in final cost figure, 
posted or unposted.” 

* * 








“Posting 


AMBLER (East End Nash): 
“We've got the hottest car on 
the market. That’s what's selling, 


Rambler’s May Sales Up 
32 Pct. for New Record 


DETROIT.—Rambler retail sales 
in May shattered all records for 
the third consecutive month as 
deliveries soared to 20,349, more 
than double the total of May, 1957, 
according to Roy Abernethy, Amer- 
ican Motors Corp. automotive dis- 
tribution and marketing vice- 
president. 

Abernethy said May’s Rambler 
sales were up 32 percent over the 
15,418 units delivered in April, the 
previous record month, and 104.3 
percent higher than the 9,961 units 
sold in May, 1957. 

So far this model-fiscal year, 
Rambler sales total 97,956, an in- 
crease of 78.7 percent over the 54,- 
821 in the comparable period of a 
year ago, Abernethy added. 

Abernethy said U. S. sales of 
compact and smaller cars, includ- 
ing the Rambler and foreign 
makes, now account for about 10 
percent of the domestic market, 
against 4.99 percent for 1957, 


‘ 


Sales 


(Continued from Page 1) 


| although posting and smart selling 
| help.” 

Buick (Friedman): “People are 
not interested in posting. Their 
end question is: ‘What’s it going 
to cost me?’” 

David Blaushild (Chrysler) main- 
tained there “has been a general 
good reaction to our posting 
prices.” 

“It is restoring confidence, and 
helping buyers to buy,” he said. 
“This is not an immediate, over- 
night development. It'll take time 
to realize immediate sales. The 
primary function is to restore con- 
fidence and buying desire. This is 


being accomplished.” 
* ” * 


Price Probe in Cleveland 


Is Assailed by Blaushild 


CLEVELAND. — David L. Blau- 
shild, president of the Cleveland 
Auto Dealers Assn., assailed the 
Federal grand jury probe of pricing 
practices of 80 new-car dealers here 





as “an example of Government 
spending at its reckless best.” 

“How can they possibly investi- 
gate us after we have inaugurated 
the Honor Bound program which 
calls on all dealers to quote prices 
at or below the factory-suggested 
list price?” he asked. 

“The dealers in Cleveland have 
cleansed themselves of unethical 
practices without any need for 
Federal intervention,” Blaushild 
said. 

The Government hasn’t made any 
accusations but has indicated that 
the dealers violated antitrust laws 
by getting together and pegging 
new-car prices at a level above the 
factory-suggested list price. Sales 
during 1957 are being investigated. 
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Buy Weeks Buoy 
Sales Across U.S. 


Dealers in Every Area 
Enjoy Business Gain 
By John KE. Waish 


Staff Writer 

EALERS in the East. West, 
North and South last week 
came up with identical reports on 
Auto Buy campaigns — substantial 

increases in sales. 
John Caskey, chairman of the 
Sale-O-Rama in Paducah, Ky., said 
74 new and 253 used cars were 


sold, an increase of about 140 
percent over the previous two 
weeks. 


In New York City, the Auto- 
mobile Merchants Assn. and the 
Brooklyn-Long {Island Automo- 
bile Dealers Assn. reported busi- 
ness was up 17.2 percent in a 16- 
day period. 

The associations said more than 
800 dealers in New York and Suf- 
folk, Nassau and Westchester 
Counties sold 12,774 new and 22,354 
used cars. 

Used-car sales jumped 50 to 75 
percent during a seven-day promo- 
tion sponsored by Denver members 
of the Independent Automobile 
Dealers Assn., according to John 
Shay, president. 

The statewide association spon- 

(Continued on Page 57, Col. 1) 


Aluminum Engines 
May Point to 
U. S. Light Cars 


(Continued from Page 1) 
of ultimate performance with 
economy. 

“While the American automobile 
industry has continually improved 
economy of operation while in- 
creasing American standards of 
performance, the recession has 
added interest to the car buyer's 
ever present desire of more for 
less.” 

ca > * 

E SAID that when aluminum 

engines are adopted by the 
auto industry, they will require 
more than a billion pounds of alu- 
minum annually. 

Reynolds added that because of 
this possible development and be- 
cause of the 400 percent increase 
in aluminum applications on cars 
in the past few years, Reynolds has 
increased its production capacity 
considerably. 

Another aluminum official said 
recently that one of the first 
large-volume uses of aluminum 
might well be the oft-reported 
rear engine which would elim- 
inate the floor tunnel and hump. 

Although GM has reportedly had 


@ rear-engine car under develop- - 


ment, Ford Motor Co. is also be- 
lieved to be neck-and-neck in the 
race to be first in this development. 

At General Motors, it is under- 
stood that the internal race as to 
which division will introduce the 
aluminum engine is between Chev- 
rolet and Cadillac. 


ws 


0 RAGSOALE 


BUICK GENERAL MANAGER 


; 


Ragsdale Gets Citation— 





YANKEE 
LBA 414 


Edward T. Ragsdale, right, Buick general manager, was “given the brush” on his 
recent visit to Boston. It was an honor, however, not a slight. John Donnelly, second 
from the right, of Donnelly Advertising Corp., dubbed the GM executive a “knight of 
the brush" in tribute to Ragsdale’s efforts to stimulate and develop activity by the 
business community to fight the current business slump. Also in the picture are, 
Norman Knight, left, Yankee Network president, who received a similar citation from 
James M. Connolly, Donnelly regional manager. 








*,..moves q with the times” 


says AL LAFAYETTE, president of Lincoln- 
Mercury and Edsel dealerships in Brooklyn, N. Y. 


“When you’re handling two dealerships as we are, 
you ve just got to have a financing connection that 
is flexible and moves quickly with the times. 
ComMERCIAL Crepir has proved its ability to adjust 
fast to changes in the money market and the needs 
of individual customers. CommMercIAL Crepir PLAN 
helps us boost volume by making it easier to sell 
more higher priced models and extras. Our salesmen 
find it helps close sales when they stress the insur- 


ance and other features of COMMERCIAL CREDIT PLAN,” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest Commercial Credit Corporation 
office for complete information on the benefits of 
CommerciAL Crepit PLan. Why not do it today? 


os 


= a a A service offered through subsidiaries of the 
FOO TY be Commercial Credit Company, Baltimore . . . Capital 
ERNE DAE and Surplus over $200,000,000 . .. offices in principal 
' cities of the United States and Canada. 
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Bostonians Examine Both Sides of Coin... 








2 Views of the Auto Salesmen 


(Continued from Page 3) 


men than of their employers, who 
fail to give adequate training. 

“Business has been so good the 
last 14 years that the public ac- 
tually has been taking the product 
away from the salesman. Now the 
public is sitting back and, in effect, 
saying, ‘Sell me.’” 

The other side of the coin was 
turned up by William J. Riley, a 
highly successful salesman for 
Cadillac Automobile Co. of Boston 
(Oldsmobile-Cadillac). 

His remarks were not aimed di- 
rectly at MacKinnon, but were in 
answer to all the “inability-to-sell” 
and “lack-of-hustle” charges 
levelled at auto salesmen. 

“If I listened to all the experts 
and columnists in Washington 
telling me how to do my job, I 
wouldn’t have time to work,” 
Riley said. 

Replying to the “no-hustle” com- 
plaints, he declared: “If we don’t 
sell, we don’t eat. Everything we 
make is from commission on sales. 
Those stories about our loafing are 
rediculous.” 

MacKinnon said that banks must | 
be doing a better sales job than| 
salesmen “because in spite of all 


License Racket 


Is Broken Up by 


Boston Arrests 


BOSTON.—A former Registry of 
Motor Vehicles inspector, the own- 
ers of four driving schools and two} 
other men were arrested here as 
alleged participants in a $20,000 
license-selling racket. 

Investigators said they had un- 
covered evidence that 53 persons, 
many of them illiterate, had bought 
driving licenses for sums ranging 
from $150 to $200. The investigation | 
was reported only half completed. 

Accused central figure in the 
scheme was identified by police as 
Frederick B. Smith, 59, Water- 
town, recently relieved of his duties 
as a registry inspector. He was 
booked on a charge of accepting 
bribes and was held under $20,000 
bail. 

Investigators hope to check all 
of the licenses that might be in- 
volved in the case. Out of 350 
motorists interviewed by police, 53 
allegedly purchased their licenses 
through contact men or certain) 
driving schools, detectives said. 
Some could neither read nor write} 
and all have been deprived of their} 
licenses. 

Charged with offering bribes were 
Julius Tate, owner Vets Auto 
School, Cambridge; Frank F. Bern, 
owner Boston City Auto School,/| 
and his brother, Myer Bern, man- 
ager of Berns Auto School, Rox-| 





bury. 
Taken into custody was Armando 
Snataniello, president of Crown 


Auto School, Inc., Revere. Also ar-| 
rested were Salvatore Calascibetta, 
Boston, and Carmine Leo, ears. | 


City Honors Auto Man 


LYNWOOD, Calif—Fred Yerger, 
Southland Motors (Ford), was 
named the city’s top citizen and 
presented the Distinguished Service 
Award. He is a member of the 
Southern California Motor Car 
Dealers Assn. 
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the recession talk, deposits in the 
first five months of this year were 
up $200 million over last year.” 

He said he believes in the “hard 
sell,” but emphasized that “hard 
selling includes being courteous.” 
He cited a retail survey in which 
about 70 percent of those inter- 
viewed said that their pet peeve 
was discourteous clerks. 


MacKinnon offered five rules for 





Iowa Dealer Wins 


GOP Primary Nod | 


DES MOINES. — William L.| 
Mooty, president of Center Motor 
Co. (Ford-Mercury), Guthrie Cen-| 





ter, won the Republican nomination 
for lieutenant-governor in the Iowa| 
primary election last week. 


Mooty, who served as speaker of 


successful auto salesmen. 
were: 

“1. Don’t wilt at the first ‘no’ 
from a prospect. 

“2. Never argue. 

“3. Don’t be patronizing. 

“4, Say ‘thank you.’ 

“5. Remember that the human 
relations factor can make or break 
a sale.” 

MacKinnon added: “If a custo- 
mer says something is black when 
it’s white, it’s got to be black. 


They 


He’s your boss for the moment, | 


and he’s got to be right.” 

Riley, who moved 225 cars last 
year, admits that selling is harder 
this season, But he objects to 
implications that the auto sales- 
man doesn’t know how to sell, 
doesn’t try to sell and waits for 
the customer to come to him. 





Chemstrand Producing 


New Nylon in Volume 


NEW YORK.—The commercial 
production of a new type nylon 
tire and industrial yarn has been 
announced by M. H. Morse, man- 
ager of Chemstrand nylon sales 
for Chemstrand Corp. According 
to Morse, the yarn will be known 
as the RHB type,” offering greater 
strength, higher thermal resist- 
ance and better adhesion values 
than tire yarns currently avail- 
able. 

It is being offered in 840 denior 
and 140 filaments, he said. Tire 
companies can readily convert 
from the use of HB type yarns 
to the “RHB” yarns, Morse said. 


| 





| auto purchases, Riley said. They 
pick the color and shop around for 
|the best tradein allowance, while 
the husband usually selects the 
|make and model. 

Riley noted that one problem 
this year is the fact that customers 





Detroit designers have lost sight 

of what Americans want in their 

cars. He said he’s found that the 
biggest, flashiest models are the 
most popular this year. 

“The people who say they’re not 
buying because the cars are too 
big or have too much chrome may 
be using this argument as a 
crutch,” he said. “I find that for 
every complainer, there’s someone 
who will buy.” 


3 Warranty Firms 


Fight Calif. Ruling 


WASHINGTON.—Three car war- 
ranty firms have asked the Cali- 
|fornia courts to reverse a State 
attorney general's ruling that car- 





warranty contracts are insurance 
| pacts. 
The attorney general ruled that 


| these contracts are a form of in- 
| surance and saleable only by com- 
| panies licensed and regulated by 


He said that he and other Boston | think they can get immediate de-| the State. 


salesmen have stepped up personal 


|livery of any model and equipment 


the Iowa house of representatives | Calls and that he is seeing 10 more| pecause sales are down. 


in the 1957 legislature, will oppose | 


State Senator E. J. McManus,| year. He has also increased his| colors and options, we can’t begin temporary 


Keokuk Democrat, in the Novem- | 
ber general election. ! 








1934 Wild Bill Cummings, 104. 86 m.p.h. 


1952 Troy Rutiman, 128.922 m.p.h. 


persons a week than he did last 


direct-mail solicitation. 


Women play a key role in today’s 





*1913 Jules Gour, 75.93 m.p.h. 


1953 Bin Vukovich, 128.75 m.p.h. 


“With the huge array of models, 


to stock a complete line,” he said. 
Riley rejects the theories that 








1928 Louis Meyer, 99.48 m.p.h. 


i Z ae 
1954 Bit Vukovich, 130.840 m.p.h. 


* al 


*1920 Gaston Chevrolet, 88.62 m.p.h. 


| The firms—National Bonded Cars, 
| Inc., Car Warranty Corp. and Auto 
| Warranty Co.—have received a 
injunction preventing 
the State Insurance Department 
from proceeding against them, 


1921 Tommy Milton, 





89.62 m.p.h. 
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1955 Bod Sweikert, 128.209 m.p.h. 


FIRESTONE RUBBER 


makes tire history in Firestone’s 35th consecutive 





att 


Jimmy Bryan, 1958 Indianapolis winner at 133.791 m.p.h., says: 
“No driver is better than his tires. That’s why it’s comfortable to know you’re on 
Firestones when you're leading a fast ‘500’ field. Firestones are your best safety 


insurance on the highway, too.” 


‘ 





Again, in open speedway 


500-mile classic at India 


To meet the challenge of t 


Fortified) Nylon. The res 


competition, records show that 


winning drivers insist on Firestone tires. In this year’s 


napolis, Firestones were on the 


winning car for a history-making 35th race in a row—and 
there’s a good reason! The hard school of racing experience 
has convinced ‘‘500” drivers that only Firestones are tough 
enough to pass this supreme test of tire engineering. 


he ‘‘500” in 1958, Firestone came 


up with something entirely new. They combined a new 
kind of rubber—Firestone Rubber-X—with S/F (Safety- 


ult: a new tire to withstand the 


torturing test of the “500” like no other tire made. All 
this adds up to better tires for you—and here’s why: 
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Best of all, 


safety. 
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1956 Pat Flaherty, 128.49 m.p.h. 


500“win at Indianapolis! 


Months of testing prove Firestone Rubber-X is the longest 
wearing material ever used in tires. Its new toughness now 
adds extra safety to every Firestone tire—regardless of 
price. And Firestone’s exclusive S/F Nylon construction 
offers unmatched protection from heat and impact damage. 
Firestone offers you proof of performance— 
through speedway research that results in greater highway 


You’ll find tires of Firestone Rubber-X at your nearby 
Firestone Dealer or Store. Be sure to specify them when 
you order your new car! Put them on your present car—buy 
them on convenient terms if you wish at your nearby 
Firestone Dealer or Store. 





1957 Sam Hanks, 135.601 m.p.h. 
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Beating the Drums for Deals— 


Courtesy Chevrolet prepares its entries in the “You Auto Buy Now" parade through 
of “Business is Best in the West." Driver of 
the car in the foreground is Casey DeFoe, Courtesy's sales manager. Directly behind 
him are Wade Zeliner and Ed Fitzgerald, Courtesy's general manager. 
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Work Continues at Big 3 











- |AMC Extends Pact 


; - With Auto Union 


(Continued from Page 2) 


owner of the dealership with his 
brother, W. D. Kilborn, the passing 
out of handbills in front of the 
firm’s garage by the union is “an 
illegal effort to coerce employes 
and to force the employer to recog- 
nize the union, when, in fact, the 
union does not represent a majority 
of the employes involved.” 

He said the charges are based on 
a recent NLRB ruling that held 
picketing of a business where an 
employe election has not been held 
to be an unfair labor practice. 

Kilborn said he has offered to 


allow such an election, but Jones, | 
the Machinists’ special representa-| 


tive from Washington, has refused. 

However, Jones said he wanted 
an election at first, but doesn’t want 
one now because most of the em- 
ployes he had signed into the union 
are no longer working for Kilborn. 
He charged that the men were 





dropped when it was discovered 
they were union members. 
* * + 


Kilborn Denies Charge 


CCORDING to Kilborn, the drop 

in employes—from 31 last Jan. 
31 to 20 last week—is entirely due 
to poor business. He said none of 
the lost employes has been re- 
placed. 

The union began its organizing 
attempt at Kilborn’s May 5. Two 
days later it began passing out 


handbills to customers raising | 


questions about service. 


The union is also handling out | 


literature at two other firms op- 
erated by the Kilborr.s. They are 
Midwest Rambler Corp. and Kil- 
born’s Northside Motors, a used 
car lot. 

The Machinists union launched 
its organizing campaign in Decatur 





1940 Wilbur Shaw, 114.277 m.p.h. 






*1M41 


*No races during the war years 





Mauri Rose, Floyd Davis, 
115.117 m.p.h. 


A cer ee manne, 








Firestone 


BETTER RUBBER FROM START TO FINISH 
Copyright 1958, The Firestone Tire & Rubber Company 
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in February. Since then it has 
gained recognition at Weidenbacher 
Oldsmobile, B. B. Burns Pontiac 
and the Joe Russ Garage. About 
20 repairmen joined the union. 

The Burns dealership closed the 
day after signing the union con- 
tract Apr. 18. John H. Burns, pres- 
ident, said the firm closed because 
of lack of profitable business, How- 
ever, he still operates a used-car lot 
and a Willys dealership. 

In Seattle, the Metropolitan 
Automobile Dealers Assn. said that 
“no settlement appears possible” in 
its strike dispute with Local 822, 
Automobile Salesmen’s Union. 

The statement was issued fol- 
lowing a recent meeting between 
association and union negotiators 
with Albin L. Peterson, Federal 
labor conciliator. 

“The latest union offer has been 
rejected without a single favorable 
vote among the 66 dealers in- 
volved,” the statement said. 

“Union terms are more expensive 
and unreasonable than those ex- 
pressed at the beginning of the 
strike. 

“No contract is possible which 
does not permit competition with 
used-car lots, nonunion new-car 
dealers and other sources of new 
ears,” the statement said. 

* * 


Ad Backs Dealer 
In Fight Against 
Union Pickets 


| DECATUR, Ill—Local dealers 
|have rallied to support Kilborn’s 
Dodge-Plymouth, Inc., in the dealer- 
ship’s fight against union attempts 
to organize its shop employes. 

| The support came in the form 
of a newspaper advertisement urg- 
ing Decatur residents to “support a 
local citizen in his fight for fair 
play.” 

| The union, Machinists Lodge 493, 
began its organizing campaign at 
Kilborn’s on May 5. Two days later 
|pickets began passing out hand- 
bills to customers raising questions 
about service at the dealership, 
j}owned by John and W. D. Kilborn. 
| In their ad, the dealers charged 
|}that the union is attacking the 
firm “because Kilborn’s do not 
want to force their employes to 
join the union.” They urged citi- 
|}zens to support the dealership in 
its fight against “these illegal acts 
and their vicious coercion.” 

“We urge all Decatur citizens to 
disregard the Machinists Union 
campaign, and to continue to 
patronize the auto dealer of their 
choice. Don’t let these few men 
| threaten or coerce you from your 
| dealer,” the ad said. 

The ad was signed by El Bauer 
Chevrolet Co., Gregory Ford Co. 
Highfield Buick Co., J. L. Tallman 
Cadillac, H. G. Wonderlin Co. 
(Edsel-Studebaker-Packard), Hazel- 
riggs, Inc. (DeSoto-Plymouth), and 
W. C. Starr, Inc. (Imperial- 
Chrysler-Plymouth). 


Woodson Marks 
20th Anniversary 


ROANOKE, Va.—Woodson Pon- 
tiac has celebrated its 20th anni- 
versary as an auto dealership here. 

The dealership claims to be 
Southwest Virginia’s “largest and 
strongest Pontiac dealer.” It has 
recently moved into a new building. 

Gifts to those buying cars and 
39-cent lubrications were part of 
the anniversary celebration. 
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Ford, Chrysler Action Awaited .. . 





GM Praised for Subsidy Halt 


By John K. Teahen Jr. | 


Staff Writer | 
DETROIT. — Hanford A. Crock- | 
ard, Berkeley (Calif.) Chevrolet) 
dealer and chairman of NADA’s 
industry relations committee, ex- 
pressed deep gratification last week 
for the action of General Motors 
in stopping subsidies on sales to 
state, county and municipal gov- 
ernments. 


He said his committee, which 
met in Washington before the 
GM announcement, had _ con- 
sidered several specific steps to 
help overcome this practice and 
would undoubtedly welcome the 
action. 

In addition, at its three-day meet- 
ing at Grossinger, N. Y., the New 
York State Automobile Dealers 
Assn. “commended and congratu- 
lated General Motors for its 
initiative, fortitude and foresight” 
in discontinuing the practice. 

At press time Thursday, dealers 
and dealer associations were wait- 
ing for word that Ford Motor Co. | 
and Chrysler Corp. had joined GM 
in discontinuing the cut-rate sales. 

Both companies were studying | 
the situation and were expected 
to climb aboard the bandwagon | 
that GM set in motion 10 days) 
ago. The GM _ no-subsidy policy 
becomes effective next Monday! 
(June 16). 
Dealer groups have worked long 
and hard to outlaw the below-cost | 
sales. They were pleased but not| 
suprised by the GM action. 

As one association man put it, | 
“GM is always willing to go along) 
with.an idea once you show them 
it’s good for both the company and 
the dealers.” 

GM_ obviously listened atten- 
tively to the dealer arguments 
against cut-rate sales, for the 
retailers’ two chief objections 
were cited by President Harlew 
H. Curtice in announcing the 
GM policy change. 

These objections were the effect | 
On used-car values when year-old 
or two-year-old government fieets 
are dumped on the market, and the 
effect on the new-car prospect 
when he sees the fantastically low 


Willy’s Benhoff 
Winds Up Career 
After 54 Years 


TOLEDO.—Willys’ Mr. Automo- 
bile—August Benhoff—retired June 
1 after 54 years service with the 
firm and its predecessor. He had 
been assistant general manager of 
the Government sales department 
since 1951. 

Benhoff started as a stock chaser 
with the old Pope-Toledo auto plant 
in 1904 and moved up fast after 
John North Willys bought the firm 
in 1908 to expand his auto opera- 
tions, then centered in Indianapolis. 

He was in charge of the parts 
division from 1917 until 1951. 

He predicted a bright future for 
Willys and the auto industry. 

“Any industry that has a re- 
placement market of six million 
cars a year and a growing popula- 
tion ahead of it hasn’t anything 
to worry about but doing a good 
selling and service job,” he added. 
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prices at which these cars are 
purchased when new. 

On the latter point, prices as 
much as $475 below dealer cost 





Peterson Elected 


Mack Chairman 


PLAINFIELD, N. J.—P. O. 
Peterson, president of Mack 
Trucks, Inc., has been elected board 
chairman succeeding E, D. Bran- 
who has ‘retired. Peterson 
continues as pres- 
ident, the post he 
has held since 
joining Mack in 
1955. 

Before taking 
over the leader- 
ship of the truck 
firm, Peterson 
had served 36 
years with Stude- 
baker and Stude- 

‘“ baker - Packard. | 
Peterson He was executive | 
vice-president of S-P when he left 
the company. 


some, 








P. O. 


| Pennsylvania will cease being our 





Bransome was president and 
chairman of Mack from 1949 to| 
1955 and previously had headed 
Vanadium Corp. of America. He 
continues as a Mack director, a 
post he has held since 1943. 


have been reported in some state 
transactions. 

The Pennsylvania Automotive 
Assn. congratulated GM in a bulle- 
tin to its members. Expressing the 
hope that Ford and Chrysler would 
follow suit, the PAA declared: “If | 
they do, the Commonwealth of 
new competition on used-car sales.” | 

Cc. S. Klugh, PAA general man- 
ager, believes that dealers in his| 


state are hardest hit by the sub-/|§ 


sidy program. 

He told Automotive News that 
Pennsylvania buys about 3,500 | 
new cars a year and sells most of 
them the following year. The | 
State has its own used-car lot in 
Harrisburg and its own financing 
setup, he said. 

Herman Schaefer, executive sec- 
retary of the Indiana association, | 
called the cut-rate a “growing! 
problem” there because the State 
has been replacing a larger per- 
centage of its fleet at one time. 

Two months ago, Schaefer re- 
ferred the subsidy problem to the 
Justice Department with the com- 
ment that it might be in violation 
of the Robinson-Patman Act. 

He believes the antitrust threat 
may have contributed to GM’s de- 
cision since auto makers are espe-| 
cially sensitive to talk of antitrust 
action these days. 

GM will continue to make di- 





(Continued on Page 62, Col. 1) 





In 20 Key Cities ... 


Car-Buying Plans Wane 


sons planning to buy automobiles | 
has fallen off by 1.9 percentage | 
points in the last year in 20 key 
cities, the 13th annual Conselidated | 
Consumer Analysis shows. 


The 1958 survey of consumers 
showed 13.2 percent were plan- 
ning to buy automobiles, while 
the 1957 study found 15.1 percent | 
with buying plans, In 1956, the 
total was 144 percent. 

The survey is sponsored by news- 
papers in 22 cities, although figures 
on auto-buying plans are not avail- 
able for two of the cities—Wichita 
and Newark, N. J. 

Auto-buying plans are available 
for Chicago, Cincinnati, Columbus, 
O., Denver, the Duluth (Minn.) and 
Superior (Wis.) area, Fresno, Calif., 
Honolulu, Indianapolis, Long 
Beach, Calif.. Milwaukee, Modesto, 
Calif., Omaha, Phoenix, Ariz., Port- 
land, Ore., Sacramento, Calif., Salt 
Lake City, San Jose, Calif., Seattle, 
St. Paul and Washington. 

Those planning to buy autos | 
ranged ‘from 17.6 percent in | 

Indianapolis and 17.0 percent in | 
Chicago to 8.6 percent in San Jose 
and 90 percent in Duluth- 
Superior. 

Among those planning to buy,)| 
Chevrolet was the top choice in 12) 
of the cities and Ford was the 
favorite in the seven, with the two 
makes tied in Columbus, In all 
cities where Chevrolet was first, 
Ford was second. Where Ford was 
the favorite, Chevrolet was the 
runner-up. 

Plymouth was in third place in 
10 markets, Buick in seven, Olds- 
mobile in two and Rambler and 
Cadillac in one apiece. (There was| 
one Plymouth-Oldsmobile tie for 
third place.) 

In 13 cities, Volkswagen was in 
the top ten. 

The group currently planning to 
buy cars was smaller in 17 of the 
cities than was the group with) 
similar plans at the time of 1957) 
survey. Sharpest drop came in San | 
Jose where 16.2 percent were in 
the market for a car in 1957 and) 
8.6 percent were planning to buy 
in 1958. 

The percentage planning to buy 
cars increased slightly over the 
year in Columbus and Washing- 
‘ton while it held steady in 
Indianapolis. . 
The survey whictt is said to cover 
areas in which 5 million families 
live showed that 88.4 percent of 
the families own at least one car 
and 21.7 percent own more than 
one auto. 
In 1957, those -owning at least! 





CHICAGO.—The number of per- |one car amounted to 88.3 percent, 


compared to 85.7 percent in 1956. | 
Last year, 22.1 percent were found | 
to own more than one car. The 
year before, the “second-car” fami- 
lies amounted to 17.7 percent of the 
total. 

With figures for Cincinnati miss- 
ing, Chevrolet was found to be the 
favorite first car and Ford the 
runner up in the other 21 cities.| 
Chevrolet was the top choice for | 
the second car in 14 cities and Ford | 
was first in the other seven. 

The researchers found that 65.0 
percent of families in the 22 cities 
are planning vacations in the next 

12 months, up from the 64.7 per- 
cent in the 1957 survey. 

July was listed as the most popu- 
lar vacation month with August in 
second place. 





| Small Bundle from Britain— 


Billed as the lowest-priced “true sports 


m.p.h. and deliver 35 m.p.g. The cor is 


New Dealers Hardest Hit / 





cor” in the U. S., the Austin-Healey Sprite 
made its debut last week with a $1,795 price tag. The Sprite is powered by a 
specially tuned version of the Austin A-35 engine, which develops 48 horsepower. 
Hambro Automotive Corp., which distributes the car, claims the Sprite will top 80 


of all-steel, integral construction. 


By Reserve Tax, Foe Says 


By Maynard M. Gordon 
News Editor 

7 Internal Revenue Service's 

controversial policy of taxing 
dealer-reserve funds has caused 
dealers to go broke and is a deter- 
rent to newcomers entering the 
business. 

So says Dallas Pontiac Dealer 
John Hine, who has won a notable 
court victory against the IRS posi- 
tion. (The Government has ap- 
pealed from the District Court 
deeision favoring Hine.) 

Hine called on dealers to fight 


the IRS viewpoint both by suing | 


for back-tax refunds and by 
supporting H. R. 8623, which 
would bar taxation of reserve 
funds from Jan. 1, 1957. 

Four 
Appeal have upheld dealer claims 
for refunds, but the IRS has ap- 
pealed one of these cases to the 
Supreme Court and still has refused 
various dealer association appeals 
for a reversal of policy. 

> . > 
HX. gave an illustration of how 
application of the 52 percent 
corporation profits tax could take 


$83,200 from a new dealer’s reserve | 


funds in his first five years of 
operation. 

Such a tax amount would be pre- 
paid by a dealer whose reserve 
would be built up by $20,000 the 
first year, $80,000 the second year, 
$50,000 the third year, zero the 
fourth year and $10,000 the fifth 


Used-Car Bulletin from Detroit . . . 


Latest 


(Copyright, 1958, by 


Auction 


Prices 


Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


June 4 


BUICK—’57 Century Hardtop, $1,785°. 

’56 Special station wagon, $1,550° 

(ps); 2-dr., $1,080*; Century Hard- 
top, $1,315°. 

'55 Century Hardtop, $955°*: 
Hardtop, $925* (ps), $925, 
(ps). 

54 RM Hardtop, $645*° (ps). 

CADILLAC—’'57 coupe de Ville, $3,- 
475° (ps). 

CHEVROLET — '58 Biscayne Hardtop, 
$1,805*; 2-dr., $1,775°*. 

‘ST Two-tem (8) station wagon, $1,- 
760°; Hardtop, $1,450°; 4-dr., $1,- 
695*; Bet Air (8) conv., $1,790*°; 
Hardtop, $1,735°, $1,690°, $1,560° 


(ps). 

’56 Bel Air (8) conv., $1,400*; Hard- 
top, $1,225*, $1,140; 2-dr., $1,025°; 
Two-ten sedan, $1,050. 

’55 Two-ten (8) station wagon, $1,- 
050*; Bel Air conv., $990° (ps); 2- 
dr., $860*. 

*54 Bel Air 2-dr., $550*°. 

"53 Bel Air club coupe, 

"52 2-dr., $150°. 

CHRYSLER—’51 Windsor club coupe, 
$160°*. 

CONTINENTAL—’58 Hardtop, 
(ps). 

DESOTO—'57 Firedome $1,960*° 
(ps). 

’56 Firedome Seville, $1,325* (ps). 

"55 Firedome sedan, $865* (ps). 

’54 Firedome club coupe, $375°*. 

DODGE—’56 Royal (8) Lancer Hard- 
top, $1,340* (ps), $1,175*; Coronet 
sedan, $940°, $785. 

"54 sedan, $375, $245. 

FORD—’58 Thunderbird, $3,800* (ps); 
Fairlane (8) 500 Hardtop, $2,300*. 

*57 Fairlane (8) 500 Victoria, $1,785", 
$1,690*, $1,635*, $1,535* $1,500*; 
Fairlane (8) sedan, $1,455* (ps), 


*Indicates automatic transmission or 


Super 
$920° 


$480°. 


$4,650° 


conv., 


$1,420; $1,725° 
(ps). 

"56 Country sedan, 
Fairlane (8) sedan, 
tom Victoria, $1,010*; sedan, $850°, 
$830, $775. 

‘5S Fairlane (8) Hardtop, $930", 
$775°; sedan, $760; Ranch Wagon, 
$915*, $745. 

. sedan, $765*; 


Country sedan, 


$1,450° (ps); 
$1,385*; Cus- 


Custom 
; Crest conv., $610. 
., $340. 

"52 coupe, $235. 
HUDSON—'54 Hornet sedan, $360*. 
MERCURY—’57 Montclair Hardtop, $1,- 
800*. 
"56 Montclair conv., $1,355° (ps). 
’55 Montclair coupe, $950* (ps), 
$865°*; sedan, $915° (ps). 
"51 Monterey sedan, $135. 
NASH—'55 Statesman sedan, 
'53 Statesman 2-dr., $150. 
OLDSMOBILE—'56 (88) conv., $1,610* 
(ps), $1,525*; Hardtop, $1,515*. 
"55 (98) Hardtop, $1,370* (ps), $1,- 
325° (ps). 
"54 (88) sedan, $750*. 
"52 (88) sedan, $315*, (98) 
sedan, $225°. 
PACKARD—’55 Clipper sedan, $735*. 
PLYMOUTH—’58 Fury Hardtop, $2,750*° 
Pps). 
Belvedere (8) conv., $1,750* (ps); 
$1,690° (ps). 


$535°. 


$205°; 


( 
"57 
Hardtop, 
"56 Savoy sedan, $925°, 
sedan, $675, $660; Suburban, $990. 


$785; Plaza 


’55 Belvedere conv., 
sedan, $585°*. 
"54 Belvedere conv., $615. 
PONTIAC—'56 Star Chief Hardtop, 
$1,310* (ps). 
"55 Star Chief 2-dr., $1,010*; Chief- 
tain sedan, $975*, $675*, $670. 
"54 Star Chief Hardtop, $595°. 
RAMBLER—’51 station wagon, $200. 
MISCELLANEOUS—’55 Chevrolet 3100 
pickup, $560. 


overdrive and (ps), power steering. 


$1,065*; Savoy 


Other Auctions Are on Pages 28, 30, 31, 34 and 36. 





U. S. Circuit Courts of) 


year. A reserve buildup at these 
rates is not untypical, it was 
pointed out. 

“This dealer,” Hine pointed out, 
“is called upon to pay $83,200 Fed- 
eral income tax on a $160,000 re- 
serve balance which he may not 
become eligible to draw down be- 
| fore he goes out of business. Even 
then, the prospects are very dim 
| that he will collect any significant 
| portion of the reserve. 

“The net result is to require 
the dealer to prepay Federal in- 
come tax on a ‘paper credit’ en- 
tered on somebody else’s books, 
which may never be reduced to 
earned income. 

“And such payment is required 
| during the critical early years of 
ithe life of the dealership.” 
Hine noted that the dealer re- 
| serve is payable to the dealer only 
when his outstanding notes reach 
|}a levelling-off point and his work- 
|} ing capital is not impaired. 
* > 7 

EDERAL, Circuit and District 

Courts have upheld dealer 
claims that credits to the dealer 
reserves are not income until the 
dealer actually receives payment. 
This position is the one em- 
| bodied in H. R. 8623, sponsored by 
Rep. Wilbur D. Mills, Arkansas 
Democrat and chairman of the 
powerful House Ways and Means 
Committee. 

A companion measure, H. R. 8632, 
has been introduced by Rep. 
Richard M. Simpson, Pennsylvania 
Republican. 

Hine said that since the Mills 
| bill is retroactive only to the 
beginning of last year, litigation 
by dealers must be continued to 

protect claims for prior open 





; is particularly true,” he 
added, “in view of the large volume 
of sales in 1955, which produced a 
general increase in dealer-reserve 
balances for most auto dealers 
during that year.” 

e 


ppownvas, for smaller dealers 
‘® unable to afford.Federal court 
litigation, Hine recommended that 
protective claims for refunds be 
filed with the IRS until pending 
litigation by larger dealers “forces 
the IRS to yield on this issue.” 

The statute of limitations for 
1955 runs out on March 15, 1959, 
and filing of refund claims will 
keep the statute of limitations open 
for 1955, he said. 

Hine warned that the Supreme 
Court may dodge a ruling on the 
matter because there has been no 
conflict among Circuit courts. This 
would leave legislation as the 
dealers’ only avenue of relief, he 
said. 


Bullwinkle Retires 


OAKLAND, Calif. — Clarence 
Bullwinkle, a Ford dealer, has re- 
tired after more than 46 years in 
the automotive field. His dealership 
has been purchased by Cecil 
Whitebone, San Francisco dealer, 
and Robert Kromer and has been 
renamed Oakmont Motors. Bull- 
winkle became a dealer after 
nearly 30 years with the «Ford 
Motor Co. 








in national magazines — to give you a powerful new sales feature. Alcoa Aluminum means more 
» « «= Car value at no extra cost. Worth more when you sell it... worth more when you trade it. 


Alcoa Aluminum keeps you 


When the last free check-up is long past and you might be 
expected to let love take a back seat to logic, Alcoa® Alumi- 
num will still give you reason for rapture over your Olds 98. 


Grille, proud hood medallion, luxurious appointments inside 
and out, will all be gleaming just as brightly as the day you 
first drove up your driveway. Behind this miracle is anodizing 
—Alcoa’s way of making aluminum rival the hardness of sap- 


‘EP Sy Re *% a® 


Photographed by Merk Shaw; Gown by Harvey Berin 
smitten with your Olds 9&8 


phire. It calls a permanent halt to ugly rusting, pitting and 
peeling, with no care but routine washing and waxing. 


Aluminum accents the elegance of all fine cars. It does yeoman 
duty in mechanical parts as well. Detroit's using more Alcoa 
Aluminum than ever before . . . to give you more car value 
at no extra cost. Aluminum Company of America, 1842-F 
Alcoa Building, Pittsburgh 19, Pa. 


Alcoa Aluminum...for gleam and go! 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo. T. Parker 
Attorney at Law 


A FEW weeks ago a higher court 
held that if an automobile 
dealer fails to have authority to 
act as agent of the finance com- 
pany, the dealer cannot prevent a 
conversion judgment against him 
if he repossesses an automobile. 


For example, in Rose v. Galbraith 
Motor Co. 314 
Pac. (2d) 924, the 
testimony proved 
these facts: One 
Rose purchased 
an automobile 
from Galbraith 
Motor Co. giving 
a chattel mort- 
gage for the bal- 
ance due. This 
€ mortgage was as- 
signed to Yellow 

i. &. Paster Acceptance Corp. 
When Rose failed to make agreed 
monthly payments to the finance 








THe OLDEsT MACK TRUCK DISTRIBUTORSHIP IN THE 
Country is headed by William A. Pozzo, Gary, 
Indiana. Mr. Pozzo describes his long-standing 
relationship with his Gar Wood - St. Paul distributor 
this way: “In this area there’s always been a demand 
for rugged truck equipment. For over 35 years our 
Gar Wood - St. Paul truck equipment distributor has 
helped us meet this demand by supplying us with 


company, Galbraith Motor Co. took 
possession of the automobile from 
Rose. Rose sued Galbraith Motor 
Co. for conversion. 


Officials of Galbraith Motor Co. 
contended that it had taken pos- 
session of the automobile as agent 
for the finance company. Officials 
of the finance company denied this 
as Galbraith Motor Co. had no 
written authority from the finance 
company to repossess the automo- 
bile. The higher court held the 
Galbraith Motor Co., liable in dam- 
ages to Rose. 


. * * 


Tradein Deal Avoids Usury 


_“ month a higher court held 
that a deal between an auto- 
mobile dealer and a customer 
avoids usury laws if a tradein deal 
is made on differences between the 
price of the new automobile and 
value of the tradein. 


For illustration, in Ward v. 


William A. Pozzo, left, and Dwight Mink of Gar Wood-Chicago Truck Equipment Co. 


outstanding truck equipment. 


“Of course, the best equipment isn’t worth a dime 
without service to back it up. And, here again, our 
Gar Wood -St. Paul distributor can always be counted 
on. We profit and our customers profit because our 
distributor backs us up with fine service and parts. 
He also stands behind warranties in a way that 


assures customer satisfaction and loyalty.” 


Take advantage of the sales-making services 
offered by your Gar Wood - St. Paul distributor. Call 
him soon. He’s headquarters in your area for the most 
advanced line of truck equipment on the market. 





Universal CIT Credit Corp., 307 

S. W. (2d) 73, the testimony 
showed facts, as follows: A man 

named Ward purchased a Dodge 

truck from Louis George Motor 
Co. for $2,580. 

He traded in two trucks for the 
new one, and contended he was 
allowed $900 for same, less a debt 
of $500 owed on the trucks to the 
Planters Bank, which was paid off 
by George Motor Co. Ward signed 
a conditional sales contract for 
$2,831.35, which was assigned to 
Universal CIT Credit Corp. 

Ward contended that the interest 
amounted to $376.20, and that this 
amount was usurious, over and 
above 10 percent per annum to the 
extent of $143.79. The contract as- 
signed to CIT called for the pay- 
ment of $2,831.35, for which George 
Motors Co. was paid $2,318.00. 


> > > 


Buyer Charges Usury 


ARD refused to complete the 

contract on the ground of 
usury, wherein George Motor Co. 
contended that the purchase price 
was fixed for the truck less a 
tradein allowance. 





FLAMM. 
The dairy industry claims that 
more motor vehicles are used in 
the distribution of milk than any 
other commodity. 





the transaction was not usurious. 
This was so because the testi- 
mony showed that Ward had 
agreed to trade in the trucks and 
pay a balance of $1,318.00 
However, $523.88 was still owed on 


The higher court considered all | the two trucks to the Planters 
testimony and finally held that ' Bank. Adding the $500 gives $2,- 


“Since 1921, we've 
relied on our Gar Wood- 
St. Paul Distributor!” 


— says Mack Truck distributor William A. Pozzo 


y 
Var 


Gar Wood - St. Paul 
Hi- Lifts 














00d 


INDUSTRIES, INC. 





318.00. In other words, no purchase 
price was mentioned; nor was any 
tradein price agreed upon; they 
simply traded on the difference. 


+ * * 


Bolts Not Necessary 


A FEW weeks ago a higher court 
held that a company will not 
be held liable in damages for an 
injury caused by an appliance, 
such as a garage door, which it 
installed unless definite proof is 
given that the door was negligently 
installed or manufactured. 

For illustration, in Reed v. 
Overhead Door Co., 316 Pac. (2d) 
182, the testimony showed that 
an overhead garage door fell 
while a dealer was attempting to 
open the door. He was seriously 
injured and filed suit against 
Overhead Door Co., which had 
installed the door. 

The dealer contended that the 
company was negligent because its 
employes had used lag screws 1% 
inches long through a steel plate 
into a header board to hold the 
torsion spring, rather than the use 
of bolts, which would have gone 
through the steel plate and header 
board and been secured by a nut 
on the opposite side. 

The higher court refused to hold 
Overhead Door Co. liable, saying 
that no definite proof was given 
that use of bolts would have pre- 
vented the door from falling. The 
court said: 

“There is not the slightest sug- 
gestion in the evidence which tends 
to show that defendants (Overhead 
Door Co.) installed the door im- 
properly or other than in the cus- 
tomary manner and with the cus- 
tomary hardware which was always 
used. The mere fact that an injury 
occurs carries with it no presump- 
tion of negligence.” 


Finance Official 
Lists Dealer Aids 
At Idaho Parley 


LEWISTON, Id—Automobile 
dealers are not “hitting on all eight 
profit cylinders” unless they take 
advantage of all the short-term 
and long-term profit helps offered 
with a complete financing service, 
Elliott Taylor, vice-president of 
Pacific Finance Corp., told the 
Idaho Automobile Dealers Assn. 


Estimating that dealer finance 
reserves in 1957 amounted to one 
percent of gross sales, Taylor said 
that without the reserves, “dealers 
nationally instead of making even 
.7 percent profit on gross sales 
would have lost .3 percent.” 

“Independent sales finance com- 
panies and dealers,” he said, “are 
interested in exactly the same thing 
—your making money and manag- 
ing your money correctly.” 

Among short-term ways in which 
the finance company can help deal- 
ers make or save money, Taylor 
listed: Advice on sound wholesale 
limits and retail credit policy, 
channeling retail prospects (cus- 
tomers paying out contracts), col- 
lection help, complete insurance 
package (physical damage, credit 
life and disability), business man- 
agement help and additional capi- 
tal needs. 

Long-term profit helps for the 
dealer include better public rela- 
tions and sound state sales finance 
legislation, Taylor said. 


Lee 
CT 


on page |7 
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Famous salesmen we have known... 
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: In short, Outdoor sells! 


is- 
ol- 
ce 
lit 


fl Mr. John R. Bowers, Car Advertising Manager, 
Ford Division, Ford Motor Company, says: 





he 
- “Outdoor advertising has been ‘on the road’ for Ford for over half a century 


ce 
...and it’s still one of our most successful salesmen.” 


l 


OA 


OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42ND STREET, NEW YORK 17, NEW YORK + ATLANTA « BOSTON + CHICAGO « DALLAS « DETROIT » HOUSTON « LOS ANGELES « PHILADELPHIA « ST. LOUIS * SAN FRANCISCO « SEATTLE 


*Urban Poster Readers—Starch Continuing Study of Outdoor Advertising 
Standardized Outdoor Advertising, 24 and 30-Sheet Posters—and Painted Bulletins 
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mews else in 


great and gave its 
the world 
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11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
7 2. Every dollar of 
governments, appli 


ine and oil taxes, collected by states and federal 

to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
citizens more of the better things of life than anywhere 





Are All Dealers Fishing 


In a Swimming Pool? 


— dealers today have reached the point where they 
are fed up with the auto business and wonder if they 


are “fishing in a swimming pool.” 


They are on the verge of getting out of the business, for- 
getting the many good years because they are in the midst 


of a poor one. 


Certainly an outstanding characteristic of auto retailing 
is that there are ups and downs. There are moments when 
the business looks so black that it seems dawn will never 


come again. 


And there are times when it seems like the gravy train 


will go on forever. 


Neither situation is accurate. What is accurate is this — 
basically, auto retailing is a good business, paying rich 
rewards to those who are willing to work hard and long. 
There are years when this is not so for dealers in general. 
There are years, like the present one, in which it seems that 


nothing will move the customer to buy. 


But even in the worst years, people are buying certain 
makes of cars in great quantities and certain dealers are 


maintaining profitable operations. 


Some auto men even go so far as to say that business is 
what factories and dealers make it. They recall this mes- 
sage: “Without Customers—What?” And they contend that 
the factories and dealers, who are doing well today in spite 
of the general poor conditions, are the factories and dealers 


who have done most to take care of their customers. 


They still have them. Their former customers are their 
present customers because they took extra pains to give 


each customer enjoyment of his purchase. 


It is never too late to learn that service doesn’t cost; it 
pays. And that better days will come first to those who seek 


the better days. 


Coming 
Events 


Dealer Conventions 


June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 


June 13-15—Annual Summer Meeting, 
Automobile Trade Assn. of Maryland, 
Commander Hotel, Ocean City. 


June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 


Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 


Aug. 10-12—Georgia Independent Auto- 
mobile Dealers Assn, Bon Air Hotel, 
Augusta. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 5-7—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
Sept. 1§8-20—Arkansas Automobile Deal- 
ers Assn., Hotel Marion, Little Rock. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 

Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 
Dealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 
Dealers, Inc., 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct, 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Oct. 27.29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. !2—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City. 

Dec. %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 


Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 


Auto Shows 
Nov. 5-1é—Turin Auto Show, Turin, Italy. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 


Jan. 17-25—Chicego Auto Show, Inter- 
national Amphitheatre, Chicago. 


Jan. 22-27—Tampa Auto Show, Fort, 


Hesterly Armory, Tampa. 


Apr. 6I!—Denver Auto Show, 
Auditorium, Denver. 


Denver 


General 


Aug. 13-17—Rod and Custom World's 
Fair, Industrial Arts Bldg., Eastern 
States Exposition, West Springfield, 
Mass. 


20 Years Ago... 











Automotive Cartoon 


Of the Week 


“Wait'll | tell Charley! And here we've been holding 
back just because we already owed everybody in town!" 


Letterbox 





‘Pat on the Back ..... . 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Independents’ Efforts Hailed 

The National Independent Auto- 
mobile Dealers Assn. is extremely 
proud of the part its affiliate or- 
ganization, the Cleveland Indepen- 
dent Automobile Dealers Assn, 
played in the first “You Auto Buy 
Now” week. 

It is our feeling that the inde- 
pendent dealer groups, along with 
their franchised dealer colleagues, 
can accomplish a great deal 
through a harmonious promotion 
such as that which was so suc- 
cessful in Cleveland. 

Without citing any specific areas, 
where there has not been coopera- 
tion and strong dealer organiza- 
tions, the “You Auto Buy Now” 
weeks have been far less successful. 
It is the opinion of NIADA that 
there must be this cooperation and 
strong local organizations for such 
promotions to be successful. 

We feel it is quite significant that 
in the April issue of NADA maga- 
zine appears a photograph of a 
group of dealers celebrating at a 
“You Auto Buy Now” rally. In the 
publication, these were not identi- 
fied, We would like for them to be 
identified, and they are: 

Henry Rella, district manager of 
Registered-Tested Cars, Inc., the 


The Big Stories 


World Production of motor vehicles in 1937 reached the record of 
6,352,525 cars, trucks and buses. The combined production of the 
United States and Canada was 5,015,975. Other leaders were Germany 
331,894; Italy, 66,000; Japan, 14,430; Great Britain, 490,366, and Russia, 


199,123. 


Floyd Roberts won the 26th annual Indianapolis 500-mile race with 


an average speed of 117.2 m.p.h. 


The top 10 cars in registrations at this point in 1938: Chevrolet, 
154,665; Ford, 135,094; Plymouth, 81,669; Buick, 51,535; Dodge, 35,516; 
Pontiac, 32,874; Oldsmobile, 30,565; Packard, 16,462; Chrysler, 16,341, 
and Hudson, 13,874. Registrations for all makes totalled 625,774. 


—From the files of Automotive News. 





mechanical warranty firm endorsed 
by the National Independent Auto- 
mobile Dealers Assn.; Mark Dur- 
schlag, regional vice-president of 
NIADA; Seymour Terrell, general 
counsel of the Cleveland IADA; 
Irv Rubin, chairman of the board 
and immediate past president of 
NIADA, and Sam Messerman, past 
NIADA state director and president 
of the Cleveland IADA. 


Cooperation between dealers and 
dealer groups never held more re- 
wards that at the present time. — 
Vat T. Jones, executive vice- 
president, NIADA. 

. > 


It Isn’t Standard 


This has reference to the wonder- 
ful article written by L. H. Houck 
for your March 17 issue in which 
he reported his testing of the 1958 
Oldsmobile. 

None of us noticed it at the 
time, but a pariicularly sharp-eyed 
individual happened to note in the 
specifications box in the second 
column the following: 

“Transmission: Jetaway Hydra- 
Matic optional on 88 and standard 
on the Super 88 and 98.” 

This should have read, “Optional 
on the 88 and Super 88 series, 
standard on the 98.”—Jack P. 
Wurre, Director of Public Relations, 
Oldsmobile division. 

. * 


Aloha, Detroit! 


I am enclosing a copy of a front- 
page story from the Honolulu 
Star Bulletin ... and a copy of 
Auto Registrations for March, 1958. 

You will note that the foreign 
cars, led by Vauxhall, captured 44.4 
percent of the local market.—Jack 
ZUKERKORN, Kapiolani Motors, Ltd. 
(Pontiac-Vauxhall), Honolulu. 

(Eprror’s Note: The newspaper 
story said, in part, “Foreign auto- 
mobiles took 44.4 percent of 

Oahu’s car market during 

March, it was learned today. 
“During the first quarter of 
(Continued on Page 21, Col. 1) 
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Congress Told— 
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“END AUTO EXCISE 
TO BOOST ECONOMY” 


Washington: “Elimination or reduction of the 10 percent federal ex- 
cise tax on automobiles would be one of the most effective anti- 
recession measures that can be taken,” according to Dr. Sidney E. 
Rolfe, economist for C.I.T. Financial Corporation, testifying last 
month before the Joint Economic Committee of the Congressional 


Sub-Committee on Fiscal Policy. 

Dropping the 10% federal ex- 
cise tax, Rolfe said, would in- 
crease car sales, not only “giving 
relief to the auto industry and its 


loyees, but al bling the | 
— ur also enaiing ene | would reduce monthly payments 


| from about $87 currently to some 


government to recoup from these 
sources a good part of the revenue 
lost from excises.” 


Inaction Stalls Buying 


Talk in Congress of reducing or 


eliminating the excise tax, with- | 


out any corresponding action, has 


served to make many potential | 








buyers postpone purchases, Rolfe | 


said. 


“Elimination of the excise tax | 


on autos, however, would be a | 


strong stimulus to sales. It would 
mean a price reduction of at least 
6.6 percent at the retail level. For 
credit buyers, who make up two- 
thirds of all new-car buyers, it 


$82 per month on the average.” 
This is equal to nearly the entire 
increase in monthly instalment 
payments since late 1956, Rolfe 
said. Cash buyers, of course, 
would receive direct price reduc- 
tions, he said. 

Rolfe said instalment terms are 
now at their limit, and to reach 


| for a lower monthly payment 


through longer terms would be a 
disservice to the economy as well. 


“They’ve got the money; 
our job is to sell them!” 


Alan G. Rude, president of Uni- | car a necessity for many families 
| and that the automobile has be- 


versal C.I.T. Credit Corporation, 
told members of the Automobile 
Dealers Association of Alabama 


that the short- 
age in today’s 
car market is 
not in pros- 
pects but in 
salesmen who 
can locate 
these prospects 
and convert them into buyers. 
“Consumers have the money 
to become customers but they’ve 
become more conservative, more 
cautious, more inclined to go 
another year with the old car in- 
stead of trading,” he said. “In 
this kind of market, the rewards 
will be reaped by the dealer and 
the salesman who will go out and 
sell and sell and sell. Make those 
People who need and want a 
better car spend that money 
they’ve got—on your cars.” 


Alan G. Rude 


Insatiable Demand 


Rude also said that the American 
consumer will always have an in- 
satiable demand for automobiles. 
No matter what kind of car a per- 
son owns, he always wants to own 
a better one. He pointed out that 
the tremendous growth of subur- 
ban areas has made the second 


last month | 





come increasingly important in 
the activities of teenagers—a 
trend that has been especially 
important in the used car market. 


Outlook Bright 


“Within ten years we will have 
132 million people of driving age 
compared to 114 million now,” 
he said. ‘“‘Our automobile popula- 
tion will rise some 80 million pas- 
senger cars, compared with to- 


| day’s 56 million. I realize that a 


$600 billion economy ten years 
from now is of little interest to a 
man who is out of a job today or 
to the dealer who is wondering 
where his next sale is coming 
from,” he said. ““But the Ameri- 
can people have plenty of money 
and credit to spend right now for 
the enterprising businessman who 
can convince them they want to 
spend it. 

“The reason that I am giving 
a preview of things to come is to 
indicate that our basic economy, 
which will be so tremendous in 
five to ten years, must be very 
strong and substantial today. 

“The solid fact is,” Rude con- 
cluded, “‘that this is a strong and 
growing economy in the U.S. and 
it is sure to become stronger and 
bigger during the business future 
of nearly every man in this room.” 





or ees 





POPULAR SCIENCE 
FEATURES 
CWC INSPECTOR 


Ivan Stronsick, an inspector for 
The Car Warranty Corporation, 
tells the inside story of the ad- 
vantages of buying a guaranteed 
used car in a feature story, illus- 
trated above, in the May issue 
of POPULAR SCIENCE maga- 
zine. A former Marine Corps 
transport maintenance specialist, 
who later operated his own auto 
repair shop in Philadelphia, 
Stronsick is typical of the many 
hundreds of Car Warranty in- 
spectors from coast to coast. 

Stronsick said, “In an average 
week, I go over as many as 40 
cars, looking for trouble. My job 
is to take the gamble out of used 
car buying.’’ Dealers report that 
when cars carry the CWC seal, 
salesmen sell a more profitable 
deal and at the same time assure 
their customers of a full year of 
carefree driving. 

The May issue of POPULAR 
SCIENCE magazine contains 
several other articles that auto- 
mobile dealers and salesmen will 
find of special interest. 






ISN'T IT FUNNY 


¢ When the other fellow 

takes a long time to do 

something he’s slow. 
But when I take a long 

time to do something, I’m 

thorough. 

ci *When the other fellow 

doesn’t do it, he’s too 

lazy. 

But when I don’t do it, I’m too 


«When the other fellow goes 
ahead and does something with- 
out being told, he’s overstepping 
his bounds. 

But when I go ahead and do 
something without being told, that’s 
initiative! 

* When the other fellow states his 
side of a question strongly, he’s 
bullheaded. 


* 


ITEMS OF INTEREST TO AUTOMOBILE DEALERS AND SALESMEN 
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Car Warranty First 
On National Radio 


Nationwide audience of 10 million hears 
buying benefits of Car Warranty Plan 


New York, May 26—The Car Warranty Corporation this weekend 
launched the first major nationwide consumer advertising program 
in the used car warranty field. Prospects for used cars were told to 
look for the Car Warranty seal before they buy a late-model used 


Salesman’s Idea 
Snares Walk-Aways 


Emery Stone of Doten Pontiac, 
Berkeley, California, receives this 
month’s $50 Universal C.I.T. 
Sales Ticker award. 

As Stone says: ““Too often dur- 
ing the confusion of new car show- 
ings, many people attracted to 
the show rooms are permitted to 
leave without being personally 
contacted.” Stone writes he used 
a registration-drawing system to 
make himself known to prospects 
and thus snare many people who 
would normally be walk-aways. 

“I was able to speak to 122 
visitors for at least a few minutes 
as they filled in the card—they 
nearly all proved to be live pros- 
pects for new cars,” said Stone. 
As an incentive to register he 
offered a nominal prize award in 
a drawing—in this case 2 tickets 
to the California vs. Stanford foot- 
ball game. 

“This system,” he said, “‘sends 
people away feeling they have re- 
ceived close personal attention.” 
The prize drawing gave them 
added incentive to return to the 
show room, because the winner 
had to be present when it was 
held. “‘Results were well worth 
the effort,”’ Stone said. 

This registration-drawing tech- 
nique can be used in areas that 
do not proscribe such giveaways 
by law or ordinance. 





But when I state my side of a 
question strongly, I’m being firm. 
¢ When the other fellow overlooks 
a few rules of etiquette, he’s rude. 

But when I skip a few of the 
rules, I’m being original. 

* When the other fellow makes a 
mistake, he sure had it coming 
to him. 

But when I make a mistake, 
Man! That’s bad luck! 

«Funny, isn’t it—that it is so 
hard to correct our faults? 

Maybe it’s just because we don’t 
even recognize them—except in 
others! 


ear. Car Warranty broadcasts 
were heard over 187 NBC affili- 
ated radio stations reaching every 
area of the country. Paced by 
stars George Gobel and Ed 
“Archie” Gardner, of Duffy’s 
Tavern fame, listeners were told 
of the many advantages offered 
in the Car Warranty program. 


Round-the-Clock 
Coverage 
Round-the-clock from 8:30 p.m. 


Friday until 10 p.m. Sunday, 
more than 10 million listeners 





Ed Gordner , Cones Gobel 
were tuned to ‘‘Monitor,’’ 
N.B.C.’s weekend radio service, 
and heard the messages of Used 
Cars and the Car Warranty Plan. 
Of the 10 million, 3 million are 
estimated to have heard these 
messages in their cars while driv- 
ing, the ideal place to hear the 
Car Warranty sales story. 

The Car Warranty Corpora- 
tion’s program to pre-sell used 
car prospects is an important 
addition to the variety of sales 
and advertising aids furnished to 
help dealers sell used cars at more 
profit to them—and with satis- 
faction guaranteed to their cus- 
tomers. 


Display Tie-ins 


Dealers are cashing in on this 
program by displaying the Car 
Warranty streamer, by placing 
Car Warranty banners, posters 
and stiekers on cars. Car War- 
ranty ad mats in newspapers are 
also getting additional sales re- 
sults. 

Used car sales specialists stress 
the importance of coordinating 
their sales efforts with the Car 
Warranty national sales drive to 
increase unit sales and profits 
during the peak pre-summer sales 
season. 





MONROE RIDES WITH 
THE WINNER? 


Monro-Matic Shocks were on all the cars that finished in the 1958 “500” 
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AUTOMOTIVE WASHINGTON 
Patman Sees ‘Monsters 


In Bank-Code Measure 


By William Ullman 
Washington Bureau Chief 
eel men in the capital attack a job with as much relish 
and undiluted pleasure as does Rep. Wright Patman, 
Texas Democrat, when he gets a chance to work over the 
“big bankers.” 
He had such an opportunity the other day when called 


Oo 
upon to address the Confer- the trickiest language ever writ- 
ence of National Small Busi- ._ 


ness Assns. at the Press Club _ The Texas leg- 
here, and he performed his task mia explained: 
ince this bill 

with a speech full of flavor and aes heen ia the 
color. House Committee 
Patman’s main target was the on Banking and 
financial institutions bill, which Currency, some 
passed the Senate last year and of the ee 
now is before the House. Osten- tutes pone seat 
sibly written to codify the banking ing into the bill 
laws and to bring them up to date, and finding some 
the 252-page measure is filled, ac-|new kinds of monsters. I think 
cording to Patman, “with some of|the bankers who wrote this bill 














Wiliam Uliman 
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must have been exposed to an 
atomic fallout, because they have 
certainly produced some mutations. 
So far, we have uncovered 117 
different amendments to the bank- 
ing laws and we are not sure that 
we have uncovered them all yet.” 


Patman charged that the bill 
knocks out Federal and state 
usury laws “and will hit your 
members first with an avalanche 
of exorbitant interest charges.” 
He also claimed that the measure 

makes other changes in banking 

laws which would lead to “big 

banks taking over ownership or 

control of the several thousands of 

independent banks of the country.” 
+ * * 


GM Alerts Tourists 

To Need for Aiming 
DETROIT.—M otorists have 

been urged by General Motors to 

get their headlights aimed before 

starting on vacation trips. 
Charles A. Chayne, engineering 


for a headlight aiming check 
after the car is packed for an 
extended trip. 





bankers a license to raid Fort 
Knox.” 

The Senate, he claimed, thought 
it was passing a codification bill, 
and he doubted if many senators 
had actually read the measure 
. : hen they voted for it. 

“E f a life o rsonal | “ 
eh ce, ae “The bill sailed through the 


liberty depended upon one of the M ‘ 
ts, th t could t re-| Senate with flying colors—the Stars 
repor e cour uld not re T might add, though 


quire it,” Patman said bitterly. “In| nd Stripes, 
short, banking and . . " 
about the doings of bankers are | its true colors,” Patman said, warm- 
to be as sacred as the high priests | ing to his task. 
of ancient Egypt.” The Texas lawmaker assured 
Considering what the bill does |small businessmen that he was 
to usury laws alone, Patman | standing up cotrrageously to pres- 
said, “it would make better | sure from the bankers’ lobby. And 
sense for Congress to give the |he wasn’t against all bankers, he 


Immunity Clause Flayed 
NE provision, he said, gives 
bank examination reports im- 
munity from the subpena of any 
court in the land. 








Monro-Matic equipped cars have won at 
Indianapolis for six straight years! Racing 
champions depend on Monro-Matic Shock 
Absorbers for road-hugging stability on the 
world’s fastest track. They know they can 
count on these shocks to minimize side sway 
and improve steering control ...to give the 
roadability so important to speed and safety. 

On the highway, too, motorists everywhere 
appreciate the better control, smoother ride, 
and extra safety they get with Monro-Matics. 
















AUTO EQUIPMENT COMPANY 


Monroe, Michigan 








The only shocks with automatic 
adjustment for all roads and loads. 






VCASH am 


‘\” World’s Largest Maker of Ride Control Products 


vice-president, suggested that | 
motorists with heavy car loads | 
make arrangements in advance | 


information | Jolly Rogers would have been more | 


added, but just a few of the big 
ones. 


“Tell your people just to stand 
up to the bankers,” he exhorted. 
| “When your banker looks at you 
like a one-eyed poker player, 
| just remember that look is part 


| 
| 


of his occupational training, and 
he needs you as much as you need 
him. 


| “Remember also that he is prob- 
|ably a pretty good fellow who is 
much overregulated and harassed 
| by an army of bank examiners. He 
| may have a few arguments that 
make him think he knows what is 
in this financial institutions bill, 
but the chances are he does not 
| know, and would lock his vault 
|if he did.” 
| Business Slide Slows 

| “FRUSINESS activity moved lower 
in April, after allowance for 
the usual seasonal variation, but 
the slideoff was less pronounced 
than in the earlier months of the 
year.” 


So began the “Survey of Cur- 
rent Business” for May, published 
by the Department of Commerce, 
and it seemed to represent the 
most reliable information on the 

| state of the recession available 
| at this time. 

Some segments of the economy 
| were showing a little more life— 
agriculture and construction in 
particular—and retail sales were 
|Tresponding to the better weather. 
| But, said the survey, “the weak- 
ness of business continues to center 
|in the important producers’ and 
|consumers’ durable-goods fields, 
where little, if any, improvement 
was evident in April.” 

But while there was little indica- 
tion that the recession has touched 
bottom, cheering words on the fu- 
ture came from Philip M. Talbott, 
chairman of the board of the U. S. 
Chamber of Commerce. 

Unless labor bosses or unsound 
Government policies prevent it, 
he said, “the 1960’s are going to 
give us a boom to outdo all 
booms—and if we are wise about 
present-day action, we can have 

| that boom without another spiral 
of inflation.” 

By the 1960s, according to Tal- 
bott, the war babies of the 1940s 
will be establishing homes of their 
own. There will be a clamor for 
all kinds of goods, and present 
production plants will not be enough 
to supply them. 

“We have a magnificient long- 
range economic outlook,” the 


chamber spokesman concluded. 
> * = 


Says Belts Could Save 5,500 


CORNELL UNIVERSITY re- 

search man has estimated that 
no less than 5,500 traffic deaths 
could be prevented each year in 
this country if all front-seat occu- 
pants wore safety belts, reports the 
U. S. Public Health Service. 

The Cornell study, which was 
headed by Boris Tourin, covered 
3,261 auto accidents occuring over 
3% years in 14 states. 

The project was supported by 
the Armed Forces Epidemiolog- 
ical Board, National Institutes of 
Health, Public Health Service, 
Ford Motor Co. and Chrysler 
Corp. 

While admitting that there are 
“educational and psychological diffi- 
culties” connected with selling the 
public on using seat belts, Tourin 
felt the task would be worth the 
trouble. He urged “extensive 


* * * 





efforts” to encourage their use. 
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The OK sign of confidence keeps 


used car customers coming! 


Every day more and more customers discover 
the full meaning of that OK symbol. They buy 
with confidence used cars that are thoroughly 
inspected, reconditioned for value, performance 
and safety, honestly described and sold with 
a written warranty. Customers also discover 
that Chevrolet dealers have the volume and 
variety they like to see. With the ’58 Chevy 


outselling every other car, there are bound to 
be more trade-ins to choose from. As a result, 
Chevrolet dealers have a steady stream of 
customers coming in all the time for both used 
cars and trucks. That OK symbol, along with 
a bigger selection, is an additional reason why 
the busiest doors in the business lead to Chevrolet 
dealerships! 


Chevrolet Division of General 
Motors, Detroit 2, Michigan 
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A sure warning of excess speeds! 
¢ Simple Installation! ¢ Fingertip Control! « Attractive Design! 


The NOVI SPEED ALERTER—a major safety develop- 
ment—can be easily installed on any car in a few minutes, 
and will turn on a red light whenever a pre-selected speed 
is exceeded, or when accelerating at an excessive rate. 


new Rambler dealers in March, it 
was announced by L. W. Stevens, 
director of automotive dealer de- 
velopment. 


Ferguson Rambler, Houston, Mo.; 
Massillon Buick-Rambler Sales & 
Service, 
Rambler, Lincoln, 
Auto Co., Port Huron, Mich.; 
Russco Edsel, Inc., White Plains, | 
N. Y.; Village Rambler, Inc., Anti-| 
och, Ill. 


Coquille Auto Co., 
Ore.; Davis Motors, Inc., Boonville, 
Mo.; 


Cafalu Buick-Rambler Co., Inc., Hursch Takes on Olds 
| Amite, La. Dale Hursch, wh 
Bill Miller Rambler Co., St. Jos-| Dale's Pontiac’ Owntonne Ming 
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Across the Nation .. . 


Auto Dealer Changes 


Tenn.; Carder Buick-Rambler Co., 
Searcy, Ark.; D-B Motors, Inc., 
Winnfield, La.; Byerley - Rogers, 
Duncan, Okla.; E & H Motor Sales, 
Charitan, Ia., and Chisholm Broth- 
ers Farm Equipment Co., Burley, 
Id. 


Dave Batman Rambler, Shenan- 
doah, Va.; Bayer Motors, Inc., Dud- 
year. Dealers signed in March in- | ley, Mass.; Grove Rambler Sales, 
clude: | Garden Grove, Calif.; Peaster Motor 

B & J Rambler Co., Baltimore;|Co. Pryor, Okla.; Wes Cooksey 
| Motors, Inc., Uvalda, Tex.; McClas- 
| key Motors, Oroville, Calif.; Welker 

O.; Mowbray| Sales & Service, Newcomerstown, 
Neb.; Cawood/0.; Clark-Jepsen Co., Inc., Sena- 
tobia, Miss.; Ashwell Rambler, 
Herndon, Va., and Rancho Ram- 
bler, Inc., Portland, Ore. 


Edsel Deal is Renamed 


Steele Edsel Motor Co., Monroe, 
La., has changed its name to Steele 
Motors, Inc. 


American Motors Corp. added 104 


American Motors has added 
280 new Rambler dealers in the 
first three months of 1958. Its 
goal is 800 by the end of the 


Massillon, 


Jones Auto Co., Americus, Ga.;| 
Inec., Coquillo, 


Trobec’s, Glenwood, Minn.; 
Feasterville Auto Center, Inc., 


Feasterville, Pa. and Johnson- ° 





eph, Mo.; Manchester Sales & Serv- has been granted an Oldsmobile 
ice, Manchester, Ky.; “Bones” | franchise. The firm has been re- 


been in the automobile business 
in Detroit, Cadillac and Grand 
Rapids for more than 18 years. 
He has announced no immediate 
plans. 


Broadway Adds Mercedes 


Broadway Motor Sales Co. (Stu 
debaker), McKee’s Rocks, Pa., ha 
added Mercedes-Benz. 

” 


Volvo A ppoints 


10 Dealers in 
South, Southwest 


Nils O. Sefeldt, president o 
Swedish Motor Import, Inc., Hous 
ton, a Volvo distributor, has ap 
pointed 10 dealers in the South an 
Southwest. 

They are: McLaurin Sales Co 
712 S. State, Jackson, Miss.; Con 
tinental Motors, 3800 Alameda, E 
Paso, Tex.; Rudy’s Imported Car 
3117 Broadway, Galveston, Tex. 
Westside Import Motors, Lincol 
and Cedar Lane, Tullahoma, Tenn. 


Economy Cars, Ltd. 1725 Swif 
Kansas City. 
Richard B. Dickey, 1917 Texa 


Ave., Lubbock, Tex.; Great State 
Motors, Inc., 504 N. Fillmore, Ama 
rillo, Tex.; Conway Sports Car Cen 
ter, 401 S. Main, Altus, Okla.; Eng 
lish Motors, 1404 S. Secon 
Lawton, Okla., and Clarence Talle 
Auto Co., 2121 N. Harwood, Dalla: 
> * 





Speed setting can be varied betwen 15-100 MPH by a 
simple movement of a control installed below instrument 
panel. Warning light is located on top of instrument panel. 
Its shield can be rotated for easy visibility. The Novi 
Speed-sensing unit is sealed to assure trouble-free per- 
formance. 


Made and guaranteed by the manufacturer of the world famous 


Novi AUTOMOBILE AIR CONDITIONER 


For complete information contact: 


Novi SALES & SERVICE CO., INC., NOVI, MICHIGAN 


or one of these Novi Sales & Service Co., Inc. Regional Offices: 


. Figueroa St. 1101 Norwood St. 8 W. 4ist St. 190 14th St. N.W. 20830 Coolidge Hwy. 
Sine Calif. Ft. Worth, Texas Kansas City, Mo. Atlanta, Ga. Detroit, Mich. 











Car Sates CAN BE INCREASED... 


CHILD-GUARD 
JWST.sby keeping CHILD-GUARDS on The Only Safety Lock 
your demos and showroom 4-doors; conventional with 
G. M. Locking! 


BECAUSE... there are more buyers today 
with small children than ever before; 


FURTHER». most family buyers want 
the added convenience of a 4-door; 


Complete protection 
against children open- 
ing rear doors... 


@ Quickly replaces 
$0 ¢ use this low-cost selling tool and regular lock buttons 


help your salesmen close more deals! 


SOLD ONLY TO AND BY THE CAR DEALER 


@ Fully guaranteed 
12 pr. with Special Display, $21.36 Prepaid—Retail $2.95 Pair FITS A 2 
6 pr. with Special Display, $10.68 Prepaid (introductory Offer) S ALL GM CARS 
Order Direct —C Account—WNet 30 doys E-M-T ENTERPRISES P. 0. Box 435 St. Lowis 3, Mo. 


Om O mre Ste ee ae ae ke 


® Ignition key unlocks 


@ All polished chrome 

















CHECK YOUR ADVERTISING COPY 
1—Is it the truth? 
2—Is it misleading? 
3—Will it build good will? 





Suggested by the N.A.D.A. Advertising Ethics Committee 


National Automobile Dealers Association 


2000 K Street, N. W. Washington 6, D. C. 





Hamilton Rambler Co., Van Nuys, 
Calif.; Village Rambler, Inc., Wor- 
chester, Mass.; Jim Wilson Auto 
Service, Gastonia, N. C.; Nesbitt 
Motor Co., Gadsden, Ala.; McCray 
Motor Co., New Martinsville, W. 
Va. 

Garvin Motor Co., Aliquippa, 
Pa.; Gronvold Motor Co., Rugby, 
N. D.; Fleishman Rambler, Inc., 
Long Beach, N. Y.; Dougilas- 
Rambler Co., Newport, R. L; San- 
ders Motor Co., Des Moines; Tid- 
well Motor Co., Hobbs, N. M.; 
Rutherford Motors, Brady, Tex., 
and Rambler Passaic Motors, 
Inc., Passaic, N. J. 

Midwood Rambler, Inc., Brook- 
lyn; Hayes King, Afton, N. Y.; 
Sherry Motors, Inc., Elizabethtown, 
Ky.; Odegaard Motors, Rush City, 
Minn.; Holly’s Auto Sales, Piqua, 
O.; Wolff's Service, Edon, O., and 
Fisher Rambler, El Dorado, Kans. 

Fisher Rambler, Mora, Minn.; 

Bob DeGraw, Corning, N. Y.; Mc- 
Alister Motor Co. Archer City, 
Tex.; Parsons Motor Co., Carthage, 
Mo.; W. P. Waugh & Co., Orange, 
Va.; Cowart Motor Co., Marianna, 
Fla.; K. & W. Enterprises, Inc., 
Pittsburgh, and Bittorf, Inc., Bal- 
timore. 

Metro Rambler, Inc., Philadel- 
phia; Bailey Motor Co., Okmulgee, 
Okla.; Suburban Rambler, Inc., 
Brentwood, Md.; Hedin, Luck & 
Caddick, Inc., Evansville, Ind.; 
Mack Lazarus, Dos Palos, Calif.; 
Cook Motor Co., Inc., Neon, Ky.; 
Willard D. Wolf Co., Union City, 
Ind., and Peek & Roberts Olds- 
Rambler, Decatur, Ala. 

Freehold Rambler Sales & 
Service, Freehold, N. J.; Chief 
Pontiac Co., Storm Lake, Ia.; 
Kampschror Implement Co., 
Glendive, Mont.; Peterson Motor 
Co., Storm Lake, Ia.; A. D. An- 
derson Rambler, Inc., Baltimore; 

Hatch Rambler, Cut Bank, Mont.; 
Esser Motors, Morris, Minn., and 
Harvey Motors, San Mateo, Calif. 

Montpelier Automotive Co., Mont- 
pelier, Id.; Columbia Electric & 
Motors, Inc., St. Helens, Ore.; Row 
Motor Sales Co., Grand Rapids, 
Mich.; Novotny’s, Inc., Los Angeles; 
Glenn E. Nicolai & Co., Inc., Au- 
burn, Ind.; Copeland Motor, Inc., 
DuQuoin, Ill.; Calumet Motor Sales, 
Calumet, Mich.; Pirwitz Motors, 
Lake Mills, Wis.; Williams Ram- 
bler, Brawley, Calif. 

Cowling Motor Co., Kermit, Tex.; 
Centrury Motor Sales, Tuscola, IIL; 
Darling’s, Bangor, Me.; Beamer & 
Hare Rambler Sales, Laurel, Md.; 
Midtown Motors, Inc., Norfolk, Va.; 
E. N. Roe Rambler. Co. Grand 
Island, Neb.; Hartman Rambler, 
Camp Hill, Pa.; “Bud” Greer Ram- 
bler Sales, Meyersdale, Pa., and 
Kennedy Motor Sales, Havana, Il. 

Riley Rambler, Columbus, Neb.; 
Wiygul Rambler Co., Osceola, 
Ark.; Keeler & Co., Clarksdale, 
Miss.; Herman Freeman Buick- 
Rambler, Stuttgart, Ark.; Kirk- 
land Motor Co., Rome, Ga; G & 
P Auto Sales, Jacksboro, Tenn.; 
John’s Motor Sales, Galesville, 
Wis., and Hebbronville Motor Co., 
Inc., Hebbronville, Tex. 

Braker Motor Co., Taylor, Tex.; 


Kerr Rambler Co, Savannah, 


Wilson Closing Dealership 

Everett J. Wilson announced 
he is closing his Dodge-Plymouth 
dealership in Medina, O. He will 
become office manager of Medina 
Supply Co. 


|named Hursch Pontiac-Oldsmobile. 
> o > 


Radke Pontiac Closes 


| Radke Pontiac, 311 State St, 
| Grand Rapids, Mich., has closed, 
according to Robert A. Radke, 
head of the dealership. Radke has 


> . 


Lipman Motors Moves 


Lipman Motors (Rambler) has 
moved from 585 Prospect, Hart- 





Dealer Remains 






| —_ Conn. to 450 Homestead 
Sold on Chevy eee 


> > > 
Young Goes into Leasing 
Cy Young, Fort Lauderdale (Fla 
Imperial-Chrysler-Plymouth deale 
has organized Worden-Young, Inc 
a car rental and leasing firm. 
> > 


After 32 Years 


BUFFALO. — When Percy J. 
Hunt sr. started a Chevrolet deal- 
ership here 32 years ago, he was 
|}enthusiastic about the car. 
Today, at 70, Hunt is the oldest 
Chevrolet dealer in Buffalo — and 
|he’s lost none of his zest for the 
automobile he sells. 

“I think Chevrolet is the best 
franchise in the business,” he said. 
“We've always found Chevrolet 
and General Motors cooperative 
and very fine people to do business 
with.” 

Hunt is on the job every day! 
with his two sons, Robert F. and/| 
Percy J. jr. partners in the busi- 
ness at 2290 Delaware Ave. 

Hunt is a native of Montreal 
who started in the automobile busi- 
ness in 1914 in Oskaloosa, Ia He 
returned to Buffalo to start a 
Chevrolet dealership in a tempor- 
ary store in Hertel Ave. After 
three months, he moved into a 
new building at 2550 Delaware. 

The dealership flourished and 
| outgrew the building. Hunt moved 
|his business in 1931 to its present 
two buildings. 








o 
Fogel Pontiac Moves 
David M. Fogel Pontiac hs 


moved into its new home at 314 I 
Lancaster Ave., Wayne, Pa. 
> > > 


On Truman Rd. 


Eisfelder- Phillips Rambler ha 
moved to 11008 Truman Rd., Inds 
pendence, Mo. 


Renault Deal Opens 


Service Center, a Renault deale1 
ship, has opened at 2914 N. Gran 
St. Louis. 





Dallas Buick Deal Moves 
Town North Motors (Buick) ha 
|moved to 4908 W. Lovers Lan 
Dallas. It formerly was located « 
Oak Lawn and Wycliff. 
> > > 


New Home for Roxy 


Roxy Auto Co. (Lincoln-Mercury 
(Continued on Page 17, Col. 1) 





Dealers Sponsor Students— 


Thirty dealer-sponsors turned out for the recent graduation exercise of the Che 
rolet Dealer Sons School in Detroit. The training institution, which draws its facu! 
from Chevrolet sales department executives, is entering its 21st year under Dean T. | 
McLaughlin. Sponsors, seated, from left, are L. F. Carlson, Anoka, Minn.; Carl Kjelise 
Brookings, S. D.; C. H. Masters, Marksville, La.; E. L. Golladay, Holden, Mo.; Gilb: 
Colussy, Bridgeville, Pa.; R. W. Holz, Hales Corners, Wis.; Morris Stein, Toronto; C. 
Sattler, Tiffin, O.; A. A. Gustman, Seymour, Wis.; R. A. Hult, Madison, Wis. Seco 
row: David Halbwachs, Thompsonville, Conn.; R. F. MatGrotty, Flushing, N. Y.; H. 
Reak, Las Cruces, N. M.; L. E. McDaniel, Enterprise, Ore.; C. W. Henderson, Lovisvil 
Ga.; W. R. Holz, Hales Corners, Wis.; Orrick Metcalfe, Natchez, Miss.; Lb. T. 
Taliviah, la.; E. A. Parks, Croydon, Ind.; Walter H. Iffert, Hazleton, Po. Third re 
A. J. Oates, Vancouver, B. C.; J. D. Roberts, Lancaster, N. H.; G. A. Fogarty, Washin 
ton; M. W. Haliman, Johnstown, Pa.; O. J. Duea, Albia, La.; F. A. Demeree, Brai 
bridge, N. Y.; G. T. White, Martinsville, Va.; R. F. Escue and O. J. Adkins, Kenova, ' 
Va.; Albert Colussy, Bridgeville, Pa. 


Lincoln 
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new style sensation! 


e 
another new profit-product from novi 
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ColorStrypes and WhiteStrypes are unlike any other wheel 
trim, or wheel cover, or white wall attachment. You simply slip them on. They lock auto- 
matically, never loosen—never flap. Road tests by big car and tire manufacturers prove that 
the higher the speed, the tighter they hug. e Now you can transform black tires into glamorous 
color wall or white wall beauties—with a stainless steel rim cover—at only half the cost of 
substituting white wall tires for black tires. COLORSTRYPES are designed for the new 
car program—and for recent models with 14 inch wheels. 


HERE ARE THE FACTS > 


JUST SLIP "EM ON—IN SECONDS! 


ColorStrypes mount beneath the maximum 
bulge of the tire. This prevents scuffing 
against curbs ... Balance weights don’t 
interfere with your installation; the Color- 
Strypes simply cover them up 


High-luster stainless steel rim covers pick 
up the color of the wheels. This gives a 
flashing color effect. These ColorStrype 
rim covers can’t rust, pit, or peel. 


* 


You'll make sales to customers whose 
white wall tires are cracked, stained, or 
scuffed. They'll turn the tires around and 
put ColorStrypes on the black side .. . 
To customers who have clean white walls 

show the striking two-tone effect pic- 
tured here. 


IN CANADA ColorStrypes and WhiteStrypes are sold as the STYLE-TONE COLORWALL 


THE FACTS ABOUT 


ColorStrypes 
anno WhiteStrypes 


JUST SLIP "EM ON! Simply press 
ColorStrypes onto the wheel, covering 
the rim, A rubber vacuum lock grips 
securely and permanently. It won’t 
mar the paint, won’t squeak, and 
won’t rattle. 


SHINING STAINLESS STEEL WHEEL 
RIM COVERS are assembled with 
the set of four ColorStrypes. Cost 
is less than half the difference you 
pay for white wall tires instead of 
black tires. 


COLORSTRYPES ARE MADE OF 
PURE GUM RUBBER. They outlast 
any tire. They won’t discolor or 
crack. Because they fit snugly below 
the bulge of the tire, they won’t 
scuff against curbs. Easily cleaned 
with any whitewall cleaner. Never 
damaged by wash rack automatic 
brushes. 


TIRES HAVE A MORE MASSIVE 
LOOK. ColorStrypes make 7.50 size 
tires look as large as 8.20 or 8.50s. 
Also—14-inch wheels look like 13-inch! 
ColorStrype design gives the effect 
of a longer, lower car. 


NO MORE ‘“‘DISHPAN”’’ WHEEL 
COVERS THAT TRAP HEAT AND 
DIRT! ColorStrypes add distinction 
to the newest car by giving the wheel 
a deep-set, third-dimension appear- 
ance. 


COLORSTRYPES CONCEAL THOSE 
UNSIGHTLY BALANCE WEIGHTS. 
To wheel appearance, this is very 
important. Since the rim is covered, 
it can’t rust; the light-colored rubber 
doesn’t get stained. 


ADAPTABLE TO SNOW TIRES. 


For further information contact 


e 
novi Sales & Service Co., Inc. 


Novi, Michigan 


or one of these Novi Factory Branches: 


BIRMINGHAM, ALA 
2517 8th Court N 


ATLANTA, GA 
190 14th St. N.W 


CHICAGO, ILL. 
4934 W. Madison St. 


INDIANAPOLIS, IND 
750 Massachusetts 


NEW ORLEANS, LA. 
4303 Bienville St. 


DETROIT, MICH 
20830 Coolidge Hwy. 


KANSAS CITY, MO. 
8 West 41st St. 


ST. LOUIS, MO 
7001 Chippewa 


ALBUQUERQUE, N. M 
618 Truman St. N.E 


HOBBS, N. M. 
1320 W. Marland 


PHOENIX, ARIZ 
714 W. Buchanan 


TUCSON, ARIZ 
1110 South Cherry 


FRESNO, CAL 
1827 Amador Street 


LOS ANGELES, CAL. 
1830 S. Figueroa 


OAKLAND, CAL. 
683 26th St. 


SACRAMENTO, CAL 
430 “R” St 


SAN DIEGO, CAL. 
3143 Kettner 


MIAMI, FLA. 
2840 N.W. 7th Ave 


CINCINNATI, OHIO 
2512 Gilbert Ave 


OKLAHOMA CITY, 
OKLA 
1600 Linwood Bivd. 


TULSA, OKLA. 
24 E. 11th St 


PHILADELPHIA, PA. 


4th & Wyoming 
PITTSBURGH, PA. 


2020 W. Liberty Ave. 


MEMPHIS, TENN. 
475 Union Ave 


ABILENE, TEX. 
2809 N. 2nd St. 


AMARILLO, TEX. 
2722 Duniven Cr. 


AUSTIN, TEX. 
2026 E. Avenue 


SALT LAKE CITY, UTAH 
1552 S. Second West 


Distributed by Ford, Edsel, Mercury, Lincoln and Meteor Dealers 


DALLAS, TEX 
1810 Irving Blvd. 


EL PASO, TEX 
6906 Alameda 


FT. WORTH, TEX 
1101 Norwood St 


HOUSTON, TEX. 
6658 Gulf Freeway 


LUBBOCK, TEX. 
1305 Ave. ‘“‘H’’ 


MIDLAND, TEX 
3508 West Wall 


SAN ANGELO, TEX 
108 N. Pierce 


SAN ANTONIO, TEX 
811 Austin St. 


WACO, TEX. 
224 S. 15th St. 


LITHO IN US 











Across the Nation... 


Auto Dealer Changes 


(Continued from Page 16) 


has moved to 6141 Lancaster Ave., 


Philadelphia. 
* 


* = 
Rambler Signs 2 Dealers | 
280 | 
and La-| 
12100 Detroit 
Ave., Lakewood, O., have been 
named Rambler dealerships. Sam 
Masserman heads the former firm, | 
and William M. LaRiche, the latter. 

* > 


Shaker-Lee Motors, 
Broadway, Bedford, O., 
Riche Motors, Inc., 


Inc., 


Wright Named S-P Dealer 


Troy Wright has been named a| 


Studebaker- Packard dealer 
Grand Prairie, Tex. His firm 
Troy Wright Motors. 

+. * + 
Volvo Distributor Names 
8 Dealers in Four States 


Swedish Motor Import, Inc., 
announced appointment of eight | 


dealers. They are: 
Jesse 






Hammond Motors, Jack- 


son Highway & Hatch Bivd., 
Sheffield, Ala.; Brackeen Bros. 
Buick, 321 Towsen, Fort Smith, 
Ark.; Lee Vaughan Buick Co., 
bo ty and Broadway, Little Rock, 
rk.; 





Ford-Chevrolet Rivalry 
Bypassed for ‘Buy’ Days 


BUFFALO.—Ford and Chevro- 
| let dealers under one roof? It 
in| happened during the “You Auto 
iS and Chevrolet dealers staged a 
joint promotion in Memorial 
auditorium, putting 200 cars on 
display. 


Participating dealerships were 


Hal Casey Chevrolet, Maroone 
Ford, Gillogly Chevrolet, Sheehan 
Ford and Clements Chevrolet. 


vi 


mts eh 


Western Motors- Fred | 





Buy Now” campaign here. Ford | 
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Gorges, Inc., 2008 N. Broadway, 
Wichita. 


Dierking - Lewis Motors, Inc., 
29th and Topeka Ave., Topeka, 
Kans.; Robinson Bros., Inc., 2615 
Scenic Drive, Baton Rouge, La.; 
Monroe Auto Mart, Inc., 310 Wal- 
nut, Monroe, La. and Gamble 
Import Motors, 1510 Market St., 


Shreveport, La. 
= 


* * 


Shearer Distributing Jaguar 
Shearer Chevrolet Co., 333 Shel- 
burnte St., Burlington, Vt., has been 
appointed Jaguar distributor for 
Northern Vermont. 
+ +. + 


Ansley Buys Ford Deal 
Douglas Ansley has purchased 
Alpine Motor Co. (Ford), American 
Fork, Utah. He formerly was sales 
|manager for Fred A. Carlson Co. 
| (Pontiac), Salt Lake City. 
| * * * 


Finch Opens Toronto Deal 
Finch Motors, Ltd. (Ford-Edsel), 
held its grand opening in a new 
building at 5444 Yonge St., Toronto. 
ao * = 


Dean Buys L-M Building 


Inc. (Chevrolet), Charleston, W. 
Va., has purchased the facilities 
| owned by Bob Hess, Inc. (Lincoln- 
| Mercury), at the corner of Wash- 





The 


parti 
olis “ 


Roger Dean, head of Roger Dean, | 


ington and Broad, Charleston. 
Dean revealed plans to add “two 
or three” stories to the newly pur- 
chased building and said he will 
vacate his present quarters at 900 
E. Kanawha Blvd., and move to the 
Washington St. property. 


+ * * 


Rambler for Hamilton 


Bones Hamilton Rambler has 
opened in Van Nuys, Calif. 
>: + = 


Ross Lynch Adds Fiat 
Ross Lynch Motors, Yakima, 
Wash., has been awarded a Fiat 
franchise. The dealership also han- 
dles Volvo. 
= + * 


Goliath for Wheeler 


Harry Wheeler has opened a 
| Goliath-Lloyd dealership on Locust 
| St. in Pana, Ill. He retired two 
|years ago after handling Ford 
| Motor Co. lines for 16 years in 
Pana. 
| = + = 


Link Ford Formed 


| Link Bros. Ford, Inc., has been 
formed in Superior, Wis. 
> + ° 


Rambler for Graff 
The new Rambler dealership in 
| Springfield, Ill, is Wilson Graff, 
|Inec., Fifth and Sixth at Lawrence. 








NOVI AIR CONDI- 
TIONER SPECIAL—famed 


cipant in the Indianap- 
“500!” 


Dealers and Distributors! Stop and Compare 
| Before Making Commitments on 1958 


Automobile Air Conditioners! 


See the all-new news Automobile Air Conditioner for 1958 with 
the Novi new design trouble-free magnetic clutch. Excels all others in 


performance... beauty... warranty 


e Pre-season showings indicate outstanding customer preference! 


unique inventory 


’ 


control program 


¢ Eliminate obsolescence with Novi’s advance design and .. . 


For further information, contact Novi Sales & Service Co., Inc., 


Novi, Michigan, 


BIRMINGHAM, ALA. 
2517 8th Court N. 


PHOENIX, ARIZ. 
714 W. Buchanan 


TUCSON, ARIZ. 


1110 W. Buchanan 


FRESNO, CAL. 
1827 Amador St. 


LOS ANGELES, CAL. 
1830 S. Figueroa 
OAKLAND, CAL. 
683 26th St. 


SACRAMENTO, CAL. 
430 “R” St. 







SAN DIEGO, CAL. 
3143 Kettner 


MIAMI, FLA. 
2840 N.W. 7th Ave. 


ATLANTA, GA. 
190 14th St. N.W. 


CHICAGO, ILL. 
4934 W. Madison St. 


INDIANAPOLIS, IND. 
750 Massachusetts 


NEW ORLEANS, LA. 
4303 Bienville St. 


DETROIT, MICH. 
20830 Coolidge Hwy. 


KANSAS CITY, MO. 
8 West 41st St. 


ST. LOUIS, MO. 
7001 Chippewa 


ALBUQUERQUE, N. M. 
618 Truman St. N.E. 


HOBBS, N. M. 
1320 W. Marland 


CINCINNATI, OHIO 
2512 Gilbert Ave. 


OKLAHOMA CITY, OKLA. AMARILLO, TEX. 
1600 Linwood Blvd. 2722 Duniven Cr. 


TULSA, OKLA. AUSTIN, TEX. 
24 E. 11th St. 2026 E. Avenue 


PHILADELPHIA, PA. DALLAS, TEX. 
4th & Wyoming 1810 Irving Blvd. 


PITTSBURGH, PA. EL PASO, TEX. 
2020 W. Liberty Ave. 6906 Alameda 


MEMPHIS, TENN. FT. WORTH, TEX. 
475 Union Ave. 1101 Norwood St. 


ABILENE, TEX. HOUSTON, TEX. 
2809 N. 2nd St. 6658 Gulf Freeway 





Assure Your Year-End Profits on Air Conditioners by Using Novi! 


or one of these Novi factory branches: 


LUBBOCK, TEX. 
1305 Ave. “H” 


MIDLAND, TEX. 
3508 West Wall 


SAN ANGELO, TEX. 
108 N. Pierce 


SAN ANTONIO, TEX. 
811 Austin St. 


WACO, TEX. 
224 S. 15th St. 


SALT LAKE CITY, UTAH 
1552 S. Second West ; 





ADVERTISEMENT 


ColorStrypes 
OK'd by 90% 
of New Car 


Dealers 
WhiteStrypes Wanted Now; 
Demand for Color Will Follow 


What will be the response of 
profit-minded new-car dealers to 
the new ColorStrypes and White- 
Strypes? 

To get an answer, Novi Sales and 
Service Co., who is distributing 
these products nationally, sent men 
with samples to call on 300 key 
dealers in 18 states. 

The result? Nine out of 10 new 
car dealers ordered ColorStrypes 
and/or WhiteStrypes — seeing im- 
mediately the profit advantage of 
replacing both wheel covers and 
whitewall tires with this all-new 
wheel and tire trim. 























| 
| 





Gives Dealers More Profit 

As dealer after dealer agreed, it 
is now possible to order cars with 
standard black tires and hubcaps, 
and sell complete wheel and tire 
trim without being “sandwiched” 
into giving away full wheel covers 
and whitewalls to close a sale. 

At the same time, the dealer has 
the selling advantage of giving the 
customer stainless steel wheel trim 
plus white or color tire trim that 
is scuffproof, that can be changed 
from car to car, and yet requires 
only low-cost replacement black 
tires on his car. 


Customer Gets More 
But Pays Less 


New economies are appreciated 
by the car-buying public today as 
never before. Said Lou Welch, 
president of Novi, “Our 300-dealer 
sample test shows that today’s 
motorist will ask for the whitewall 
look, whether he gets it with a 
whitewall tire or with WhiteStrypes. 
But because the WhiteStrype costs 
him less, he will buy it.” 


Convenience, Savings 
For the Dealer 


“There has long been a need for 
practical wheel and tire trim that 
could be dealer-installed at no ex- 
pense,” says Charles Aske of Aske- 
Wood, Inc., Detroit developer of 
ColorStrypes. 

“ColorStrypes can be displayed 
on a showroom car, yet unlike full 
wheel covers, they can be removed 
and re-mounted without injury to 
either the ColorStrypes or the wheel. 
What's more, they eliminate the 
time and expense involved in white- 
wall change-overs.” 


WhiteStryping Wanted Now; 
Color Demand Will Come 


National magazine advertising 
will soon let it be known to mil- 
lions of motorists that dealers can 
offer them not only WhiteStryping, 
but also ColorStryping. 

The Novi survey showed that car 
dealers in the Southwest admitted 
the WhiteStrype was readily sale- 
able, but said, “When we display 
the four ColorStrypes and our cus- 
tomers see that we've got them, 
that’s what they’re going to buy.” 

ColorStrypes, prominently dis- 
played, are the sales tool that will 
make your customers ask questions 
that will lead to friendly conversa- 
tion between customers and sales- 
men. 

Smart dealers will stock White- | 
Strypes in quantity, but they’ll also 
be displaying and talking about 
ColorStrypes, because ColorStryping 
will soon be in demand. 

To help build your ColorStrype 
sales, Novi warehouses have a 
point-of-sale merchandising pack- 
age of all four colors available at 
a special price. 


A Single Show Car 
Tells the Story 


If you have a car with black 
tires and standard hubcaps — and 
you want to give it a remarkable, 
sales-appealing change of appear- 
ance for the least amount of money 
—contact your nearest Novi Dis- 
tributor today. 
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In Parts and Accessory Distribution 





Canada Parley Features 
Machine-Shop Clinic 


WINNIPEG, Man.—Four experts 
in their fields addressed a machine- 
shop clinic that was a feature of 
the 1958 convention of the Canadian 
Automotive Wholesalers’ & Manu- 
facturers’ Assn. 

George Dickson, of Bowman- 
Anthony, Ltd. was moderator. 
Speakers and their subjects were: 
“Establishment of a Production 
Line in a Small Jobber Shop,” J. M. 
Cruse, Automotive Supplies, Ltd.; 
“Problems of the Small Jobber 
Machine Shop,” S. Hawitt, J. A. 
Keddy, Ltd.; “Financial Aspects of 
the Machine Shop Operation,” A. J. 
Blair, James Cowan & Co., Ltd., 
and “Viewpoint of a Parts Manu- 
facturer in regard to Machine Shop 
Operation,” George Evans, McQuay- 
Norris Mfg. of Canada, Ltd. 

> = = 


AP Parts Expands Use 


Of Coated Steels for Mufflers 


TOLEDO.—AP Parts Corp. an- 
nounced it has expanded use of 
hot-dipped zinc-coated and alumi- 
nized steels to most of its replace- 
ment mufflers. 

T. O. Ulmer, sales and advertis- 
ing vice-president, said all mufflers 
for 1955-59 model cars and many 
for older vehicles will have zinc- 
coated and aluminized steel shells. 
It will not mean a reduction in the 
steel thickness of AP mufflers, he 
added. 

> > > 


Electric Autopulse Plans 


Contest for Outside Salesmen 
LUDINGTON, Mich.— Electric 
Autopulse division of Walbro Corp. 
is launching a summer sales cam- 
paign with incentive awards for 
all outside salesmen. 
Sales Manager Neil M. Hurry 





Here’s how to 


said, “We want the trade to know 
that the acquisition of Autopulse 
by Walbro Corp., Cass City, Mich., 
has brought a vigorous, new man- 
agement to this line which will en- 
able wholesalers and retailers to 
realize the larger sales potential 
which exists for our pumps. We 
know, already, that volume can 
be much larger than it has ever 
been, which means that Autopulse 
will be a more profitable line for 
everyone.” 
+ = ca 


Carb Master on Display 


CAMBRIDGE, Mass. Rust 
Master Chemical Corp. is now 
packing Carb Master in a new 


Bright Prospects 
For Farmer Lift 
Dealer Hopes, Too 


JEFFERSON CITY, Mo.—Im- 
provement in midwest farm condi- 
tions has put the farmer in the 
auto market again. 


For more than four years, farm- 
ers have been plagued by drought 
and crop failures. Now their 
chances for a bumper crop are ex- 
cellent. 

Bankers are enthusiastic about 
the prospects for one of the most 
prosperous farm years in almost a 
decade. 

Evidence of this optimism was 


| evident throughout the Great Plains 
istates visited by an AUTOMOTIVE 


News ‘correspondent. Dealers were 
catching the spirit. 

Some farmers with ‘49s were 
getting new cars. One farmer said 
“the drought will be back. We'd 
better buy what we want now.” 


three-color display package which 
holds six eight-ounce cans of the 
carburetor conditioner. 


Storer Named Rep 


ST. LOUIS. — Schroeder & Tre- 
mayne, Inc., has appointed P. A. 
Storer a representative in Ne- 
braska, Kansas and Western Mis- 
souri, He succeeds the late Dave 
Vaughan, 


Fochtman Reelected Head 
Of Michigan Wholesalers 


LANSING. — Vincent Fochtman, 
Fochtman Motor Co., Traverse City, 
has been reelected president of the 
Michigan Automotive Wholesalers 
Assn. Other officers reelected were: 
William Hamlin, C. C. Hamlin Co., 
Jackson, vice-president, and Robert 
E. McNally, Battle Creek Motor 
Parts, Battle Creek, treasurer. 
Maury Mayer, Lansing, was re- 
named executive secretary. 

* > > 


3 Cartoon Characters 
To Aid Ramco in Sales 


ST. LOUIS.—Ramsey Corp. has 
enlisted three new “salesmen” to 
help sell its Ramco piston rings. 

The salesmen are cartoon char- 
acters identified as “Ramco Ringo,” 
“Bent Rod” and “Miss Fire.” They 
will be introduced at Ramco jobber 
clinics. 

- - ca 


Automotive Wholesalers 
In Texas to Mark Jubilee 








For Honing Gears— 


An improved model GHB Red Ring 
gear tooth honing machine that pro- 
vides both constant-pressure and zero- 
backlash methods for honing hardened 
geor teeth has been announced by 
National Broach and Machine Co., Detroit. 
The machine, above, has the head- 
stock and air-powered tailstock mounted 
on a patented tilting table that is at- 
tached to the reciprocating work table 
through a hinged mechanism at the 
rear. For removing nicks and burrs and 
improving surface finish of hardened 
gears, a constant-pressure arrangement is 
provided by the tilting table. 


convention and booth conference 
in Galveston Oct. 15-18. 

Former officers and directors 
will be honored. Highlights of the 


first 25 years will be featured dur-| 
| at 


ing the convention. 
* * > 


NSPA Speaker Pushes 


Vocational Training Plan 


CHICAGO.—Mel Turner, Chicago 
garage owner, is filling a series of 


| speaking engagements in behalf of 


the “automotive instruction in our 


AUSTIN, Tex—tThe silver anni-| schools” program of the National 


versary of the founding of the/| Standard Parts Assn. He is cur-| 
Automotive Wholesalers of Texas) 


riculum director of the program. 





in Cedar Rapids, Ia., and Grand 
Rapids, Mich. He also will address 
the North Carolina Automotive 
Wholesalers Assn. which will meet 
June 22-24 in Asheville and the 
American Vocational Assn. conven- 
tion to be held Aug. 11-14 in Buf- 
falo. 
= - * 


Two Films on Piston Rings 


Introduced at Ramsey Clinic 


OMAHA. — The new Ramco 
“salesmen” — Ramco Ringo, Bent 
Rod and Miss Fire—were intro- 
duced in two Ramsey Corp. films 
shown at a clinic held here by 
Genuine Parts Co. 

The “salesmen” are cartoon char- 
acters in films entitled “Operation 
Check-All,” which gives a step-by- 
step check procedure in installing 
piston rings, and “Operation Piston 
Ring,” which tells how piston rings 
work, what they’re designed to do 
and what they can and can’t do. 
The films have been named the 


“Bonus Twosome.” 
+ ° * 


Boosters Hear Heymann 


NEW YORK. Al Heymann, 
sales manager of Kem Mfg. Co. 
Inc,. Fair Lawn, N. J., manufac- 
turers of ignition parts, fuel pumps 
and fuel filters, discussed the new 
United Motors Service—TBA Plan 
of Distribution and Replacement 
Parts Deal at the meeting of the 
Automotive Booster Club No. 13 in 
New York City. 

> = > 


Bresan Elected President 


Of New Jersey Jobbers 

ATLANTIC CITY.—V. P. Bresan, 
Jersey Supply Co., Camden, N. J. 
was elected president of the New 
Jersey Automotive Jobbers Assn. 
its second annual convention 
here. 

Other officers include Dave 
Welsh, Welsh’s Auto Parts Co, 
Paterson; Maurice Gladstein, M & 


|G Auto Supplies, Inc., Jersey City; 


Arthur Schwartz, Auto Parts & 
Equipment, Inc.. Newark, vice- 
presidents; John Pagano, Pogano 
Brothers, Inc., Vineland, treasurer, 
and Robert Corre, Naylor's Auto 
Parts, Atlantic Highlands, secre- 


'will be observed during the annual Turner has appeared at meetings tary. 
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In the Letterbox 





(Continued from Page 12) 


this year, 34.25 percent of the cars 
sold on the Island were foreign. 
If first-quarter sales figures in- 
dicate a trend, imported cars are 
taking a larger and larger bite 
into the U. 8.-made car market... 

“One of the ‘Big Three’ Detroit- 
made cars took a licking from a 
foreign competitor last month. 
Plymouth was outsold by Vauz- 
hall, 80 to 63... 

“In 1955, fewer than 20 makes 
of foreign cars were sold in the 
Territory. Today, the public has 
a choice of over 30.” 

(The registration list showed 
March sales on Oahu as follows: 
Chevrolet, 164; Ford, 98; Vauz- 
hall, 80; Plymouth, 63; Volks- 
wagen, 43; Hillman, 34; Rambler, 
29; Opel, 27; Renault, 27; Buick, 
24; Oldsmobile, 23; Pontiac, 20; 
Toyopet, 20; Fiat, 19; Triumph, 
18; Borgward, 15; Cadillac, 13; 
English Ford, 14; Morris, 9; 
Taunus, 9; MG, 8; Simca, 8; 
Austin, 7; Volvo, 7; Chrysler, 5; 
DEW, 3; Edsel, 3; Metropolitan, 
8; Willys, 3; Dodge, 2; Isetta, 2; 
Lloyd, 2; Mercury, 2; Panhard, 
2; Berkeley, 1; Jaguar, 1; Janus, 
1; Lincoln, 1, and Studebaker, 1.) 

* * + 


Wealth of Data 


The 1958 Almanac contains a 
wealth of information on all phases 
of the industry, and I am keeping 
it on a bedside stand at home until 
I have gone through it completely. 
— R. C. WoopnHovuss, general sales 
manager, GMC Trucks. 

* * + 


It’s loaded with facts that will 
be helpful in our plans for next 
year’s program. — JoHn W. SHeEp- 
HERD, advertising manager, Rubber- 
maid, Inc. 

> > > 

It is very informative and one of 
the few publications that we keep 
in file from year to year—W. D. 


‘PROFIT-POINT SOONER 


First, with motor oils and lubricants that support 























SINGLETON, plant manager, M-E-L 
Division. 
* + * 

You have done a most superb 
job of compiling necessary facts, 
statistics and other pertinent in- 
formation pertaining to the most 
complicated industry in the world, 


Eight Dealers 
Elected Directors 
Of Kentucky Unit 


. — Eight district 
directors have been elected by the 
Kentucky Automobile Dealers Assn. 
They are: 

Cc. M. Williamson, Hopkinsville, 
First District; N. S. McGaw, Madi- 
sonville, Second; Cliff F. Byerly, 
Louisville, Third; S. C. Harlin, 
Glasgow, Fourth; Robert H. Kelly, 
Covington, Fifth; Fred Bryant, 
Lexington, Sixth; Troy E. Fair- 
child, Ashland, Seventh, and C. Y. 
Blakeman, Middlesboro, Eighth. 


All were elected to three-year 
terms and all but Williamson and 
McGaw are newcomers to the 
board. 


Hold-over board members in- 
clude: 

William Lester, Central City, and 
Charles B. Wilson, Paducah, First 
District; O. H. Wallace, Bowling 
Green, and Harry Holder sr., 
Owensboro, Second; Carol F. 
O’Daniel and Ben F. Long, Louis- 
ville, Third; Frank Wilson, Bards- 
town, and Sam C. Hicks, Elizabeth- 
town, Fourth. 

Edward Weber jr., Newport, and 
I. R. Hicks sr., Covington, Fifth; 
Raleigh D. Crook, Danville, and 
Roy R. Royalty, Irvine, Sixth; W. 
E. Venters, Pikeville, and James 
Cox, Paintsville, Seventh; Paul 
Dexheimer, Somerset, and D. H. 
Disney, Cumberland, Eighth. 


start making money sooner. 





Profits from new and used car sales begin as soon as 
you cover fixed expenses. Pennzoil’s service-selling 
program absorbs overhead faster. It develops repeat 


maintenance, keeps every phase of your service opera- 
tion busy, increases the number of repair orders and 
the number of items per R. O. 


The extra profits you realize put you in a better 
position to trade on new and used cars—help you 


This program works two ways to absorb overhead. 


NOW! TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASSI 
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and assembled them into a well- 
indexed, easy-to-read volume that 
will be indispensable to those 
concerned with the automobile 
business.—L. L. Colbert, presi- 
dent, Chrysler Corp. 
= + = 

I am sure it is going to be 
thumbed many times during the 
coming year.—J. L. McGovern 3r., 
replacement sales manager, Ray- 
bestos Division. 

: * = 

It is an outstanding summary 
of automotive data that will be 
of great benefit to my body di- 
vision —Cart W. CENZER, execu- 
tive body engineer, American 
Motors Corp. 
* * * 


Needless to say, the information 
contained therein is more than 
useful to us.—Howarp E. Rostnson, 
vice-president, sales, Fram Corp. 

= * * 

I will have many occasions dur- 
ing the year to refer to it.—W. E. 
HERRING JR., Manager, power take- 
off products, Dana Corp. 

= > > 
You have done a wonderful 
job. — §S. JoHNSON JrR., general 
manager, Bendiz-Westinghouse 

Automotive Air Brake Co. 

* * * 


Valuable Service 


This year’s Almanac certainly 
maintains your fine tradition for 
providing complete industry statis- 
tics and commentary on a timely 
basis. The Almanac continues to 
be a valuable service to Ford divi- 
sion and, I am sure, the entire 
industry.—C. R. Beacuam, assistant 
general manager, Ford Division. 

* > . 


I am enjoying looking through 
it. — Rosert E. Fier, Thompson 
Products, Inc. 

+ * = 

I have taken it home for reading 
and reference at my leisure——Roy 
A. Curt, sales promotion manager, 
Youngstown Sheet and Tube Co. 

t > > 


Needless to say, the Almanac 
is our number one source of 
statistical information on the 





Stand-Drive Attachment— 


International is offering a mechanical 
stand-drive attachment for use with con- 
ventional hand shift transmission in its 
multi-stop truck models with Metroette 
bodies. The attachment, designed for the 
AB-120 and AB-140 models, consists of a 
single combination clutch and brake 
pedal on the floor of the driver's com- 
partment, along with a foot accelerator. 
When the pedal is partly depressed, the 
clutch for shifting the transmission is 
released. Depressed further, it serves as 
a brake pedal. 


Srevens, Hanson & Stevens Ad- 
vertising Agency. 
7 o * 

I find it very useful, constantly, 
for statistics throughout the indus- 
try.—G. S. Lamson, vice-president, 
Thermoid Co. 
+ * . 

I found it a most interesting col- 
lection of material—Burvon E. 
Vauenan, vice-president, S3BD&O, 

Detroit. 
> > 2 


We find the information in this 
publication very useful—w. B. 
Pierce, vice-president of sales, 
Allegheny Ludlum Steel Corp. 

> > . 

I have just finished reading 
through the 1958 Avuromotive News 
Almanac, and I think you have 


automotive industry—Byron F. done your usual fine job. The book 


customers who come back to you for all their car 








or mail the coupon now. 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 


Name of system | use now. 


21 


is certainly an asset to automotive 
reporting and a credit to your or- 
ganization—GrorGce W. WALKER, 
director of styling, Ford Motor 
Co. 


= * * 

It is an excellent piece of work 
and invaluable to anybody engaged 
in or anxious to sell the automo- 
tive industry. — G. R. Vma, vice- 
president, U. S. Rubber Co, 

> > * 


The information in this publica- 
tion is very complete, and it is 
used frequently throughout the 
year.—R. M. Puuurs, general 
service manager, Cadillac. 

> > * 


We certainly do use it an 
awful lot in our statistical group 
here in connection with various 
presentations that we make 
throughout the year.—W. L. 
Pepin, director of service, White 
Motor. 


+ * * 

I have just finished browsing over 
the Almanac and certainly find, as 
usual, a lot of information that is 
very helpful to us in our parts and 
service activities—H. D. Cosrs11o, 
manager, parts and service, Chrys- 
ler Corp. 


> ° * 

When a publication reaches this 
degree of perfection, both for the 
record and as a reference, your 
subscribers run out of superlatives. 
— Martin Bury, president, Wilkie 
Buick Corp., Philadelphia. 

= > > 


Your Almanac is very interesting 
and contains a wealth of informa- 
tion in excellently classified condi- 
tion. — R. S. Prexico, chief truck 
design engineer, Chevrolet Division. 

> > * 


It is a most attractive book 
and should prove a handy refer- 
ence—M. E. Gotoman, Aitkin- 
Kynett Co. is aoa 


Should prove to be an excellent 
reference piece in the future.— 
Car. CHAKMAKION, American 


Motors Corp. 
> * > 


It has always been a good com- 
plete publication. However, this 
issue is most colorful with the 
advertising.— Lzon DsMavuse, ad- 
ministrative engineer, Cadillac. 





your own good service by keeping cars in top condi- 
tion and keeping customers satisfied. 


Second, with a customer relations system that makes 


customers want to come in for the services they need 
when they’re needed. This is the exclusive Pennzoil 
Kontax System®—4 to 1 favorite over any other with 
car dealers coast to coast—the most painless way yet 
developed to get customers to ask for needed services. 


Your Pennzoil Distributor has the proof. Call him, 












Let's see you prove the claims you make for your program. 
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Canadian Appointment— 


D. C. Gaskin, left, attends a news conference at which his appointment as execu- 
tive vice-president and general manager of Mack Trucks of Canada, Lid., was 
announced by P. O. Peterson, right, Mack president. Gaskin was former president 
of Studeboker-Packard of Canada, Lid. He will make his headquarters in Toronto 
where Mack announced plans for construction of a $1 million executive office building 


and service facility. 


Owner loyalty is the one priceless asset without which no car manufacturer 
can long survive. Loyal owners become repeat customers and the thing that 
brings them back to the same dealer, year after year, is performance. No 
single component of a car is a bigger factor in performance than the car- 
buretor. That’s why it’s wise to specify Stromberg*, most reliable and 
economical carburetor built. The Stromberg Carburetor is built by Bendix- 
Elmira, first name in automotive fuel systems. 
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ECLIPSE MACHINE DIVISION 
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How Nation's Salesmen Mee? .. . 





Practical Problems of Selling 


salesman has worked out 
a neat solution to a trouble- 
some double problem: The cus- 
tomer who says your price is too 
high and goes to a dealer who 
“highballs” him. How to show 
the customer what is being done 
and how to save his pride so he 
will come back to you. 


The customer was ready and 
willing to buy. He 


Sales picked out the new 
car, accessories and 
Case options. But when 


we got down to the 
Histories final price, he sud- 


denly said I was 
$600 too high. 

I told him I couldn’t be $600 too 
high or even $100, but it was 
obvious he was going back where 
he had been “highballed.” 

So, I explained to him that he 
could protect himself by knowing 
what each option cost. I gave him 


TL 


PeEECTTTTE 





percolation 


a list, showing each accessory 
that came with that model as 
standard equipment without extra 
cost, and the list price of the car 
plus the usual discounts generally 
being made around town. 

I told him the highballer 
would start adding accessories 
and options until the original 
price was up by $600 or more, 
a price which the customer said 
was too high. The highballer 
also would charge him for op- 
tions that were covered in the 
list price, I told him. 

I realized that the man was in- 
telligent enough, with the infor- 
mation I had given him, to know 
what was happening and wouldn’t 
close the deal. 

But the big problem, as I saw 


it, was how to get him back to | 


my place because he would have 
too much pride to admit he was 
about to be taken. He would 


Foremost in economy and dependability 


HERE'S HOW STROMBERG OUTPERFORMS THEM ALL 
@ Economical operation, more miles per gallon, 
happier customers 


@ Fewer moving parts, fewer mechanical failures, 
reduced service cost 


@ Substantially reduced incidence of icing and 


@ Thin aluminum throttle body and flange for 


*REG. U. 5. PAT. OFF. quicker heat transfer 


Bendix-Elmira, wn. y. by. Pa 








probably take my figures and buy 
his car from some other reliable 
dealer and I wouldn’t ever see 


him again. 
+ 7 


+. 

I RESOLVED to try to solve 

the problem. We had a big 
snowstorm a couple of days later 
and I called this prospect and 
told him I was giving a free chain 
installation to all my recent pros- 
pects. 

I told him if he wanted his 
chains installed, we would send 
a service car and install them 
in his own garage free of charge. 

He said he thought he could 
drive down to our place and have 
them installed. Of course I 
didn’t know whether he had 
traded or not but when he came 
in he had the same car. 

I greeted him cordially and 
said I noticed he had not traded 
yet. He laughed and said he 
backed out of the other deal 
before they got the price up 
more than $200 because he could 
see what they were doing. 

I didn’t press for the sale, but 
told him my figures still stood 
and I would be glad to make the 
sale any time he was ready. In 


| fact, I would throw in a vanity 


mirror for his wife. He told me 
to write up the order and get 
the new car ready. 

You can warn the buyer who 
is being lowballed or highballed, 
but you’ve got to think up some- 
thing so he can come back with- 
out losing face. And be sure to 
tell the customer your deal stands 
for a week or more. 

= > > 
7S him, too, that you'll be 
glad to make the deal any 
time later and that it’s not a deal 
that has to be consummated im- 
mediately. 

This will be in contrast to the 
highballer, who will press for an 
immediate deal because he can’t 
hold it open even for an hour. 


Judging to Begin 
June 23 in Fisher 


Craftsman’s Guild 


DETROIT.—Judging in the 1958 
Fisher Body Craftsman’s Guild 
model car competition will begin 
June 23. 

Awards for this year’s competi- 
tion amount to $115,000, including 
$38,000 in university scholarships 
and $77,000 in cash awards. Win- 
ners will be disclosed Aug. 13 at the 
annual Guild scholarship banquet. 

The 1958 competition offers the 
young designer-craftsmen the op- 
portunity to build sports cars, 
hardtops, convertibles or station 
wagons as well as two-door or 
four-door sedans. 

Models will be judged on the 
basis of workmanship, originality 
and practicality of design. The 
judging teams will be comprised of 
industrial arts instructors from 
Detroit-area public schools, experts 
from GM’s Styling Staff and mem- 
bers of the Guild’s Technical De- 
partment. 

State and regional winners will 
be announced early in July. 


Arvin Completes 


Plant Expansion 


CHICAGO.—An extensive plant- 
modernization and expansion pro- 
gram has been completed by the 
automotive division, Arvin Indus- 
tries, Inc., Columbus, Ind. 

Engineering department facilities 
have been expanded into a 14,000- 
square-foot building in Columbus, 
according to Thomas A. Danner, 
director of engineering. More than 
21,000 square feet of new warehouse 
space has been occupied at the 
Seymour (Ind.) West plant and a 
3,500-square-foot addition has been 
erected at the Seymour South plant, 
said E. I. Anderson, works manager. 

A two-story addition containing 
7,000 square feet of production and 
warehouse space has been built at 
North Vernon. At the Franklin 
(Ind.) plant, a tower has been 
erected to house water recirculation 
equipment. 















71% of all Commercial 4-wheel drive vehicles produced 


in U. S. are ‘Jeep’ vehicles. 
Reported gross profits average $447.74 after washout. 


40.2% of reported ‘Jeep’ sales are "clean deals." 











way. Leads the field with more sales...and gives you higher re- 
tained profit per sale, along with freedom from “wheeling and 
dealing” competition. Moreover, there’s constant demand for 
trade-in ‘Jeeps’ which regularly bring prices far above book value. 


You can make more sales at higher retained profit per sale with the 


‘Jeep’ Family of 4-wheel drive vehicles. 
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FORWARD CONTROL ‘Jeep’ FC-170 


Newest member of the top-selling 

4-wheel drive ‘Jeep’ family, the 7000 pound 
GVW FC-170 truck hauls 3500 pound 
payloads to areas ordinary vehicles can’t 
reach...has a huge 9 foot pickup box 

on a wheelbase of only 103% inches... 
and a comfortable Safety-View Cab 


with large wrap-around windshield. 


The ideal dual purpose vehicle... for 
business and pleasure, the 4-wheel drive 
utility wagon goes wherever there is 

work to be done, or to off-road hunting 
and fishing areas where ordinary 
road-bound station-wagons can’t go. Shifts 
easily into 2-wheel drive for economical 
highway travel at top legal speeds. 


UNIVERSAL ‘Jeep’ 


Veteran performer in all fields, the 
Universal ‘Jeep’ does a thousand and 

one jobs. With power take-off, it 

operates a wide variety of special equipment. 
The rugged, versatile, 4-wheel drive 

‘Jeep’ takes men and equipment to the 
job, wherever it is. 


Make more profits... retain bigger profits with a ‘Jeep’ vehicle franchise. Learn how a ‘Jeep’ franchise 
| HERE’S YOUR PROFIT OPPORTUNITY— can increase your profits, either added to your present line—or as your exclusive line. 





Tune in “MAVERICK” —ABC-TV every Sunday night! 
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ee 4-WHEEL DRIVE VEHICLES 
: KEEP AMERICA ON THE MOVE 
KAISER 
\“ Willys 
MOTORS 


-..one of the growing Aasser industries 
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Just fill out this coupon and mail it: 


DEALER FRANCHISE DEPARTMENT 


Willys Motors, inc., Toledo I, Ohio 


Yes, without obligation, I’m interested in learning the detailed facts about the ‘Jeep’ 


family franchise. 
NAME 
ADDRESS 





CY, ce STATE 


BUSINESS 





POSITION 


624 


LOOK INTO THE FRANCHISE THAT LEADS 
THE EXPANDING 4-WHEEL DRIVE FIELD 


Yes, the ‘Jeep’ franchise gives you more profit opportunity every 
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Dealer Ad Ideas 





‘Smashing’ Success 
A SALES promotiom sold 12 used 


Carpenter, Wayne, Mich., and for 
at least one customer, was a smash- 
ing success. 

Used-car buyers were invited to 
“come in and look ’em over.” 
Carpenter put a used car in full 


ears for Dodge Dealer Ed| 


view of heavily-traveled Michigan | 


Ave., with the hood raised. A 
dummy was stuffed head-first into 
the engine compartment, with the 
legs standing straight up in the 
air. A sign explained: “This one 
really did!” 

One driver going by gawked so 
much that he smashed 
ear ahead of him, damaging his 
own car. As soon as he pocketed 
the ticket the police gave him, he 
walked into Carpenter’s and bought 
a@ car. 

> 


* ” 


Living Room Is Showroom 


HE living rooms of many 

Inglewood (Calif.) residents 
have taken on an additional and 
very novel function—they’re serving 
as showrooms for the 1958 Plym- 
ouths for local dealer Mickey 
Walker of Hollywood Park Motors. 


In the first two weeks of the pro- 
motion, 11 new cars were sold, with 
the result that an original “tem- 
porary” selling plan became a 
“permanent” program at the deal- 
ership. 

Walker believes that some cus- 
tomers are afraid of being high- 
pressured by salesmen and, by 
bringing the product directly to 
them and discussing it in their own 
home, they feel more relaxed and 
are less on the defensive. 

Prospects are first contacted by 
phone and asked if they have seen 
the booklet “How to Save the Most 
on Your Car,” produced by Holly- 





into the} 


| wood Park Motors. If not, the 
salesman asks if he may personally 
deliver one and at the same time 
take the family for a demonstra- 
tion ride in'a new Plymouth. 
“People who are really interested 
in buying a car will usually accept 


an appointment with the sales-| 





man,” says Walker. “Nearly nine | 


out of 10 of these ‘in the home’ 
contacts result in a sale.” 


The booklet, which is the first | 


75 Foreign Lands 
To Send 500 to 
First LASIS Show 


NEW YORK.—About 500 distribu- 
tors from 75 foreign nations are 
expected at the first International 
Automotive Service Industries Show 
at the Navy Pier, Chicago, next 
Feb. 18-21, according to Frederic 
J. Lanning, general manager of 
the Motor & Equipment Manu- 
facturers Assn. 

He said the show will be rotated 
between the Midwest, the East 
(1960) and the West, starting in 
1961. The 1960 show has been sched- 
uled for the New York Coliseum. 

Exhibitors will be restricted to 
manufacturer members of MEMA 
and the National Standard Parts 
Assn. “who have substantial na- 
tional distribution of their auto- 
motive aftermarket pnoducts 
through wholesalers to retailers,” 
Lanning said. 

“Inasmuch as the resolution and 
recommendation for a moratorium 
on regional shows in 1959 and 1960 
was adopted at the June, 1957 meet- 
ing of the Equipment & Tool Insti- 
tute, this will be the 1959 show for 
both manufacturer and jobber,” 
Lanning said. 


| Chevrolet, 


‘topic of conversation, tells the | 
buyer how to determine what a/| 
tradein price should be, how to)! 
buy a new car, financing, and other | 
helpful hints. 
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Dealers Will ‘Play Ball’ 
A FULL-PAGE newspaper ap- | 
peal, cartoonized with a line | 

drawing of baseball players, 
identified by numbers, invited | 
Hartford’s prospective used-car | 
buyers to come to East Hart- | 
ford’s Boulevard, or “automobile 
row,” where the Boulevard 
Greats would “play ball” on genu- 
ine bargains. 


~~ 


* 


Sponsoring dealers were Dworin 
Hoffman Buick, O’Me- 
ara, Dennet and Pupp Dodge and 


Eastwood Motors. 
* « 


$100 Bond Offered Buyers 


RYAN MOTOR SALES CO., 
New Castle, Pa., offered a free 
$100 U. S. savings bond with every 
purchase of a 1958 Dodge or Plym- 
outh between 5 and 9 p.m. May 9. 
“This is our contribution to the 
You Auto Buy promotion,” the firm 
said in its ad in the New Castle 
News. 


* 


* * * 


*‘On-the-House’ Service 


. customer gets something for 
nothing when his car is serv- 
iced by Claude Short, Inc. (Dodge- 
Plymouth), Santa Monica, Calif., 
and the dealership still makes a 
profit. 

Service Manager Rudy Rudolph 
said the firm gives free service on 
minor adjustments when the car 
is in the shop for other repairs. 

A loose window or a dash light 
that’s out are fixed without cost. 
“But a little bit of free service 
goes a long way toward bringing 
in more paid service,” said Rudolph. 

Other service features that ac- 
counted for a 71 percent absorp- 
tion rate in March are pickup and 





ws, 


A Hoak Promotion— 





Neil K. Hoak (Rambler-imports) is using this 1948 Cadillac hearse in an effort to 
stimulate business in Huron, O. Hoak, a former Chrysler-Plymouth-Imperial dealer, 
purchased the hearse from the local funeral home for $50, One of the many sales 


messages suggests: “Bizniz Ain't Dead—See Neil for a ‘Live’ Deal.” 


delivery of autos, and a monthly 
letter advising Dodge car and 
truck owners of seasonal service, 
Rudolph said. 

* 


* 4 


Coupons Boost Shop Work 

FFICIALS of Union Motors, Inc. 

(Ford), Twin Falls, Id. re- 
ported “unusually good results and 
increased service business” as a 
result of a newspaper coupon pro- 
motion. 

The coupon, worth $5 on any 
major motor tuneup job during 
April, was inserted in the local 
newspaper. Readers were urged to 
clip and bring the coupon to the 
service department. 

The coupon offer resulted in “sev- 
eral thousand dollars worth of ex- 
tra backshop business,” the firm 
said. 

= 


* * 


Dealer’s Economy Run 


ERDINE MOTORS, Leesburg, 
Fla., is conducting “miniature” 





*For year 1957 : 1,334,000 lines 


That’s right. National-champions! And the Daily and Sunday Enquirers also rank among 
the nation’s leaders in the used car classified department, with a whopping 2,388,000 lines! 
Meanwhile, the Daé/y Enquirer is leading locally for the fourth straight year in total automotive 
linage. And its local circulation leadership keeps right on increasing in every category, too. 
Solid justification, wouldn’t you say, for automotive advertisers’ growing preference for 
that growing giant—the Cincinnati Enquirer? 





A giant is growing in Solid Cincinnati! It’s... 


The CINCINNATI ENQUIRER 


Represented by. Moloney, Regan & Schmitt, Inc. Detroit Office: 1680 Penobscot Building, Detroit, Michigan 


economy runs with two daily prizes 
to winners. 

Using a Rambler American 
equipped with an electric mileage 
gauge, motorists vie for top mile- 
age and two winners each day 
receive large, four-color murals. 

In the first two days of the pro- 
motion, the top mileage of 32.5 
miles per gallon was posted by 
George Rast, vice-president of the 
First National Bank of Leesburg. 

= 


* = 


‘Headless’ Driver 
In 3-Wheeled Car 
Plugs Plymouths 


— latest promotion of Maynard 
Powell, vice-president of Peach- 
tree Plymouth, Atlanta’s newest 
Plymouth dealership, is a _ three- 
wheeled 1958 Plymouth driven 
around town by a “headless” driver. 

The car functions perfectly with- 
out a right front wheel. No head is 
visible on the driver. Above the 
well-tailored shoulders, stiff white 
collar and tie there is nothing but 
air. 

On the side of the 1958 red Plym- 
jouth convertible is a sign reading: 
|\“We have lost our heads, Come to 
|Peachtree Plymouth for your best 
deal.” 

Peachtree Plymouth set Atlan- 
| tans’ tongues wagging with another 
| promotion. Again a red Plymouth 
|convertible was used. This time it 
| was hoisted 150 feet in the air and 
| left dangling above the showroom 
for several days. 

Revolving searchlights played 
}upon the car and beautiful blonde 
mannequin seated in it, while 
| pedestrians and passing motorists 
| gaped in amusement and surprise. 

One week found two Peachtree 
Plymouth salesmen on the street in 
front of the showroom holding up 
big placards which read: “Free gas, 
oil and lubrications.” 

If a motorist bit on the bait and 
stopped, he was given the rest of 
the story. He could receive these 
things free only if he didn’t buy a 
Plymouth! 

The motorist was obliged to test 
drive a Plymouth. 

Then, if he bought any other new 

car within one week, he could re- 
|turn to Peachtree Plymouth and 
| receive a full tank of gas. Also, he 
would be entitled to a free grease 
job and an oil change each month 
for one year free. 

Clown-type Mutt and Jeff sized 
characters also have been employed 
to parade around town wearing 
| sandwwich type placards promot- 
| ing the information that “The Long 
|}and Short of It Is—the Best Deals 
Are at Peachtree Plymouth.” 

Currently, Powell has hired 40 
Atlanta women to telephone every 
person listed in the phone book 
and say, “Why don’t you go out 
and buy something new today?” 

The campaign will canvass ap- 
proximately 10,000 telephone sub- 
scribers per day and will continue 
until every number has been called, 
Powell said. He estimates the cost 
of this promotion to be about 
$7,000, but believes the results will 
be worth it. 








Capital Interviews 


HOTTY BROS, (Cadillac- 
Oldsmobile-Chevrolet), Irwin, 
Pa., stresses its reliability, sincerity 
and honesty in news and weather 
broadcasts over radio station 
WEDO, McKeesport, Pa. The pro- 
grams feature a Washington news- 
room interview by John Galloway. 


every 
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You can sell 


Non-Slip Differentials 
to sports-minded America 





Modern Americans 
Expect Their Cars to 
Go Everywhere eee 


Take advantage of this modern trend 
to sell modern Non-Slip Differentials 


America is taking to the road! The growth of boating, 
hunting, camping, fishing, and skiing means millions of 
Americans want their cars to take them off the super- 
highways, into lanes and by-ways. They need non-slip 
differentials—and they open up a whole new market 
for you! 


With conventional differentials, all the power goes to 
the wheel that has no traction. Result: you’re stuck. 
; : ; ; s ; : 
With non-slip differentials, power is automatically 
delivered to the wheel that has traction. Result: you go! 


Write for FREE 12-page booklet— 

a complete, well-illustrated expla- 

nation of the non-slip differential. o ween a 
Write today— no obligation. 
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‘Fix Responsibility,’ He Advises. . . 


Dealer-Professor Airs 
Views on Cost Control 


By Leslie E. Dunkin 
Staff Correspondent 


SOUTH BEND.—“The most im- 
portant single factor in expense 
control is fixing responsibility,” 
dealer-professor Stanley A. Press- 
ler told dealers in a seminar spon- 
sored by the Automobile Dealers 
Assn. of Indiana. 


Pressler is an accounting pro- 
fessor at Indiana University and 
is a Studebaker-Packard, Merce- 
des-Benz and Oldsmobile dealer 
in Bloomington. 

The South Bend meeting was 
one of five conducted by ADATI. 
Others were in Whiting, Hunting- 
ton, Princeton and Indianapolis. 

Paul H. Abel, a Muncie Buick 
dealer and president of the state 
association, presided at the session. 
Another speaker was William R. 
Taafe, Butler University manage- 
ment professor, who talked on 
“Human Relations and Your Cus- 
tomers.” 

Pressler’s topic was “Profit Re- 
tention and Expense Control.” He 
urged: “Make someone responsible 
for every single item of expense, 
and give him the authority to do 
something about it. 

“Remember that there are no 
fixed expenses in the long range. 
In the last analysis, all costs are 
variable. Whenever your business 
expenses are out of line with the 
volume you can do profitably, 
start immediately to get them in 
line. 


“Unusual expenditures should be 
studied at once,” Pressler said. 
“Major items may require special 
authorization and still not impede 
normal operation, Such things as 
advertising programs and con- 
tracts need to be reviewed before 
they are renewed. New or replace- 
ment equipment should have proper 
study. 

“Often a tie-in with compensa- 
tion is the answer. 


were particularly frustrating to me. 


Every ‘comeback’ seemed to be ac- | 


companied by a good reason why it 
wasn’t the mechanics’ fault. 
“Conferences about conserving 
shop supplies showed results for 
only a few days at best. Four years 


ago I started including these ex-| 


Highway Toll Shows Deepest Cut of Year 


penses in the service manager's 
compensation plan. These expenses 
were cut 50 percent almost im- 
mediately, and the savings con- 
tinued. 

“Your major expense is peo- 
ple,” he continued. “For exam- 
ple, ome unnecessary person can 
be nearly as great a cost as your 
building. The most expensive 
help in your dealership is the 


cheap help. If your expenses | 


seem high, maybe your answer 
is higher paid help but less of it. 
“It may be necessary to shuffle 


Willys to Build 
34-Ton Carrier 
For Army Tests 


TOLEDO.—Willys announced it 
has received an Army Ordnance 
order for a %-ton platform-type, 
personnel-cargo carrier for testing 
at the Detroit Arsenal. Delivery 
of the single vehicle is scheduled 
for October. 

The new carrier, designated the 
XM443E-1, is a further develop- 
ment of the M-274 Mechanical 
Mule being produced by Willys for 
Army Ordnance. 

The vehicle can carry six persons 
and, by folding the seats flush to 
the bed, can be converted into a 
truck with nearly 50 square feet 
of cargo area. Load capacity is 
1,500 pounds. 

Like the Mechanical Mule, it is 
powered by a four-cylinder, air- 
cooled aluminum engine mounted 
under the platform. 

The carrier has a top speed of 
60 miles per hour and is designed 
for use both on and off the road. 
It has individual wheel suspension, 
adjustable height platform, re- 


tive two or four-wheel steering. 


Shop policy | 
adjustments and shop supplies! 


and combine until you get into each 
single job enough functions to war- 
rant adequate compensation for a 
competent person.” 

Pressler cited two instances of | 
very satisfactory rearrangements 
in his operation, Instead of using 
a full-time bookkeeper, he now 
employs a young graduate student 
two hours each day, four on Satur- 


day and one full day at the end of | @ 


the month. It costs less than a 
third of what he formerly paid. 

In another instance, the janitor | 
was a very talkative person who 





night when the othets are not 
there. 


Pressler noted that expense re-| 
duction of this sort does not cut 
down the value a dealer offers his) 
customers. 


In discussing profit retention, 
he urged that all sales be profit- 
able. If a dealer cuts a price on | 
one deal his salesmen can’t see 
why it can’t be done on all. 


The word gets around, Pressler | 
continued, and all customers ex-| 
pect the same. Then the competitor 
tries to top this. Next the dealer 
must cut services to be able to 
give these ridiculously low prices | 
and he is no longer selling value. 


In the other address of the ses-| 
sion, Taafe said the customer is 
interested in three things: A car 
of which he can be proud, a price 
on which he can depend and good 
service. 

The speaker suggested that 
dealers don’t stress service 
enough in their advertising. Too 
few customers return to the 
dealer for service, Taafe said. 
Instead, they shop around to get 
the cheapest, which often hurts 
product satisfaction. 

Servicemen, he declared, should 
be trained to carry out the dealer’s 
customer-relations policies, and 
some system should be devised 
whereby the customer can com- 
municate directly with the dealer 
concerning service received. 

The dealers at the meeting went 
on record as favoring a code of 
business standards to be set up by 
the state association. 





|}company number, 


Jaguar Driveaway— 


An all-day meeting of 40 midwestern Jaguar dealers at Jaguar Midwest Dis- | 
wasted his own time and that of | tributors, Inc., Indianapolis, culminated in what is said to be the largest driveaway | . 
others. Now, the janitor works at/in Jaguar history. Shown are 11 of the 25 Jaguars which were driven home by 


dealers from nine midwestern states. 


es 


Toyopet to Make 
U.S. Bow July 11 


Dealers Being Signed 
For Japanese Import 


OYOTA MOTORS, LTD., Toyko, 

announced that its small car, 
the Toyopet, will make its bow in 
the U. S. market on July 11. 

Toyopet distribution in this coun- 
try will be handled by Toyota 
Motor Sales, U.S.A., Ine. Erick J. 
Hansen is general manager of the 
firm, which has headquarters in 
Hollywood. He formerly was with 
Ford Motor Co. and Volvo. 





Dealer Has History of Each Unit... 
Jonas Catalogs Used Cars 


KIRKSVILLE, Mo.—It’s easy to 
run through the used-car stock of 
Auto Sales Co. (Oldsmobile-Chev- 
rolet-Cadillac) for all pertinent de- 
tails without going out to the used- 
car lot. 


Harry S. Jonas, owner, has 
developed a perpetual inventory 
for used cars that is simple and 
easy to use. It consists of a 
printed form bound in books of 
about 50 original and duplicate 
blanks. 


Each used car taken in trade is| 
entered on a sheet, listing the date, | 
motor, title, | 

traded from, Blue Book value re-| 


| tail, Blue Book value as is, trade-in 


price, company book value, no-trade 
price, company price with trade, 
color, position on lot or location | 
and the name of the salesman who 
took the car in. 


The duplicate form is issued to 


Frost Leases 100 Plymouths 


GLENDALE, Calif. — Art Frost 
(DeSoto- Plymouth) leased 100 
Plymouths to Rollins Leasing Corp. 
for use at the Los Angeles Interna- 
tional Airport. 





sell their own trades. 


the salesman who took the car in| 
trade and the originals are open) 
to all the sales force. 


The blank also contains space for) 
listing repairs made to the car and} 
this information also is used by| 
salesmen in disposing of the unit. | 


Originals stay in the book until 
sold. Jonas said the new system, 
which he put into use about three | 
or four months ago, also serves to) 
warn of cars that are staying too) 
long. 


One of the biggest advantages 
is the availability of all the per- 
tinent information in the office 
where it can be inspected readily 
by the salesman trying to sell a 
unit. The blank is not shown to 
the customer. 


With all the necessary data so 
easily available, Jonas said sales- 
men are inclined to make better 
deals on used cars. 

The salesman who took the car 
has his copy with him for ready 
reference, thus each salesman has 
a list of the cars he has traded 
for and usually tries to move them 
to advantage. The compensation 
system also encourages salesmen to 


| CHICAGO. — Death on the na- | ponding period of 1950, and 8 | motor vehicle travel for the first 


|tion’s highways was down 12 per- 
| cent in April for the biggest decline 
|for any month since October, 1956, | 
the National Safety Council re-| 
‘ported last week. 

April also was the sixth straight 
month to show a decrease in the) 
traffic death toll, the council said. | 
The death toll for April this 
| year was 2,600, compared with 
| 2,950 in the same month a year | 

ago, while the toll for the first 

four months of this year was 10,- 

330, the lowest since the corres- 


Designed for Imports— 


percent below the 11,200 persons 
killed on the nation’s highways 
during the January-April period 
of 1957. The toll for the first four 
months of 1950 was 9,836. 


The continuing decline in 
traffic death toll cannot be 
tributed so far to less travel, the 
council said, since figures for the 
first two months of this year show 
that motor vehicle mileage was up 
2 percent in that period. 


the 
at- 


two months of this year — the 
lowest on record for that period. 

Furthermore, the council said, 
the rate of 5.1 for February alone 
was the lowest for any month in 
the nation’s history. 

Of 47 states reporting for April, 
32 had decreases in deaths, two re- 


ported no change and 13 showed| 


increases, the council said. 


Also at the end of four months 
32 states had better records than 


This produced a mileage death | during the same period last year 
rate of 5.2 per 100 million miles of|and only 15 showed increases. 


The 32 states with decreases 
for four months were Vermont, 
New Hampshire, Virginia, Ar- 
kansas, South Carolina, Nevada, 
Illinois, Rhode Island, Wyoming, 
Utah, Missouri, Kansas, Connecti- 
cut, Indiana, New Jersey, North 
Carolina, Michigan, Georgia, Al- 

Wisconsin, Texas, Maine, 
California, Pennsylvania, Minne- 
sota, Oklahoma, Ohio, Florida, 

New Mexico, Oregon, Iowa and 

Arizona. The decreases ranged 

from 67 percent for Vermont to 
one percent for Arizona. 

Cities had a 7 percent decrease 
in April, according to reports from 
657 cities of more than 10,000 popu- 
lation. For four months these cities 
showed a 3 percent decrease from 
the same period last year. 


Baker Switches to Imports 

Baker Auto Co. has switched its 
Main St. showrooms in Pawtucket, 
R. IL, to sales and service of for- 
eign cars, according to Louis E. 


Baker World Wide Auto Parts Co., Franklin Square, N. Y., announced it is | Baker, president. Baker’ also an- 
movable windshield and cab en-| manufacturing grille and bumper guards designed to fit every imported automobile. | nounced official opening of his 
closure, four-wheel drive and selec-| Shown above is a prototype of one of two different designs of a bumper guard | Rambler showrooms at Hoxsie Four 
for the Triumph. The guards are made of heavy-gauge tubing finished with chrome.! Corners, Warwick, R. I. 


Hansen said he was setting up 

a nationwide Toyopet dealer or- 
| ganization. 
Toyota’s cars and jeeps are sold 
in the Hawaiian Islands, Philip- 
pines, Malaya and Central and 
South America. The Toyota line is 
the biggest single export product 
|from Japan, Hansen said. 


Volvo 


vo. now is available in the 

| U.S. with a completely synchro- 

nized, four-speed transmission as a 

| no-extra-cost 

option. The three- 

speed Volvo will 

remain available. 

Carl A. A. Hog- 

man has been 

named president 

of Volvo Imports, 

Inc., and chair- 

man of Volvo 

Distributing, Inc., 

the two American 

subsidiaries of 

C. A. A. Hogman the Swedish auto 

| manufacturer. Hogman formerly 

| was vice-president of domestic 
sales in Sweden. 

Volvo sales in the U.S. topped 
12,000 in 1957 and are expected to 
exceed 18,000 in 1958. Volvo ranks 
seventh in sales among imports. 


British Ford 


$21-MILLION foundry has been 

opened by Ford Motor Co.'s 
British branch in the London sub- 
urb of Dagenham. The project was 
part of a $182 million expansion 
program started in 1954. 

A $28 million assembly building, 
the largest single project, will be 
ready next April, while a body 
press plant is scheduled to be com- 
pleted this year. A new machine 
shop already is in operation. 


Goliath 


Re PETERSON, president of 
Goliath Motors, U. S. distribu- 
tor of the German-built car, visited 
Bremen, Germany, conferring with 
officials of Borgward-Werk on in- 
creasing production to meet grow- 
ing demand. 

A spokesman reported Goliath 
Motors sales probably will be aver- 
aging about 1,000 a month by July 
or August. “This is considerably 
above our estimates as we didn’t 
expect to hit this figure until some- 
| time in 1959,” he said. 


Mercedes-Benz 


D*® FRITZ KONECKE, president 
of Daimler-Benz, and A. F. 
Crosby, chairman of Standard 
Motor Products, Ltd. Melbourne, 
Australia, announced that an agree- 
ment has been concluded whereby 
a new company will be formed in 
Australia to develop the Australian 
market for Mercedes-Benz trucks, 
cars and engines. 

This company, Mercedes-Benz 
(Australia), Pty. Ltd., will be capi- 
talized by Daimler-Benz and 
Standard Motor Products. 


Isetta 


HE Isetta Owners Club.of South- 

ern California has scheduled 
an economy run for June 15. More 
than 100 members will participate, 
and there will be trophies for the 
winners. 


Fadex Commercial Corp., im- 
porter of the BMW Isetta, has 
opened a new sales office at 319 
Van Norman Rd. Montebello, 
Calif. It is under the direction of 
E. A. Jacquemart, vice-president of 
Fadex Western Motors, Inc. 


Reghitto Adds Simca 


Lou Reghitte, Oldsmobile dealer 
in Antioch, Calif., has added Simca. 
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TURNINGS 


by 


Joseph M. Callahan 


Engine Problems 


In 1,600 Varieties 


IGHLAND PARK, Mich.—What 

are the engineering problems 
connected with the production of 
1,600 different engines? 


To get the answer to this ques- 
tion, Leo H. Lesperance, acting 
chief engineer of Ford Motor Co.’s 
industrial engine department, was 
interviewed because that is what 
his department is now capable of. 

These 1,600 engines and power 

units are powered by one of 10 
basic Ford truck and tractor en- 
gines to which an almost endless 
variety of external and internal 
optional items are attached. 





The line of basic engines was 
boosted to 10 by the recent addi- 
tion of a 330-inch six-cylinder diesel 
and the 401, 477 and 534-inch eight- 
cylinder gas engines. Other en- 
gines are the 134, 172, 223, 272 and 
332-inch gas engine and the 220- 
inch four-cylinder diesel, 


To these basic engines, the in- 
dustrial engine department can at- 
tach one of 10 different transmis- 
sions, one of two clutches, one of 
three torque convertors, one of 
three fly wheels, either a pusher or 
suction fan, a gas, natural gas or 
Propane-Butane carburetor, a vari- 
ety of exhaust manifolds and muf- 
flers, starters with either inboard 
or outboard bearings, a choice of 
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EXCLUSIVE: it can not be bought in any store! 


YOUR WYNN’S FRICTION PROOFING SALESMAN 
IS THE MAN TO SEE! 


Your Wynn’s Friction Proofing salesman 
will show you how easy it is for you to get 
this exciting sports shirt free and to make 
more money for yourself at the same time. 





Exciting Action Pictures 
/ America’s fastest car 
~/ Hot Rods and Jalopy Champs 
</ Johnnie Parsons ‘500’ Wynner 
VV Midgets and Quarter Midgets 
/ Sports Cars, Planes and Helicopters 
VV Official Racing Symbols 
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and in the SATURDAY EVENING POST on July 12. 











crankshaft pulleys, one of three 
governors, a six-, 12- or 24-volt 
electrical system with either AC or 
DC current and either a commer- 
cial or military (suppressed so as 
not to interfere with radios) igni- 
tion systems. 


Among the widely-varying pieces 
of equipment using these engines 
and forage harvesters, portable 
feed mills, lift trucks, oil well 
pumps, oil drilling rigs, cotton pick- 
ers, irrigation pumps, sawmills, 
shovels and cranes, street sweepers, 
airport sweepers, wind machines to 
dispel frost from fruit groves, air- 
port crash trucks, jet plane start- 
ers, commercial airline air condi- 
tioners, railroad cars equipped for 
self-propulsion, amusement park 
equipment, ski tows, fishing boats, 
oyster dredges, ice cutters and 
many other rigs. 

Lesperance said that his depart- 
ment has benefited by the growing 
use of Propane-Butane gas engines, 
especially for inside factory lift 
trucks. Many firms find these en- 
gines are cleaner and easier to fuel 
up. 


* * * 


Custom Design 

“WE BUILD custom to any com- 
| pany’s requirements,” he said. 
|“Each year we're able to do more 
custom work because each year 





Be sure you see him—you can’t get this 
shirt any other way. 


IMPORTANT: Wynn’s Friction Proofing 
carries the Car Life Seal of Merit. 
Awarded for Superiority, Efficiency and 
Performance, it’s their approval that these 
products will perform as advertised. 


. THE Fug, IS IN THE Foeformauce/ 


Also available in Canada and everywhere in the free world. 


Industrial Engine in Action— 


An Asplundh Chipper chops up tree branches in one of the many applications of 
industrial engines. Ford Motor Co. expects a 25-percent growth in its dealer organi- 
zations for the engines in 1958. The organization of about 200 dealers and 29 


distributors is now said to be “just in its 
* * ca 

more demands arise, Then we're 

able to pass on the things we learn 

to anybody else. 

“There’s an endless number of 
applications for these power units 
and we're constantly finding new 
ones. Whenever we find a new ap- 
plication we mimeograph a report 
of it for all of our distributors and 
department people.” 

Predicting he was anticipating a 













infancy. . 2 sb 

considerable increase in Ford in- 
dustrial engine sales, Lesperance 
said his company offered (1) very 
quick delivery, (2) a great avail- 
ability of parts through the Ford 
dealership organization and (3) 
economical prices because of the 
use of basic high-production truck 
and tractor engines. 

Elaborating on these points, he 
asserted, “When we get a ‘unit 
down’ order, we usually will give 
delivery by air freight the same 
day because we realize how 
costly this can be. Usually our 
distributors will not be able to 
take care of these customers. 


“Parts and repair service is avail- 
able for these engines at our 30 
distributorships, at their network 
of about 200 industrial engine deal- 
ers and often, depending on the 
parts and repairs needed, at any 
of Ford’s 9,000 dealerships across 
the country. 

“We have a 10-man engineering 
staff in the industrial engine de- 
partment for the adaptation of ac- 
cessories. However, the engines are 
developed in the commercial en- 
gine section of Ford Motor Co. 
And the whole Ford engineering 
group is available to us for con- 
sultation.” 

Asked what the principal differ- 
ences between an industrial engine 
and a vehicle engine were, Lesper- 
ance said that the industrial engine 
must be built for more prolonged 
and rugged operation. 

This is largely accomplished by 
the use of hard-faced exhaust 
valves, exhaust valve seat inserts, 
positive acting valve rotators, and 
heavy duty main bearings. How- 
ever, like Ford vehicle engines, all 
Ford industrial engines are dynam- 
ically balanced. 

“It's hard to say what the life 
expectancy of an industrial engine 
is because they vary so,” com- 
mented Lesperance. “Some will run 
continuously for months and some 
standby units may never be used.” 


Matter of Matching 


ECLARING that one of the 

major problems of his staff is 
the selection of “compatible” com- 
ponents, he said a special starter 
may require a special fly wheel, 
which may require a special fly 
wheel housing—a whole chain re- 
action of new components. 


Among recent problems solved 
by his department was the de- 
velopment of a power unit for 
an orchard sprayer that was 
resistant to the highly-corrosive 
material being sprayed. 


Another tough problem was the 
development of an electrical sys- 
tem for an engine to be used in 
the tropics that was unaffected by 
a tropical fungus that attacked 
electrical wire coverings. This re- 
quired “fungus proofing” the wires 
by painting them with a special 
baked-on lacquer. 


While Ford Motor Co. has been 
building industrial engines for 
decades, it first began building 
them to specifications in 1947. The 
distributor organization was 
founded in 1955. J. F. Bachman has 
been manager of the department 
since its inception. Most engine 
adaptations are made at Ford’s old 
plant. 


Declaring that, unlike most sec- 
tions of the auto industry, Ford’s 
industrial engine department was 
enjoying a banner year, Lesperance 
said. “May was one of our best 
months. This business doesn’t oper- 
ate on the same cycle as the car 
business. We're currently expand- 
ing our work force.” 
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FIRST PUBLIC ANNOUNCEMENT 


A NEW, PROFITABLE WAY TO WASH 





CARS AND TRUCKS! 











eee 


This is the car washing process the whole country is excited about. Service 
station operators, new and used car dealers, and fleet operators are 
saying .. . ‘“Sprayaway turned my wash rack from a liability to an asset.” 





Fe 

y ) Spray it on. Gentle Sprayaway seems to “melt” 
, dirt away. Cleans hard to get to places. No 

rubbing! Dirt and grime arent ground in! 


Clear water rinse. After two applications of 
Sprayaway, the water rinse ‘floats’ dirt away. 
Operator stays completely dry! 





Wipe dry any water spots that may remain with The Sprayaway process utilizes a chemical which polarizes 
soft cloth or chamois. Gentle Sprayaway is 
better for wax or silicone finish than old-fashioned 
washing methods. 


dirt particles with like electrical charges, forcing them away 
from each other and from the surface of the car. Sprayaway 
cleans completely in half the time, at an average chemical 
cost of 8¢ per washing. The chemical is 


perfectly harmless to skin, eyes, clothing. 


DISTRIBUTORS 


Thousands of Sprayaway units are being sold each 






week! Equipment is leased by distributor to operator. 


DISTRIBUTED NATIONALLY BY 


Distributor also receives income from sale of chemical 


used in unit. Protected territories are available but — 


CENTURY ENTERPRISES INCORPORATED 


1702 East 6th Street, Tulsa, Oklahoma 


going fast. Proven business experience and at 
least $25,000 capital necessary. Call LUther 4-3671, 
Tulsa, Oklahoma, or write to address at left. 
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Average Prices of Used Cars Sold at Auction 


"56°57 
Aug. 


Prices of 57s added and ‘49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion increased $19 last week to 
$975, according to Automotive 
News’ index. 

It was the first increase in 
three weeks’ time, and carried 
the index to the highest level re- 
corded since mid-April. 


In the face of the general in- 
crease losses were recorded for 
three models: '58s dropped $31; 
"52s fell $11, and ’53s went down 
$3. 

Gains amounted to $77 on 56s, 
$71 on ’57s, $21 on ’5ls, $20 on 
"556 and $16 on 54s. 

At a group of representative 
auctions last week, the average 
consignment was 214.6 units, com- 
pared with 220.7 a week earlier. 
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(Compiled by Automotive News from Auction Reports.) 
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"56 =°S7 
Nov. 


"66°57 
Oct. 


56 °S7 "56 


Sept. 


"57 °58 
March 


"57 °58 


"67 
\. Jan, 


Figures alongside bars represent dollars. 


The sales ratio was 70.2 percent 
compared with 69.6 in the pre- 
vious week. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. . 

* * 


LITTLETON, COLO. 


Colorado Auto Auction, Inc. Sale every 
Monday. Prices are for sale of May 26. 
Market very active. 


BUICK—’57 Super conv., $2,210° (ps); 
Special 4-dr., $1,665°*. 
’56 Century Hardtop, $1,230*. 
"653 Super conv., $580° (ps); Super 4- 


dr., $295, $290°. 
"51 Special 4-dr., $130*. | 
CADILLAC—’58 (62) coupe de Ville, $5,- 


025* (ps); 4-dr., $4,550° (ps). | 
’57 (62) coupe de Ville, 2 at $3,750*°| 
(ps), $3,580° (ps). 
"66 (62) coupe, $2,605° (ps), $2,350° | 
(ps). 


"55 (62) 4-dr., $1,950° (ps). 
"54 (62) coupe de Ville, $1,800° (ps). 
CHEVROLET — ‘58 Impala (8) Hardtop, | 





$2,605; conv., $2,350° (ps); Brookwood 


(8) station wagon, $2,455*. 

’57 Bel Air (8) Hardtop, $1,895*, $1,- 
835, $1,815*; Two-ten (8) station 
wagon, $1,665*; 4-dr., $1,650°. $1,395, 
$1,175; One-fifty (6) 4-dr., $955, $900. 

'56 Bel Air (8) 4-dr., $1,375*, $945. 

'55 Bel Air (8) Hardtop, $1,245° (ps), 
$915*, $795°. 

"54 Bel Air (6) Hardtop, $745; Two-ten 
(6) 4-dr., $420 

"53 4-dr., $440, $290°. 

"52 4-dr., $355, $335 

CHRYSLER — '57 Windsor Hardtop, $1,- 
805°. 

"56 NY St. Regis sedan, $1,910* (ps). 

"55 NY 4-dr., $1,130° (ps); Windsor 4- 
dr., $890° 

DeSOTO—'57 Firedome (8) 4-dr., $1,940° | 
(ps). 
"54 Firedome (8) 4-dr., $435° (ps). 


DODGE—'58 Royal (8) 4-dr., $2,765* (ps). 
‘57 Coronet (8) station wagon, $1,940°; 
2-dr., $1,755° (ps), $1,625*, $1,610°. 

"49 4-dr., $115. 

FOR D — ‘5S Fairlane (8) 4-dr., $2,595° 
(ps); Country sedan (8) station wag- 
on, $2,175. 

‘ST Thunderbird (8) sedan, $2,825° (ps); 
Fairlane (8) 4-dr., 2 at $1,690° (ps), 
$1,620°, $1,585°, $1,450°; Custom (8) 
4-dr., $1,275°; 2-dr., $1,000. 


ee 
toe 


"57 °58 
Apr. 
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"56 Country sedan (6) station wagon, 
$1,310, $1,170; Fairlane (8) 2-dr., 
$930°. 

"55 Country sedan station wagon, $1,- 
100°; Fairlane conv., $980°; 2-dr., 
$920, $885°*. 

"54 Crest 4-dr., $600°. 

"53 Custom 4-dr., $465°. | 

LINCOLN—'56 Capri 4-dr., $1,620° (ps). | 

"54 Cosmopolitan coupe, $625* (ps). 

MERCURY—'58 Monterey 4-dr., $2,340°*. 


"57 Montclair Hardtop, $2,415* (ps), $2,- 
080° (ps); Commuter station wagon, 
$2,110*; Monterey Hardtop, $1,810*. 

"56 Custom 4-dr., $1,055. 

"54 station wagon, $950* 
750°, $600° (ps). 

OLDSMOBILE—’57 Super (88) 4-dr., $2,- 


(ps); 4-dr., 


110°; (88) Hardtop, $1,980*. 

"56 (98) 4-dr., $1,565° (ps), $1,495° 
(ps); Super (88) Hardtop, $1,550*° 
(ps); (88) 2-dr., $1,325*, $1,250° 
(ps), $1,225°. 

"55 (98) 4-dr., $1,225° (ps), $1,195° 
(ps). 

"653 Super (S88) 4-dr., $555°*. 


"S52 (88) 4-dr., $175°. 
PACKARD—'55 Clipper 4-dr., $910* (ps); | 


2-dr., $810° (ps). | 
PLYMOUTH—'55 Plaza (6) 2-dr., $550, | 
$340. 


| PONTIAC—'57 Star Chief (8) 4-dr., $1,-| 


795*; Chieftain (8) Hardtop, $1,750°, 
$1,585*, $1,580*, 
’56 Chieftain (8) station wagon, $1,135°; 


4-dr., $1,125* (ps); 2-dr., $1,030"; 
sedan, $995, $990. 
’54 Chieftain (8) 4-dr., $400*, 


’53 Chieftain sedan, $130*. 
RAMBLER—’58 Super (6) station wagor,, 
$2,425, $2,190. 
’57 Super (8) station wagon, $1,635*. 
’56 station wagon, $1,635*, $1,400, $1.- 


105. 

STUDEBAKER — '57 Pelham (6) station 
wagon, $1,075. 

WILLYS—’53 Jeep, $175. 

"52 station wagon, $425. 

"48 Jeep, $400. 

MISCELLANEOUS—’'58 Volkswagen Kar- 
mann-Ghia coupe, $2,325; delivery var 
$1,830; station wagon, $1,700: 

"57 Volkswagen Karmann-Ghia_ coupe, 
$2,125; Volkswagen 2-dr., 2 at $1,475, 
$1,125; Chevrolet Cameo pickup, $1,- 
450; Willys pickup, $1,400. 

56 Chevrolet %-ton pickup, $905, $825 

’54 Ford %-ton pickup, $580. 

’53 Willys pickup, $595. 

"52 Chevrolet %-ton pickup, $455. 

’48 Dodge %-ton pickup, $270. 


ALBANY 


Tim Anspach Dealer's 
Sale every Monday. 
May 26. 


We had a whopping good aaction here 
today, prices were strong on choice first 
grades. Very few second grade cars were 
offered. Thus accounting for the large 
84 percent sold. 


BUICK—’56 Special Riviera, 
270°, $1,230°; 2-dr., 
conv., $1,165° (ps). 

’55 Special Estate Wagon, $1,450*; Rivi- 
era, $1,180°, $970, $835; RM 4-dr., 
$950*, $725*; Super 4-dr., $930°*. 

"54 Special 4-dr., $850°. 

"53 Special Riviera, $450; Super Riviera, 
$365°, $360°. 

"52 RM 2-dr., $250°; 
Riviera, $175*. 

"51 Special 4-dr., $200. 

CADILLAC—'56 (62) sedan de Ville, 
550° (ps), $2.500° (ps). 

"54 (62) 4-dr., $1,425*° (ps). 

OCHEVROLET—'5S Impala (8) coupe, $2,- 


Auto Auction. 
Prices are for sale of 


$1,290°, 
$1,230°* ; 


$1,- 
Century 


Super 4-dr., $225; 


$2,- 


520°, $2,410°; conv., $2,500° (ps). 

"57 One-fifty (6) 2-dr., $1,260 

"56 Bel Air (8) 4-dr., $1,385°; 2-dr., 
$1.250°; Two-ten (8) 4-dr., $1,020, 
$975; 2-dr., $1,000°; Two-ten (6) 2- 
dr., $1,100, $950. 

55 Bel Air (8) Sport coupe, $1,.060*, 
$950°; 4-dr., $970, $950; Bel Air (6) 
2-dr.. $1,000, $960°; Two-ten (8) 2- 
dr., $750; Delray, $710°; One-fifty (6) 
2-dr., $480. 

"54 Handyman, $810; Bel Air Sport 


(Continued on Page 30, Col. 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 








COLORADO AUTO AUCTION 

LITTLETON, COLO. SOUTH 
DEALERS ONLY 

Sale Every Monday—11:00 a.m. 

Owners: Francis R. Casselli—Cerroll Kopfer 

Phone Denver: SUnset 1-7821 

Wire Colorade Auto Auction FAX 

Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
The Bank of Denver 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 











NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


Crossroads 


- -. where they meet . 
and sellers... 


. . buyers 
new and used car 


dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 








IND. 
SALE EVERY FRIDAY 


TRUCKS AT 11:00 A.M. 
CARS AT 12:30 P.M. 


DYER 


Checks and Titles Guaranteed 


11 years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UNion 5-2361 Chicago line: REgent 1-6181 





MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/. mile from Detroit City Limits 


i} 








MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


@ “DUAL RING" 2 lines running simultane- 
ously. 


© Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area. 

© Always a fine selection of sharp cars. ° 

© Friendly relations prevail at all times. 

® Congenial auctioneers. 

© Fair management, 


MICHIGAN'S FINEST SALE 
12:30 SALE EVERY WEDNESDAY 


12:30 
M. D. McColium, Vice-President and Ma’ r 
3711 Western Road Phone CEdar 9-992 








MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One oe nip ead of Grantee, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy | 
“Michigan's Best" 
Phone: ARdmore 6-4720 





MISSISSIPPI 


JACKSON — Greater Jackson Auto| 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MISSOURI 
KANSAS CITY—K. C. Auto Auction, 


1900 Truman Rd. Two big sales each 
Wed.-Fri. All models both days. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 











NEW JERSEY 








CROSSROADS OF THE EAST 


} 


SEUh: 


N-A-D-E 


WEDNESDAY, 11 A.M. 
NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 





Thruway Auto Auction, Inc. 
Rovte 188 Buffalo, New York 
EVERY TUESDAY 


Insured Checks — Insured Titles | 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner! On U. S$. Route 20A 


FAlyi Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll | 
pick you up. 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 

| 


NEW YORK CITY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks ore insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








CLASSIFIED WANT ADS 
BRING RESULTS 











MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Seale Every Monday, 12:30 P.M. 
“WE NEVER miss” 
Your Good Will—Our Most Valuable Asset 
Phone 5-9535 








PENNSYLVANIA 








MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


¥%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





WEST VIRGINIA 
MID-ATLANTIC 
DEALER AUCTION 


11:30 


Wed 


MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 
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Use this “rolt-the-window” test fo sell more E-Z-tYE op 


TT gag. 


Hy 
i 
i 
rf 





See Ray Collins as ‘‘Lt. Tragg’’ in The Perry Mason Show, CBS-TV Network, Saturday Nights 


“Lt Trago proves E-Z-EVE 1s the next best thing to air conditioning 


Let your customers drive your demonstrator out in 
the sun and roll the E-Z-Eye window halfway down. 


Reduces fatiguing glare, too 
They’ll feel the sun burning their forehead while the This test also shows how E-Z-Eve protects against 


rest of their face stays shady cool. The reason: E-Z-Evz glare fatigue, caused by squinting into strong natural 
Safety Glass has a special chemical composition that light. Particularly through the windshield, your cus- 
filters out a high percentage of the hot solar radiation, tomer will see how shaded E-Z-Eyve Safety Plate 


! and gives this safety glass a pleasing blue-green tint. reduces glare while giving clear, undistorted vision. 


Any wonder why E-Z-EYe is one of your car’s most wanted 
options? Anda most profitable one for you? Sell it! 


—— 3 steps 
—— to added 
protits 


1. ORDER YOUR CARS FROM 
THE FACTORY WITH E-Z-EYE 
GLASS. Cars move more 
easily with E-Z-Eyve (na- 
tional surveys show more 
than 55% of car buyers 
want tinted glass). 


2. EQUIP ALL YOUR DEMON- 
STRATORS WITH E-Z-EYE. No 
better way to sell the 
features of E-Z-Eyve than 
by giving your prospects a 
convincing look-through. 


3. SELL UP TO E-Z-EYE AT 
OPTION-CHOOSING TIME.One 
of the least expensive of all 
optional features, but an 
extra Sale for you and much 
of it clear profit! 





=-Z-EYIE SAFETY MP LATIE 








LIBBEY - OWENS 


- FORD GLASS 


with the shaded windshield 


COMPANY, TOLEDO 3, 


OHIO 











Used-Car Auction Prices 





(Continued from Page 28) 


coupe, $850; Two-ten 4-dr., $585, | 


$550°, $500. 

'53 Bel Air coupe, $530; 2-dr., $320; 
Two-ten 4-dr., $450; 2-dr., $310; One- 
fifty station wagon, $370; 2-dr., $310, 
$220. 

’50 4-dr., $170°. 

CHRYSLER—’52 Windsor 4-dr., $250°*. 

DeSOTO—'56 Firedome Hardtop, $1,210*. 

DODGE—’57 Custom Royal 4-dr., $1,810° 
(ps). 

155° Royal (8) conv., $1,075*; Custom 
Royal 4-dr., $980°; Coronet 4-dr., 
$550 

'53 Sierra station wagon, $600*. 
FORD—’58 Fairlane (8) 500 4-dr., $2,325° 

(ps). 

‘57 Fairlane (8) 500 conv., $1,900° (ps), 
$1,840* (ps); Victoria, $1,800°; Cus- 
tom (8) coupe, $1,210*; Custom (6) 
9-dr., $960; Del Rio station wagon. 
$1,650". 

’56 Country sedan, $1,400; Fairlane (8) 
Victoria, $1,325°; sedan, 2 at $900°; 
Custom (8) 2-dr., $1,070*, $940; 4-dr., 
$780. 

'55 Country Squire, $1,180*; Country 
sedan, $910; Fairlane (5) conv., $1.- 
120%: Victoria, $1,080*°, $1,070*, $920; 
4-dr., $800; 2-dr., $600; Custom Ranch 
Wagon, $885°; 2-dr., $720°; 4-dr., 
$675°; Victoria, $685°; Main (6) 2- 
dr., $510. 

'54 Custom (8) 4-dr., $630°, $570; 2-dr., 
$580°, $410; Crest (8) 2-dr., $610° 
53 Ranch Wagon, $560*° (ps); Custom 

(8) 2-dr., $375°. 

'52 Main (6) 4-dr., $270 

MERCURY—'58 Turnpike Cruiser, $2,875* 
(ps). 

"54 Custom 2-dr., $700° 

'53 Monterey Sport coupe, $550*. 

"51 Custom 2-dr., $170*° 
OLDSMOBILE — ‘57 (98) 4-dr., $2,300° 

(ps); (88) Holiday coupe, $1,860° 

'56 (88) Super conv., $1,725* (ps); 4- 
dr.. $1,.550° (ps); Holiday, $1,450°; 
(88) Holiday, $1,400° (ps), $1,300° 
(ps); 2-dr., $1,250° ‘ps) 

'55 (88) Super conv., $1,425° (ps); (88) 
4-dr. Holiday, $1,200*. 

"54 (88) Super 4-dr., $850° (ps) 
PACKARD —'53 Clipper 2-dr.. $310° (ps) 
PLYMOUTH—'57 Custom (8) 2-dr., $1,- 

475° 

‘56 Belvedere (6) coupe, $1,070; Savoy 
(8) sedan, $885, $800 

65 Belvedere (8) 4-dr., $1,020°; Sport 
coupe, $850°; Savoy (8) 4-dr., $775, 
$530; Savoy (6) 2-dr., $605; Plaza (8) 
2-dr., $620. 

"54 Belvedere 4-<r $650° (ps); conv., 
$590°; Savoy 4-dr., $575 

‘S53 Cambridge 2-dr., $500, $200; Cran- 
brook conv., $460°; sedan, $360, $220, 
$210. 

"S52 2-dr., $110 

"51 conv., $120. 

PONTIAC—'56 Chieftain Catalina, $1,070°. 

"55 Chieftain Catalina, $1,000°; Star 
Chief 4-dr., $975*° 

"54 Chieftain 4-dr., $525°. 

"53 Chieftain 2-dr., $190. 

"652 Chieftain Catalina, $160°, $140° 
RAMBLER—'56 Custom 4-dr., $1,225*. 

"55 4-dr. station wagon, $950 
MISCELLANEOUS—'58 Isetta coupe, $610. 

"57 MG coupe, $1,800 

"55 Chevrolet carryall, $435. 

"54 Jaguar 4-dr.. $725. 

"53 Ford %-ton panel, §210. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday evening and Thursday noon. Prices 
are for sale of May 22 and 26. 

Market steady. Sold 120 cars from 
232 consignments. 


BUICK—'57 Special 2-dr., $2,100° (ps), 


$1,620° 
"56 Super 4-dr. Hardtop, $1,400° (ps); 
Century sedan, $1,325° ‘ps); Special 
sedan, $1,210° (ps); club coupe, §$1,- 
065° 


"55 RM 2-dr.. $1,065° (ps); Century 2- 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 


@ Pian on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cars Are Located 
in Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 


Special sedan, $870* 
| (ps), $705*. 
CADILLAC—’57 (62) conv., $3,625* (ps). 


CHEVROLET—’56 Bel Air 


club coupe, station wag- 
Two-ten sedan, $865. 
conv., $1,045°; 
$875; Two-ten coupe, $510. 
'54 station wagon, $725*, 
club coupe, 





Two-ten 2- 


$330, $230. 
CHRYSLER—'55 NY 2 
'53 NY sedan, $245*. 
"54 Firedome sedan, 
'563 Firedome sedan, $305*, 
’52 Firedome sedan, $215. 
DODGE—’ 56 Coronet sedan, $1,100*, $935*. 
"55 Royal sedan, $810* (ps). 
Coronet club coupe, 
Coronet sedan, 
Suburban, $255. 
station wagon, $1,835. 


Meadowbrook 


Main 2-dr., 


"56 Fairlane 
coupe, $1,200*; Custom station wagon, 
Main 2-dr., 


"55 Fairlane 4-dr., 
"54 Custom club coupe, $365°*. 


club coupe, $2,725* 
"56 Premiere 
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| 
MERCURY—’56 Montclair 2-dr., $1,180* 


(ps). 
’55 Monterey sedan, $935*, $735*. 
’54 Monterey sedan, $650*, $550*. 
"52 2-dr., $200. 
NASH—’53 Statesman Super sedan, 


OLDSMOBILE—’56 (98) Holiday, $1,610* | 


(ps). 


’55 (98) Holiday, $1,350* (ps), $1,250*; 
sedan, $1,100*, $1,025* (ps); (88) 


dr., $920* (ps), $875*. 
54 (88) 2-dr., $520*. 
’53 (88) sedan, $400*, $305°*. 


PACKAR D—'56 Clipper 2-dr., $1,165* 


(ps). 
’55 Clipper sedan, $675*. 


PLYMOUTH—’ 57 Belvedere (6) sedan, $1,- 


275*, $1,250°*. 


’56 Suburban station wagon, $1,160*, 
$1,065*; Belvedere conv., $1,070; Savoy 


club coupe, $990. 


’55 Plaza sedan, $600, $505, $500, $495°; 


club sedan, $525; Savoy 2-dr., 
’54 Savoy sedan, $160. 


PONTIAC—’56 Chieftain sedan, $1,050*. 
’55 Chieftain conv., $825*; club coupe, 


$850* (ps); 2-dr., $800° (ps), 


54 Chieftain sedan, $530* (ps), $425°; 


conv., $455° (ps). 
*53 2-dr., $390°. 
"52 station wagon, $275. 


STU DEBAKER—’57 Champion sedan, $1,- 


150°. 
‘53 sedan, $315°, $225. 


MISCELLANEOUS—'56 Ford %-ton pick- | 


up, $600. 
"54 Chevrolet pickup, $450. 


EBENSBURG, PA. 


Ebensburg Auto Auction Sale 


Thursday. Prices are for sale of May 29. 


"56 and °S57 models moving rapidly, 
older models in demand if clean. Sold 61 


cars from 83 consignments. 


BUICK—’'56 Century Riviera, $1,370* (ps); 








Model Breakdown 
Of Auction Averages 


veeseseese $2588 

















$1,300* (ps); Special) 


53 RM 4-dr., 
CADILLAC—’ 55 


CHEVROLET 


’55 One-fifty (6) 2-dr., $580. 
’54 Bel Air conv., $605. 

’53 9 pass. station wagon, $285°*. 
’51 sedan, $185*, $105, $100*. 
HRYSLER—’56 Windsor 4-dr., 
—~51 Custom 4-dr., 


DODGE—’55 Royal Lancer Hardtop, 


4-dr., $785°. 
'53 Meadowbrook 4-dr., $165. 
"52 sedan, $175, $165. 





| FORD—’57 Fairlane (8) 500 Hardtop, $1.- 


Custom (6) 300 4-dr., $1,310 


56 Country sedan, $1,125; Custom (* 
sedan, $955*, $825; Custom (6) 2-dr 


’55 Custom Ranch Wagon, $585; 4-dr 
$575; coupe, $500. , 
’54 Custom Ranch Wagon, $750*; Cres 
Victoria, $650; 4-dr., $500; Custor 
$460, $280. 
’52 Ranch Wagon, $350. 
‘51 coupe, $150. 
| MERCURY—’53 4-dr., $395*. 
'52 2-dr., $120. 
| NASH—’52 Statesman 4-dr., $155. 
| OLDSMOBILE—’55 (88) Holiday, $945*. 
PACKARD—’54 Clipper Panama, $480*. 
| PLYMOUTH—’'57 Belvedere (8) Hardtor 
$1,600*. 
’53 Cranbrook 4-dr., $235. 
’51 4-dr., $140. 
RAMBLER—’ 56 4-dr., $950. 
WILLYS—’53 Aero Lark 2-dr., $265. 
| MISCELLANEOUS — '53 1-ton cab an: 
chassis, $310; 1-ton panel, $300. 
'52 Ford 1%-ton stake, $400. 


CHICAGO 


Arena Auto Auction. Sale every Tues 
"49 (62) coupe, $265*; (61) coupe, $175*. day. Prices are for sale of May 27. 
Market very strong and active all day. 
Sold 455 cars from 644 consignments, 
One-fifty | BUICK—’57 RM conv., $2,190* (ps); Super 
Riviera, $2,105* (ps); conv., $2,080*° 


Century Riviera, $2,050* (ps ; 


$2,050*; Special Riviera, $1,800*. 
Century Riviera, $1,485° (ps), $1 
(ps); conv., $1,375* (ps); 4-dr 


RM 4-dr., $1,370* (ps), $1,- 


(ps). 
Special Riviera, $1,100*, $910*; RM 


$1,045* (ps), $980* (ps); Cen- 


tury Hardtop, $1,035*; Super Riviera, 


(Continued on Page 31, Col 1) 
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| ’56 Fairlane (8) conv., $1,450* (ps), sedan, $1,345*, $1,320*, $1,290*, $1,- 








$1,390*; Victoria, $1,285*, $1,170*; 250*; Savoy (6) 4-dr., $1,285*. 
station wagon, $1,345*; sedan, $1,250* ’56 Belvedere Hardtop, $1,190*, $1,030*, 
4 “4 (ps), $1,200*, $1,150*. $950*; station wagon, $1,170*. 
se 7 or uction rices ’55 Thunderbird, $1,850; Fairlane (8) ’55 Belvedere (8) Hardtop, $880* (ps); 
conv., $955*, $950*, $830*; sedan, Belvedere (6) 4-dr., $760*°; Savoy 2- 
$820*, $805*, $765*. dr., $620. 
’54 Custom Ranch Wagon, $700*; 4-dr., PONTIAC—’57 Star Chief Catalina, $2,- 
$515; Crest (8) Victoria, $690*, $685*, 095* (ps). 
(Continued from Page 30) $630*. ’56 Star Chief 4-dr., $1,350*; Chieftain 
’53 Custom 4-dr., $525*. ‘os dae teed eam $1,185° (ps) 

54 Super Riviera, $895*; 4-dr., $875*; $1,350. IMPERIAL—’57 conv., ,435* (ps). ar Chief conv., $1, ps). 

RM Riviera, $760* (ps), $755* (ps). 55 Bel Air | on geen, eee: LINCOLN — °57 Sere 4-dr., $2,725* eee gne8.. 4-dr. station wagon, $1,- 
53 Super Riviera, $500* (ps). 050*, $930*, b ; 4-dr., * ; : 300, . 3 

CADILLAC—’58 (62) 4-dr., $4,410* (ps); | — $1,055*; Two-ten (6) "36 Premiere Hardtop, $1,950* (ps), $1,- OT 57 Provincial station 

nv., $4,905* (ps). | r 905* ¢ , $1,800* (ps). ‘ , Shade > 

57182) ‘conv, $2745° (ps); 4-dr., §$3,-| °54 Bel Air Hardtop, $655*; 4-dr., $640°, . Peenae aoe, si ls0° (eo. 55 President 4-dr., $825*. 

290* (ps); (60) 4-dr., $3,400* (ps). $625*, $610*; Two-ten Delray, $590. | +54 Capri conv., $700°. 

56 (62) conv., $2,415* (ps); coupe de) "53 ie 2-dr., $545; | weRCURY—'57 Montciair conv., $2,240* NEW YORK CITY 
Ville, $2,350* (ps). | station ’ . (ps); Hardtop, $1,800* (ps), $1,790* ce 
55 (62) coupe, $i,975° (ps), $1,895* | CHRYSLER — ’'57 Windsor Hardtop, $1,- (pe), $1,785° (pe); Monterey Hardtop, aun ines uae a a ey Tues 
(ps); conv., $1,860° (ps). 745°. $1,745° (ps), $1,715* (ps); 2-dr., $1,-| °°" Coes jamin af * with 

54 (62) coupe de Ville, $1,445* (ps), ’56 Newport Hardtop, $1,480*. 400. ae ee vi 01 Pe 
$1,400* (ps). | °55 Windsor 4-dr., $935*%; NY 4-dr., 56 4-dr. station wagon, $1,600*; Hard- — of action ae ee ee 

‘53 (62) coupe de Ville, $635*. $885°*. top, $1,215* (ps). a on & — y m : in a ew 

52 (62) 4-dr., $540°. °54 NY 4-dr., $755* (ps). ’55 Montclair Hardtop, $1,200*; station or a Sold cars from con- 

"51 (62) 4-dr., $480*. DeSOTO —'57 Firedome conv., $2,080*; wagon, $1,065*%; conv., $1,050* (ps). signments. 

CHEVROLET—'58 Impala (8) Hardtop, | Firesweep 4-dr., $1,680° (ps). NASH —’56 Ambassador 4-dr., $1,115*| BUICK—’56 Century 4-dr. Riviera, $1,- 
$2,400* (ps); Bel Air (8) Hardtop,| ‘55 Fireflite Hardtop, $1,050*° (ps). (ps). 495*; Super Riviera, $1,235*; Special 
$2,160*. | DODGE — ‘57 Coronet Hardtop, $1,985°| +55 Ambassador Hardtop, $955* (ps). 4-dr., $1,075. 

‘57 Bel Air (8) conv., $1,970* (ps), $1,- (ps); _conv., $1,940* (ps), $1,900°| +54 Statesman Hardtop, $560*. 55 Century Riviera, $1,070*, $965*, | 
885°, $1,880* (ps), $1,790*, $1,730*; | (ps); Royal 4-dr, Hardtop, $1,700°. | oLDSMOBILE—’57 (98) Holiday, $2,325* $920*; Super Riviera, $1,000*; Special 
4-dr. Hardtop, $1,815* (ps), $1,780*, 56 station wagon, $1,395°*. (ps), $2,285*; 4-dr., $2,320* (ps); (88) sedan, $900*, $820, $700. 
$1,765* (ps), $1,720*, $1,685*, $1,625° *55 Royal Hardtop, $960°. Hardtop, $2,150* (ps), $2,120* (ps),| °'54 Special 4-dr.. $590; Super Riviera, 
(ps); station wagon, $1,955* (ps), $1,-| FORD—’58 Country sedan, $2,305* (ps); $1,980* (ps); sedan, $2,125* (ps); ’ $700. 

650*; Bel Air (6) Hardtop, $1,660* Fairlane (8) 500 4-dr., $2,140*, $1,- conv., $2,100*. 51 RM 4-dr., $170*. | 
(ps); 2-dr., $1,550; Two-ten (8) sta- 850*; Ranch Wagon, $1,750. 56 (98) Holiday, $1,700* (ps), $1,630*| CADILLAC—'57 (62) 2-dr., $3,275* (ps). 
tion wagon, $1,805* (ps), $1,755*; 4- ’57 Thunderbird, $2,685*; Fairlane (8) (ps), $1,410* (ps); (88) Super conv., 56 (62) 4-dr., $2,225* (ps); conv., $2,- 
dr., $1,495*; 2-dr., $1,460*, $1,320*, 500 Hardtop, $1,810* (ps), $1,775*, $1,625*; Holiday, $1,475* (ps), $1,335* , 285* (ps). 

$1,305, $1,280*°, $995; Two-ten (6) $1,730* (ps), $1,715*, $1,665*, $1,645* (ps). 52 (62) 4-dr., $265*. 

4-dr., $1,440*, $1,150* (ps); 2-dr., $1,- (ps), $1,635*; conv., $1,795* (ps), $1,- ’55 (98) Holiday, $1,370* (ps), $1,245*| CHEVROLET—’57 Two-ten (8) 2-dr., $1,- 
335, $1,285*, $1,260, $1,255*, $1,235. | 785* (ps); sedan, $1,635*, $1,620°, (ps); (88) conv., $1,340*; Holiday, : 225. $1,200. 

"56 Bel Air (8) conv., $1,480°, $1,460°| $1,500* (ps), $1,495*° (ps), $1,475* $1,270*, $1,250*, 56 Bel Air (8) conv., $1,350; Bel Air 
(ps), $1,445*, $1,440*; Hardtop, $1,- (ps); Custom 300 Hardtop, $1,455* ’54 (88) Super Holiday, $850*; (88) (6) 4-dr., $1,150; Two-ten sedan, $935, 
385*, $1,310*, $1,305*, $1,215*; 4-dr., (ps); sedan, $1,420*, $1,370*, $1,365*, Holiday, $790*; (98) conv., $755°*. F $900, $875, $865, $830. 
$1,295*, $1,275*; station wagon, $1,- $1,350*, $1,325*, $1, '305°*, $1,265, $1,- | PLYMOUTH—’57 Belvedere conv., $1,825*; 55 Bel Air conv., $975; sedan, $775; 
425*, $1,360; Two-ten station wagon, 250, $1,160; Ranch Wagon, $1,375. Hardtop, $1,700*, $1,555*; Savoy (8) Two-ten station wagon, $950, $850, 





IN AUTOMOTIVE ELECTRICITY 


—DELCO-REMY'S 

NEW GOLDEN MILESTONE 
SELF-RECTIFYING A.C. GENERATOR 
WITH TRANSISTOR REGULATOR 


Progressive engineering at Delco-Remy has produced the most significant development in 
automotive electricity in two decades—the revolutionary new golden milestone self-rectifying 
a.c. generator and its companion all-new transistor regulator. This trend-setting new power 
team is designed specifically to meet the extra output requirements of future cars and 
trucks—beginning with 1959 models. 


The compact new generator with its specially developed built-in silicon rectifiers can be 
installed quickly and easily with a minimum of change in standard d.c. electrical systems 
... offers a heavy charge at engine idle and up to twice the total output—with only a small 
increase in weight. 


Delco-Remy’s unique transistor regulator represents a bold new concept in voltage regula- 
tion—an electronic unit composed of durable long-lasting transistors and diodes with no 
moving parts. There are no mechanical components such as springs, hinges and contacts, 
so mounting position and vibration have no effect on operation, and the usual adverse 
effects of temperature and humidity are nullified. To the user, this means long-lasting set- 
tings, more accurate control of generator voltage, and elimination of periodic maintenance. 


The Golden Milestone Power Team is an outstanding example of Delco-Remy engineering 
leadership in the automotive electrical field—of Progressive Engineering at work for you. 








DELCO-REMY DIVISION OF GENERAL MOTORS ‘ e« ANDERSON, INDIANA 
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$815; sedan, $705, $630, $625. 
’54 Bel Air 4-dr., $725*; 2-dr., $640*; 
Two-ten sedan, $385. 
63 Bel Air sedan, $375, $365*, $300, 
$250; Two-ten sedan, $250. 
51 4-dr., $170, 
"50 2-dr., $115, 
CHRYSLER—’55 Windsor 4-dr., $880*. 
°49 4-dr., $185. 
DeSOTO—’55 Firedome 4-dr., $800. 
DODGE—’57 Coronet (8) station wagon, 
$1,600". 
"55 Royal 2-dr. Lancer, $930*, $875. 


FORD—’57 Custom (6) 300 4-dr., $1,280*, 
2 at $1,275*; Country sedan, $1,295. 
’56 Fairlane (8) 2-dr., $1,450*; Country 

sedan, $1,100*, $1,025, $995. 

’55 Fairlane (8) 4-dr., $1,015, $825, 
$725*; 2-dr., $805; Victoria, $910; 
Custom (6) 2-dr., $925; Ranch Wagon, 
$750, $670. 

’54 Country sedan, $770; Custom conv., 
$655; sedan, $525, $425. 

"53 sedan, $395, $345, $290, $240, $225. 

"52 2-dr., $165. 

"51 conv., $170*; 2-dr., $175. 


MERCURY—’56 Monterey sedan, $1,195*, 
$1,090*. 
’55 Monterey sedan, $830, $750*; station 
wagon, $725. 
’54 station wagon, $460. 
NASH—’52 sedan, $110. 


OLDSMOBILE — ’54 (88) Holiday, $910* 
(ps); 4-dr., $710*, $520; (98) 4-dr., 
$820*. 

"53 (88) 4-dr., $450*. 
"52 (88) 4-dr., $225. 
"51 4-dr., $175*, $155°. 

PACKARD—’ 54 Clipper 4-dr., $325. 

PLYMOUTH—’'56 Suburban station wagon, 
$1,070. 

"55 Belvedere (8) 4-dr., $800*. 
’53 Cranbrook 4-dr., $315, $240. 
"52 2-dr., $225. 
PONTIAC —'56 Chieftain 4-dr., $1,350*, 





$1,250*. 
’55 Chieftain Catalina, $1,170; station 
wagon, $800. 
"54 Star Chief conv., $600*; 4-dr., $500. 
"53 4-dr., $350. 


"52 4-dr., $200. 
RAMBLER—’55 station wagon, $900. 
"53 2-dr., $260. 
— em — °51 Commander 4-dr., 
105. 
MISCELLANEOUS — ’56 Chevrolet %-ton 
pickup, $700. 
"55 Hillman 4-dr., $645. 
"54 Chevrolet %-ton panel, $205. 


JENISON, MICH. 


Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of May 27. 


Buying on a more selective basis to- 
day. Market solid only on sharp cars. 
Consignment not as clean as usual, Sold 
83 cars from 98 offerings. 

BUICK—’57 RM conv., $2,135* Wn Spe- 
cial 4-dr., $1,715°; 2-dr., $1,665 

"56 Super Riviera, $1,380* " (ps); Special 
4-dr., $1,280*, $1,175°. 

55 RM Riviera, $960* (ps), $850*:; Spe- 
cial sedan. $945*, $895, $875, $840°. 
"54 Super Riviera, $680°, $640° (ps); 

Special 4-dr., $675°. 

"53 Super Riviera, $545*, $415*° (ps); 
Special 2-dr., $290*. 

CADILLAC—'58 (62) club coupe, $4,350° 
(ps). 

"55 (62) club coupe, $1,735* (ps). 
CHEVROLET—'58 Impala 2-dr., $2,340; 

Bel Air 2-dr., $2,175* (ps); Biscayne 

4-dr., $1,850. 

‘57 Two-ten 4-dr., $1,425, $1,315. 

"56 Bel Air sedan, $1,310*, $1,225°. 

"55 Bel Air conv., $1,050° (ps); sedan, 
$840°, $775, $750, $740°. 

"54 2-dr., $350. 

"53 2-dr., $310; 4-dr., $285, 

52 4-dr.. $285. 

DeSOTO—'57 Fireflite 4-dr., $1,360. 
DODGE—'56 Coronet 4-dr., "$975°. 
FORD —'58 Thunderbird, $3,780° (ps); 

Skyliner, $2,775* (ps); Custom 300 

2-dr., $1,670. 

"57 Fairlane Victoria, $1,390*; 2-dr., 
$1,275; Custom 300 4-dr., $1, 240. 

"56 station wagon, $1,375° (ps); Fair- 
lane (8) conv., $1,235*; Victoria, $1,- 
145°; 2-dr. $850, $825. 

"55 Fairlane '4-dr. $710*, $520°; Custom 
2-dr., $630°, $570. 


(Continued on Page 34, Col, 1) 








Should a dealer 
rent cars? 


You'll find the , 
answer to this | 
and _ countless 
other questions 
in Martin H. 
Bury’s remark- 


AUTOMOBILE 


able new book, 

“The Automo- 

bile Dealer.” 

The book is al- 

ready in its second printing and 
has been hailed as the “bible” of 
its field. Use coupon to order now. 
If, after 10 days, you are not ton- 
venced that this book belongs on 
your shelf for permanent reference, 
return it and we will refund your 
money! Order now, while you're 
thinking about it! 





PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


| 
Send copy (copies) of new book, 





“The Automobile Dealer,"' at $5.20 each, 
postpaid. 


| 0 1 enclose check 


l 
| 
| 

(1) Send C.0.D | 
| 
| 
| 

I 





FORD FAMILY OF FINE CARS CLEARINGHOUSE 


“A Renewal of Confidence 





“In viewing the present decline in our business, many people have 
begun to ask some pointed questions. Are the auto manufacturers 
putting too much chrome on their cars? Are cars loaded with too 
many gadgets? Are we building too much weight and horsepower 


into our cars? Are we making cars too big? 
“These questions deserve answers. 


“Because we must stake hundreds of millions of dollars every year 
on our opinion of what the buying public really wants, it is vital 
for us to find out what the public is thinking. One sound way to 
do this is to look at the actual market—at the kinds of cars people 


are buying today. 


WHAT KIND OF CARS ARE PEOPLE BUYING TODAY? 


“‘And what we do find when we look at today’s market seems at variance 
with the current theory that the public is fed up with luxurious features, 


style and prestige in its automobiles. 


“One star performer is the new four-passenger Ford Thunderbird. 


Its wonderful market performance testifies to the fact that many 


NO. 86 OF A SERIES 


At the recent annual meeting 

of Ford Motor Company Stockholders, 
Henry Ford II discussed the 

present business situation and the 
steps the Company is taking to 

meet changes in the automobile 
market. Here are several 


pertinent excerpts from his address. 


people are willing, even in today’s market, to buy a car that has 


strong, novel appeal. 


“Another contradiction to the theory that people today want less 
automobile is the continuing high rate of installation of extra-cost 
equipment in most of the car lines. An analysis of these optional 
accessories on our Company’s 1958 models illustrates this point 


very well. 


“Despite the present slump in the car market, automatic trans- 
missions are being installed on 71% of our 1958 products—only 
slightly below the all-time peak in 1957. Installation of power steer- 
ing and power brakes has actually increased percentage-wise over 
the 1957 level. 


“‘We cannot ignore such evidence that great numbers of automobile 
consumers continue to want high performance, comfort, high style 


and luxury. 


WHAT KIND OF CARS WILL PEOPLE BUY TOMORROW? 


“‘As we look to the markets ahead of us, what clues do we have about 








| 
VT 








the Future” 


the general economic and physical factors that will affect what the 


consumer wants in an automobile? 


“We find a trend toward increased family formation and a con- 
tinuing extension of the move to the suburbs. We find a general 
long-range increase in the buying power of the average American 
family. We find people traveling even farther by automobile to 
work and to play. We find a substantial extension of our national 
highway system, of fast, limited-access roads and expressways, 
moving traffic swiftly into and out of the centers of our great 


cities. We find the bulk of our sales going to the one-car family. 


“All of this adds up to the fact that the basic automobile, the 
family car, must continue to be a multipurpose car, capable of 
meeting all the transportation needs of the family. It must have 
the stability, power and general operating performance necessary 
for safe and secure operation on fast highways and expressways. 
It must be comfortable. It must be spacious enough to carry the 
things that have to be carried. It must be maneuverable and easy 


for women to drive. 


“And because, once we have established the over-all dimensions, it 
does not cost a great deal more to build a stylish body instead of a 
box, we assume that the customer will continue to buy the car that 


pleases him most in style, all other things being equal. 


“This seems to us to be a fair and reasonable picture of the general 
conditions that dictate the basic nature of automobiles to come. 
And, therefore, it underlies our thinking and planning for our own 


future products. 


EXPANDED COMPANY RESOURCES 


“During more than a decade of prosperous years, our management 
has waged a many-sided struggle against time, competition and our own 
deficiencies. Our market performance is a matter of history. At the 


same time, we have been building a vastly improved company. 


“Today we have a streamlined system of financial control that 
compares favorably with the best in American industry. We have 
excellent engineering personnel and facilities and a scientific research 
organization that is accomplishing things of great promise for the 


future of our business. 


“Our highly talented styling team has produced several automobiles 


that I believe are unmatched in beauty and form by anything 


competition has produced since the end of World War II. 


WHAT LIES AHEAD 


“T am sure that all of us are much more interested in what lies ahead 


than in what lies behind. 


“It is too early yet to state positively that the business decline 
has reached bottom. There are a number of hopeful signs, however. 
At the present time, the odds favor at least a modest recovery 


toward the end of the year. 


“Right now there are many factors present in the automobile 


market that could start a resurgence: 


“Seven out of ten car owners now own their cars outright—free 
of debt. 


“About one million more auto-credit contracts are scheduled to 


mature in 1958 than in 1957. 
“Private liquid savings are at the highest levels in history. 


“Some 60-odd-million Americans are employed—as many as in 


previous years when automobile sales were much greater. 


A RENEWAL OF CONFIDENCE 


‘All that’s needed is the mood to buy—a renewal of confidence in the 


future—and we will be off and running in short order. 


“Each day in the morning papers I find a new testimonial to the 
questing, adventurous spirit of America—talk of rockets to the 
moon and daily discoveries in a hundred and one branches of 
science and technology, all of them opening up new vistas of a richer 


and better life for ourselves and our children. 


“I know that we have much, much farther to go than we have 
already come. Today we are experiencing what should be only a 
brief interruption in our progress. All of us can do something to 
clear away the obstacles and get back on the high road. I’m sure 


all of us believe in that better future that lies ahead. 


dy a 
he 


“It is still early morning in America.” 


FORD MOTOR COMPANY e THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD e EDSEL ¢ MERCURY e LINCOLN ¢ CONTINENTAL MARK Ill © ENGLISH FORD LINE 
GERMAN FORD LINE e FORD TRUCKS ¢ TRACTORS e FARM IMPLEMENTS. e INDUSTRIAL ENGINES 
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Used-Car Auction Prices 





(Continued from Page 31) 


'54 Crest conv., $615*; sedan, $530*; 
Custom coupe, $510; sedan, $475, $450, 
$400° 


’53 Custom 4-dr., $365°, $285. Portland Auto Auction, 


’53 Chevrolet 1%-ton truck, $430. 


PORTLAND, ORE. 


Inc, Sale every 


LINCOLN —’'57 Capri Hardtop, $2,700*| Tuesday. Prices are for sale of May 27. 
(ps). BUICK—’58 Special Hardtop, $2,615°. 
MERCURY —’55 Monterey 4-dr., $805", ’57 Special Hardtop, $1,850*. 
$785*. ’56 Super Hardtop, $1,495* (ps); 4-dr., 
"54 Monterey coupe, $700°*. $1,110* (ps); Special Hardtop, $1,150* 
’53 coupe, $465*; sedan, $395. (ps). 
"51 4-dr., $190°, $155°. ’54 Super Hardtop, $950* (ps). 
OLDSMOBILE—’57 (88) Holiday, $1,875*| CADILLAC—’55 (62) conv., $2,175* (ps). 


(ps). CHEVROLET—’58 Impala conv. 
’56 (88) conv., $1,440*° (ps); sedan, $1,- 


360°, $1,290°, $1,245°. $2,115*; Biscayne 4-dr., $2,100* (ps). 
55 (88) 2-dr., $935* (ps). ’57 Two-ten (8) station wagon, $2,000* 
"54 (88) sedan, $730*, $675*. (ps), $1,895", $1,850, $1,800*; sedan, 
"53 sedan, $465°, $410°. $1,565", $1,440°%; Two-ten (6) 2-dr., 
PACKARD—'55 2-dr., $1,125° (ps), $840* $1,295; Bel Air (8) 4-dr. Hardtop, $1,- 
(ps). 900° GO ire? “6a conn cneee toe): 

, - sedan, $1, . , ‘ , (ps). 

——— 58 Belvedere (8) 4-dr., $1, ’56 Bel Air (8) conv.,’ $1,475*; 4-dr. 
. *. as . 

"56 Belvedere (8) coupe, $1,010*. too; fwoten St. ~ ico tee | 
PONTIAO — ’°57 Chieftain 2-dr., $1,750*, "5S 4-dr. station wagon, $1,325°; Bel 
$1,575°. Air Hardtop, $1,270* (ps), $1,260° | 
’55 Chieftain coupe, $805°. (ps); 4-dr., | $1,205*, $1,125*;  2-ar., | 
*53 Catalina, $330°; 4-dr., $315°*. $865, $645; Two-ten 4-dr., $830, | 
RAMBLER—’56 station wagon, $1,275*. ’54 4-dr. station wagon, $955*; Two-ten | 


STUDEBAKER—'57 Champion 4-dr., 
325°; 2-dr., $1,075*. 
"653 4-dr., $365°. 
MISCELLANEOUS—'58 Metropolitan 
coupe, $1,350. 
"54 Chevrolet pickup, $525. 


$1,- 2-dr., $595. 


"52 2-dr., $510°. 


DODGE—’53 Meadowbrook 2-dr., 





McQUAY-NORRIS makes the 


(ps); Yeoman (6) 4-dr, station wagon, 


53 sedan, $615, $600, $580, $455* (ps). 


, $2,500° 





DeSOTO—’53 Firedome 2-dr., $450* (ps). | 


$300°. | 


FORD—’58 Fairlane (8) 500 4-dr., $2,280° 


(ps); 2-dr., $2,200* (ps). 

’57 Fairlane (8) 500 Hardtop, 
(ps), $2,000* (ps), $1,830*; 
$1,725*, $1,715* (ps), $1,550*° (ps), 
$1,545*; station wagon, $1,960*, $1,- 
800*; Custom (8) 300 sedan, $1,485*, 
$1,470*, $1,455, $1,395*. 

’56 4-dr. station wagon, $1,500* 
2-dr. station wagon, $1,325* (ps); 
Fairlane (8) 4-dr., $1,390*° (ps), $1,- 
140*; 2-dr., Hardtop, $1,200*; conv., 
$1,330*, $1,100* (ps); Custom sedan, 
$1,130*, $1,110*, $1,000*. 

’b5 4-dr. station wagon, $1,380*, $1,325*, 
$1,120*; 2-dr. station wagon, $1,050*; 
Fairlane (8) Hardtop, $1,270*, $1,260*, 


$2,010* 
sedan, 


(ps) ; 


$1,155*, $1,025*; sedan, $1,055*, $1,- 
040*; Custom sedan, $970*, $960*, 
$800*. 
"54 station wagon, $995* (ps); 2-dr., 
$475°*. 
"53 Custom 4-dr., $475* (ps); 2-dr., 
$355; Main 4-dr., $355, 
’52 4-dr., $200. 
LINCOLN —’'55 Capri Hardtop, $1,330* 
(ps). 
’53 Capri Hardtop, $740*. 
MERCURY—’57 Montclair Hardtop, $1,- 


950* (ps). 

’56 Monterey Hardtop, $1,055* (ps). 

’55 Montclair Hardtop, $1,250* (ps), $1,- 
020* (ps); Monterey Hardtop, $1,130*; 
Custom Hardtop, $1,050*. 


’54 Monterey conv., $885*; 4-dr., $700; 
Custom 4-dr., $480°*. 
"53 Monterey Hardtop, $660*°; 4-dr., 
$575*; Custom Hardtop, $580*. 
52 4-dr., $420°. 
"50 4-dr., $145. 
OLDSMOBILE — ’'56 (98) 4-dr., $1,635* 


(ps); (88) Super Hardtop, $1,505*. 
55 (88) Hardtop, $1,270*, $1,215°; 4- 
dr., $900; (88) Super conv., $1,080° 
(ps). 
"54 (88) Super Hardtop, $1,110*- (ps); 
(88) 4-dr., $915*; 2-dr., $810* (ps). 


most Powe Focked rings 


in the world 





The Famous ‘‘400"’ Oil Ring 


with Chrome Armored Rail: 


.--and the Famous 
“400” Oil Ring 


is in every set... 


by actual comparison 
the “400” Oil Ring 
will outperform any other 


oil ring made today. 





| McQUAY-NORRIS 
f ; CHROME 





The Duo Oil-Compression 
Ring with Chrome Armored 
Steel Rail 


The Famous Torsion-Tight \ 
viation Fire Ring 


\cA oot 


PISTON RINGS 


Distributed by the finest wholesalers in the industry 
McQUAY-NORRIS MFG. CO., ST. LOUIS + TORONTO 





PACKARD—’55 Clipper Hardtop, $1,005* era, $345*, $300*. 





















(ps). ’52 Special Riviera, $305*, $210*; Super 
PLYMOUTH—’57 Plaza (8) 2-dr., $1,400*. Riviera, $150°*. 
’56 Suburban, $1,155*; Savoy 4-dr., $945; | ca nILLAC—’56 (62) sedan de Ville, $2,- 
2-dr., $825. 475* (ps). 
’55 Belvedere Hardtop, $1,130*; Savoy '54 (62) coupe de Ville, $1,440° (ps); 
4-dr., $640. (60) Special 2-dr., $1,200* (ps). 
’54 station wagon, $730*. 52 (62) 4-dr., $580*. 
"53 4-dr., $365°*. *50 (62) 4-dr., $200*. 
*51 Suburban, $310. 49 (61) 4-dr., $225*. 
PONTIAC—’55 Chieftain 4-dr., $985°; 2-| CHEVROLET —’58 Impala (8) Hardtop, 
dr., $860°. $2,470* (ps); Biscayne 4-dr., $1,850*, 
RAMBLER—’55 station wagon, $1,270", 57 Bel Air (8) conv., $1,835* ps); 
$1,265*. Two-ten 4-dr., $1,460*. 
’53 Hardtop, $610*. ’56 Bel Air Hardtop, $1,470* (ps), $1,- 
STUDEBAKER — '55 Commander 4-dr., 400*; Two-ten station wagon, $1,350, 
$830*. $1,075*; 2-dr., $950; One-fifty 2-dr., 
’54 Commander 2-dr., $380°*. $825. 
"52 4-dr., $220*. ’55 Bel Air Hardtop, $1,115*; conv., 
MISCELLANEOUS—’57 Volkswagen 2-dr., $995*, $850; Two-ten 4-dr., $800, $775; 
$1,400. One-fifty (6) 2-dr., $635. 
’56 Ford %-ton pickup, $870. ’54 Two-ten 2-dr., $640, $455; One-fifty 
"55 Volkswagen 2-dr., $1,025; Ford %- 2-dr.. $535*. 
ton pickup, $870*, $840*, $805*, $800. ’53 Two-ten station wagon, $605* (ps), 
"54 Volkswagen 2-dr., $925; Ford %-ton $495, $435°; 2-dr., $335; Bel Air 2 
pickup, $595, $550*, $500; GMC 2-ton, dr., $425; One-fifty 4-dr., $275, $260. 
$800. 52 4-dr., $305, $300*. 
*52 Hillman station wagon, $275. *51 2-dr., $115*, $100°. 
"49 Chevrolet %-ton pickup, $325. *50 coupe, $170. 
W DeSOTO—’'55 Firedome 4-dr., gue ¢ (ps). 
AR POINT. NN DODGE—’55 Coronet sedan, $4 taxi). 
EHOUSE 9 co : ’54 Coronet sedan, $430, 
Southern Auto Sales, Inc. Sale every 53 Meadowbrook 4-dr., $450°, $315*. 


Wednesday. Prices are for sale of May 29. 
Market firm and with retail business 
picking up we have a high demand for 
clean automobiles. Sold 172 cars from 
219 consignments, 
BUICK—’57 Special Riviera, $1,800*, $1,- 
725* (ps), $1,390. 
’56 Century Riviera, $1,375* (ps). 


FORD—’58 Fairlane (8) 500 Victoria, $2,- 

200*, $2,160°. 

’57 Thunderbird, $2,650° (ps); Fairlane 
(8) 500 4-dr. Hardtop, $1,350*. 

’56 Fairlane (8) 4-dr., $1,275* 
Victoria, $1,230*% (ps); Custom 
sedan, $1,000, $775*. 

°55 Country sedan, $1,155*, $1,150*, $1,- 


(Ps); 
(8) 


"55 Century Riviera, $1,175* (ps); Spe- 035*; Custom (8) 2-dr., $795*; Ranch 
cial sedan, $900, $780°. Wagon, $775*, $730; 4-dr., $660, $500*; 
"54 Century 4-dr., $760° (ps); Super Main (6) Ranch Wagon, $700. 
— $700*; RM Hardtop, $500* '54 Country sedan, $820, $575, $5590, 
rs? ° 05; Custom 2-dr., $355*; 
"53 RM conv., $490* (ps); Special Rivi- oem ode pens 4-dr., $320. 
’53 Country sedan, $725°; Crest cony., 
$700*;: Custom 4-dr., $410, $355, $230, 
"52 Ranch Wagon, $365°; 4-dr., $240°, 
$235, $215; 2-dr., $190, $185. 
’51 Country Squire, $165; 4-dr., $115*. 
MERCURY — '55 Monterey conv., $955*; 
4-dr., $965°, $850°. 
’54 Monterey conv., $615*, $530°; 4-dr., 
$570°; Custom 2-dr., $450°. 
"53 Custom 2-dr., $385, $310*. 
"52 2-dr., $360, $320°; station wagon, 
$330°. 
NASH—’53 Statesman 4-dr., $190, $140. 
OLDSMOBILE —'56 (88) conv., $1,500° 


(ps). 
’55 (88) Holiday, $1,045°; 4-dr., $975° 
(ps), $800° (ps). 

"54 (88) 2-dr., $670° (ps). 

"53 (88) 4-dr., $415° (ps); 

$300° (ps). 

"52 (98) Holiday, $190*, $180°. 
PACKARD—'54 4-dr., $575° (ps). 
PLYMOUTH—' 57 Piaza station wagon, $1,- 

475. 

"56 Savoy station wagon, $1,025*; 4-dr., 

$960; 2-dr., $775. 

"S3 4-dr., $260; 2-dr., $245, $215. 

"52 4-dr., 2 at $135. 

"51 2-dr., $185, $125*, $110. 
PONTIAC—'55 Star Chief 2-dr., $1,070*, 
$1,050*; Chieftain Hardtop, $900°. 

"54 Chieftain 2-dr., $525*. 

"S53 4-dr., $400. 

RAMBLER—’52 station wagon, $215. 
STUDEBAKER—'55 Champion 4-dr., $470. 
54 Champion Hardtop, $560. 
"51 conv., $180*, $125. 


(98) 4-dr., 


WILLYS—’'53 station wagon, $775. 
"46 Jeep, $370. 
MISCELLANEOUS—’'57 Dodge %-ton pick- 
up, $900 


"56 International platform dump, $1,- 
700; Metropolitan 2-dr., $725. 

"55 Chevrolet %-ton pickup, $555. 

"51 Chevrolet 1%-ton truck, $140; Dodge 
2-ton cab and chassis, $300; Ford 1%- 


ton platform, $300. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of May 28. 

Short of cars because of change of 
day for Memorial Day from Friday te 
Wednesday. Sold 98 cars from 171 con- 
signments. 

CADILLAC—’53 (62) 4-dr., $780° (ps). 
CHEVROLET—’57 Bel Air (8) conv., $1,- 
725°; coupe, $1,600°. 

"56 Bel Air (8) Hardtop, $1,025*; Two 

ten (8) 2-dr., $980, $970. 

"54 Bel Air 4-dr., $465. 

"51 4-dr., $125°. 


CHRYSLER—'57 Windsor coupe, $1,850° 
(ps). 
"53 NY 4-dr., $370° (ps). 
DOD GE—'55 Royal (8) conv., $1,010° 


(ps). 

FORD— 57 Thunderbird, $2,800° (ps). 
"56 Custom 2-dr., $865, $830. 
"54 Crest Victoria, $405°; 

sedan, $250. 

"53 Ranch Wagon, $450; sedan, $185 

*51 club coupe, $240, $150*. 
HUDSON—’'54 Jet 4-dr., $250. 
MERCURY—’'55 Montclair coupe, $990*. 
NASH—'54 Statesman 2-dr., $325. 
OLDSMOBILE—'57 (88) Super conv., $2,- 

000* (ps). 
"56 (98) conv., $1,660* (ps); (88) Super 
Holiday, $1,450* (ps). 

"55 (98) Holiday, $1,125* (ps). 
PACKARD—'53 4-dr., $180*. 
PLYMOUTH—'58 Savoy 4-dr., 

"57 Belvedere (8) Hardtop, 

Savoy 2-dr., $1,250°. 

"56 Savoy 2-dr., $725°. 
PONTIAO — '57 Chieftain Catalina, 

760° (ps), $1,575*. 

"53 conv., $250*, 


SEATTLE 
South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of May 29. 
BUICK—’56 Special Sport coupe, $1,420*, 


Main (8) 


$1,625 
$1,415°; 


$1,- 


$1,165; Hardtop, $1,245* (ps). 

"55 Super coupe, $1,250* (ps). 

"54 RM conv., $895* (ps); Century 
coupe, $795* (ps). 

"53 Super 4-dr., $505*; Special 2-dr., 
$355*. 

’51 coupe, $220*. 

CADILLAC—’57 (62) coupe, $3,595* (ps). 


CHEVROLET—'57 Two-ten Sport coupe, 
$1,850*; 4-dr. station wagon, $1,690; 


Bel Air (8) 4-dr., $1,730* (ps). 

’56 Two-ten Delray, $1,390* (ps); 2-dr., 
$1,195*, $1,085; Bel Air Hardtop, $1,- 
130°. 

*55 Two-ten station wagon, $1,215*; Del- 
ray, $1,150*. 

"54 Bel Air Sport coupe, $700*; 4-dr., 
$655* (ps), $595*. 

’53 Two-ten 4-dr., $465, $340. 

*50 4-dr., $155. 

CHRYSLER—’57 NY 4-dr. Hardtop, $2,- 
750* (ps). 


*56 NY 4-dr., $1,820* (ps), $1,720* (ps). 
’55 NY coupe, $1,510* (ps). 


(Continued on Page 36, Col. 3) 
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Rambler Dealers sell the Distinctive 


Automobile that 


proves a Luxury car 


doesn’t have to be big, bulky and 
expensive to operate! 


The 
270 H.P. 


Never Before has a car so fine 

been priced so !lOw as the new Ambassador 
V-8. Here is a true luxury car in every sense of the 
word... one of the highest 


power-to-weight ratios on the road for outstanding V-8 


spacious interiors ... 


economy and top performance ja yet it is priced lower 
than many models of the so-called “Low-priced 3.” 


And for all its roomy luxury, the Ambassador V-8 is 


Ambassador . . . finest product of American Motors . 


AMBASSADOR V-8! 


infinitely easier to park, garage and handle in traffic. 


With the Rambler American, Rambler 6 and V-8, the 
Ambassador V-8, and the Metropolitan“ 1500”, Rambler 
dealers blanket the big-volume sales field. 


Remember—Rambler sales are smashing all records 
- up more than 70 per cent over last year. 


The Rambler franchise presents a growth and profit 
potential unequalled in the industry. 


. . the Company 


that’s breaking all sales records 


Wouldn’t You like to sell 


RAMBLER - AMBASSADOR - METROPOLITAN 


The Cars that are writing the sales success story of 1958 


We have the Product for the 





Director of Dealer Development 
American Motors Sales Corporation 





Ur | ompact Car Market... 


ee Tem ODOR aw 


Detroit 32, Michigan 


Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 





NS foe See) ee ra 
ADDRESS ; 
city 5 ae ZONE_ __STATE 














Rambler Franchises Also Available In Canada and Important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


p-------------- 











Trouble-Shooting Contest— 


More than 200 youths who had their classes in auto shop in both Los Angeles 
city and county schools will meet May 16 to determine the champion fixer of cars. 
Known as the “Trouble-Shooting Contest,” the competition is sponsored by Plym- | 
trophies which will be awarded to the winning school | 
Los Angeles and Orange County Plymouth | 
Dealers Assn.; George Cutler, Plymouth service director, and Lee W. Ralston, prac- | 


ovth. Examining one of the tro 
ore, from left, Ray Vane, president, 


tical arts education director, Los Angeles County School System. 





GMAC 


Lex ers cr ceo | 


TIME carmastt” 





ih | OLDSMOBILE — '56 (88) 
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Used-Car Auction Prices 





(Continued from Page 34) 


DODGE—’57 Royal (8) Sport coupe, $1,- 
925° 


’56 Royal 2-dr., $1,375*. 

'51 Coronet 2-dr., $115. 
F OR D — ’58 Thunderbird, $4,050° (ps); 
Fairlane (8) 500 conv., $2,305° (ps). 
’57 Thunderbird, $2,655* (ps); Country 
sedan, $1,870*, $1,700*; Ranch Wagon. 
$1,500; Fairlane (8) 500 Victoria, $1,- 
865* (ps), $1,810*; 2-dr., $1,550° (ps). 
56 Thunderbird, $2,285* (ps); Fairlane 
(8) Victoria, $1,425* (ps), $1,420* 


(ps); 4-dr.,. $975; Custom Ranch 
Wagon, $1,295; 4-dr., $1,020, $1,000. 
155 Country sedan, $1,285*; Ranch 
Wagon, $1,000; Fairlane 4-dr., $1,135°, 
$1,105*; Victoria, $1,120* (ps); Cus- 

tom 2-dr., $785. 
’54 Ranch Wagon, $745; 4-dr., $610, 
$595; 2-dr., $415; Crest Victoria, $645*. 
’53 Ranch Wagon, $670; Victoria, $555°, 
$545*. 


'52 Victoria, $500*, $375*, $295; Country | 


Squire, $495; 2-dr., $385, $245. 
"51 2-dr., $145. 


HUDSON—'52 Hornet 4-dr., $325*; Wasp 
4-dr., $110. 
MERCURY—’57 Monterey 2-dr., $1,450°./| 


56 Custom station wagon, $1,585* (ps). 

’55 Montclair 4-dr., $1,290° (ps), $1,- 
185° (ps); Monterey coupe, $1,185* 
(ps), $1,085°. 

*51 coupe, $230; 4-dr., $175. 

coupe, $1,380*° 
(ps), $1,370°. 

"55 (88) coupe, $1,380° (ps), 

"54 (98) 4-dr., $835° (ps). 


$1,325°. 


YOU WRITE MORE TIME BUSINESS 









¢ 


PACKARD—’52 ‘‘400"’ 4-dr., 


"53 (88) 4-dr., $460°. 
*52 (88) Super 4-dr., 
"51 4-dr., $110°. 


$280°. 
$245°. 


PLYMOUTH—’57 Custom station wagon, 


$1,700; Belvedere (8) 4-dr., 
(ps), $1,590°. 


$1,685* 





Three to Be Honored 


By N. Y. Jewish Appeal 


NEW YORK.— Three men in 
different sectors of the automo- 
tive supply and accessories indus- 
try will be honored by their 
fellow-business men at their 
annual dinner for the United 
Jewish Appeal June 10, at the 
Hotel Astor. 

Tribute will be paid by UJA’s 
Automotive division to Nat 
Azarow, executive secretary, 
Gasoline Merchants of Brooklyn, 
Inc.; Martin Duffy, zone manager, 
Associated Lines Division, B. F. 
Goodrich Tire Co., and Elias Fife, 
president, Standard Motor Prod- 
ucts, Ine. 








—/ 


THE PLAN THAT HELPS 


TIME BUSINESS 
iS PROFITABLE 
BUSINESS 


Available to Dealers in CHEVROLET * PONTIAC + » OLDSMOBILE « BUICK + CADILLAC new cars, and used cars of all makes 





— 


’56 Suburban, $1,175; Savoy (8) 4-dr., 
$950; Plaza (6) 2- dr. $855. 

‘55 Plaza Suburban, $995°; 
(8) 4-dr., $940°, 

’53 Belvedere coupe, $420*. 
’51 station wagon, $290; 4-dr., $160 
PONTIAC—'56 Chieftain station wagon, 

$1,370*; Hardtop, $1,180. 


Belve iere 


"55 Chieftain Sport coupe, $895* (ps). 
’54 Star Chief Sport coupe, $895* (ps); 
station wagon, $715. 
’53 Catalina, $495*. 
STUDEBAKER—'56 Golden Hawk coupe, 
$1,650*. 
’54 station wagon, $845*. 
MISCELLANEOUS — ’58 Hillman station 
wagon, $1,280; Volkswagen 2-dr., $1,- 
770. 
"57 Ford Ranchero, $1,500; Austin 4-dr., 
$1,220. 
* * * 


— Auctions in Brief — 
ST. LOUIS 


St. Louis Auto Auction, Sale every Tues- 
day and Friday (May 27 and 29). Market 
strong with car shortage and prices high. 
Sold 190 cars from 270 consignments. 

* * * 


FLINT 


Flint Auto Auction, Inc. Sale every Wed- 
nesday (May 28). Prices as well as sales 
seemed to slide today. Perhaps pre-holiday 
caused some buyers to be a little cautious. 
Sold 201 cars me 300 eguemaee. 

* 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (May 29). Holiday sale 
consignment off. Percentage of consign- 
ment sold was 7 percent. 
= 


CHICAGO 


Greater Chicago Auto Auction, Inc, Sale 
every Thursday (May 29). Very go00d pre- 
holiday sale. Sold 234 cars from 378 offer- 
ings. 

= = * 
ATLANTA 

Dixie Auto Auction. Sale every Tuesday 
(May 27). Prices are firm, bidding wag 
brisk, and activity was at a peak with the 
best percentage selling in many months 


Road Trust Fund 
Climbs in Month 
To Top $1 Billion 


WASHINGTON.—tThe unex- 
pended balance in the Highway 
Trust Fund rose to more than $1 
billion in April, according to the 
U. S. Treasury. The total of $1,- 
027,393,873 included $848,516,000 
which is invested at an average 
rate of 2.718 percent. 

Receipts from the sources for the 
month amounted to $145,100,000, 
bringing the total since the begin- 
ning of this fiscal year (July 1, 
1957) to $1,787,060,207. Interest 
earned on invested funds has 
brought in an additional $6,875,452. 

Expenditures totalled $90,382,219 
in April and the total for the first 
10 months of the current fiscal year 
was $1,186,868,109. Refunds of taxes 
and payments to the Department of 
Labor amounted to $89,133,714. 

In the 22 months from July 1, 
1956, to April. 30, 1958, the trust 
fund had receipts of $3,269,079,259, 
of which about $10 million was from 
interest and the rest from taxes. 

Expenditures totalled $2,241,685,- 
386, of which $2.15 billion went for 
Federal-aid highways and the rest 
for tax refunds and Labor Depart- 
ment payments. 


2 Metal Finishers 
Merge Operations 


BALTIMORE.—Two metal fin- 
ishers, Allied Research Products, 
Inc., of Baltimore, and Wagner 
Brothers, Inc., of Detroit, have 
merged their operations. 

Allied acquired the metal finish- 
ing operational assets and products 
of Wagner Brothers in exchange 
for the sale of some common 
stock. Wagner Brothers is now 
divorced from the metal finishing 
field but will continue to operate 
its subsidiary, Automatic Molding 
Machine Co., Inc. 

H. C. Irvin, president of Allied 
Research, and J. R. Wagner, for- 
mer president of Wagner Brothers 
and now administrative assistant 
to Irvin, emphasized that key per- 
sonnel assignments will be un- 
changed. 


Salt Lake Auto Market 


Still Strong, Study Shows 


SALT LAKE CITY.—Approxi- 
mately as many Salt Lakers are 
in the market for new autos this 
year as last, according to a 
consumer survey by the Salt 
Lake Tribune-Deseret News. 

More than 1,500 residents, se- 
lected by income groups, occupa- 
tions and neighborhoods, were 
asked: “Do any members of your 
household plan to buy a car in 
1958?” The answers: 13.7 percent 
answered yes, compared with 15.6 
percent in 1957. 
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First Fashion Pictures From P 


By &rrre CAMPRELL 
PICTURES of new Paris fashions, shown today for the first 
time in America, reveal the dramatic changes in tashion’s future. 


to come. 


ginning of a new fashion era! 





Bulletin by French photographer Jacques Rouchon. Check the 
points of news. they illustrate—news headlined less than « month 
jons as designers and manufacturers here prepare to adapt these 
creations in clothes Philadelphia shops will be showing in weeks 


Note the audaciously short skirts and the space-age “newness” 
expressed in their look! See the “Trapeze Line” which made Yves 
St. Laurent, successor to the late Dior, the sensation of Paris! 

These and other points illustrated mark this season as the be 


The Evening Bulletin 
omen loday 


FASHIONS @ FOOD © CLUBS @ CHILDREN © HOME @ GARDENS 


Variety is a reason why 




















in Philadelphia nearly everybody reads The Bulletin 


For the latest in fashions, food, clubs, home, gardens 
and scores of other subjects, women in Greater Phila- 
delphia depend on The Evening and Sunday Bulletin. 


In fact, here is a newspaper tailored to meet the 
diversified interests of all members of the Philadelphia 
family. They find in The Bulletin a great variety of 
news of their community and their world. 


It is the family appeal of The Bulletin that helps 
make it such an effective advertising medium. It de- 
livers sales messages which are read in the home, 


where most of the decisions to buy are made. Phila- 
delphians like The Bulletin. They read it, respect it 
and respond to the advertising in it. 


The Bulletin goes home . . . delivers more copies to 
Greater Philadelphia families every seven days than 


any other newspaper. 


Advertising Offices: Philadelphia * New York + Chicago 
Representatives: Sawyer Ferguson Walker Company, Detroit 
Atlanta - Los Angeles + San Francisco + Seattle 

Florida Resorts: The Leonard Company, Miami Beach 


The Bulletin publishes the largest amount of R. O. P. 


color advertising in Philadelphia—Evening and Sunday! 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Milwaukee 

Dealers in Milwaukee sold 3,104 
new cars in April, or 19.9 percent 
more than the 2,589 sold in the 
previous month. In April, 1957, 
however, the total was 4,199. 

By makes, sales were: Chevro- 
let, 768; Ford, 665; Rambler, 274; 
Oldsmobile, 262; Plymouth, 233; 
Buick, 197; Pontiac, 172; Dodge, 
123; Cadillac, 120; Mercury, 60; 
Chrysler, 40; Volkswagen, 32; De- 
Soto, 29; Edsel, 23; Studebaker, 14; 
Imperial, 11; Renault, 11; Triumph, 
11; Lincoln, 6; Metropolitan, 5; 
Vauxhall, 5; Packard, 3; Willys, 3; 
Mercedes-Benz, 2; Opel, 2, and mis- 
cellaneous, 29.—(John E. Hubel.) 


Lowell, Mass. 


An upward swing in auto sales 
has been reported in the area of 
Lowell, Mass. 

Dealers credit an improvement in 


employment resulting from in- 
creased defense contracts secured 
by electronics plants in the area. 

Dealers in both new and used 
cars report increased customer in- 
terest in trading.— (Charles 
Sampas.) 

+ * * 


Vancouver, B. C. 
New-car sales in the Vancouver 
area during the first four months 
have fallen behind the same period 
last year. 
Up to Apr. 30 this year, registra- 
tions reached 6,808, compared with 


7,036 in 1957. Truck sales declined | 


to 736, compared with 1,093. 


General Motors products’ con- 
trolled 43.3 percent of the market, 
followed by Ford with 19.3 and 
Chrysler with 10.8 percent. Foreign 
makes accounted for 23.4 percent 
and the independents, American 








Motors and Studebaker - Packard, 


4.2 percent. 


Car sales. during April totalled 
1,689, a drop of 419 on the corre- 
sponding month last year. Truck 
lines were down to 186 from 342. 


Best selling 10 makes in the first 
four months with percentage of 
markets are: Chevrolet, 21.4; Pon- 
tiac, 12.5; Ford, 10.6; Meteor, 5.9; 
Plymouth, 5; Volkswagen, 4.9; Olds- 
mobile, 4.5; Dodge, 4.4; British 
Ford, 4, and Vauxhall, 3.6.—(F. H. 
Fullerton.) 


Oakland, Calif. 


The new-car market is disap- 
pointing again following a brief 
upsurge attributed to the You Auto 
Buy Now promotion and the end 
of rainy weather. 

Dealers were hopeful that sea- 
sonal sales would pick up where 


such has not been the case. A sur- 
vey of the 16-day promotion shows 
generally good results, although 
some dealers were not helped. 

The used-car trade is brisk, with 


late models in particular demand.) 


Slowness of new-car sales has lim- 
ited the selection of tradeins, how- 


ever.— (Steve Still.) 
+ * * 


Baltimore 

Baltimore dealers sold 2,354 new 
cars in April, compared with 2,073 
in the previous month, according 
to figures compiled by the Auto- 
mobile Trade Assn. of Maryland. 

By makes, registrations were: 
Chevrolet, 889; Ford, 475; Plym- 
outh, 204; Oldsmobile, 119; Pon- 


tiac, 114; Buick, 103; Dodge, 381; | 


Cadillac, 56; Chrysler, 56; Ram- 
bler, 51; Mercury, 44; DeSoto, 28; 
Volkswagen, 19; English Ford, 
15; Imperial, 15; Fiat, 14; Edsel, 
12; Studebaker, 


3; Packard, 2, and miscellaneous, 
28. 


New-truck registrations 
than doubled, rising from 160 in 
March to 346 in April. By makes, 
they were: Chevrolet, 123; Ford, 70; 
International, 41; Dodge, 36; GMC, 


You Auto Buy Now left off, but) 16; White, 11; Mack, 5; Reo, 3; 
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How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


Will Socony Mobil do more 
than train my personnel in 
proper lubrication techniques ? 





Socony Mobil can help boost your 
service absorption in many important ways! 


over . . . increase volume. 


| 

| 

| 

| 

| 

| 

We're ready to give you the benefit of years of merchandising ex- | 
perience . . . suggest sales tips . . . give you vital retailing information | 
that ¢an change labor and parts sales figures from red to black. | 
And, of course, there’s our lubrication training program. We’ll in-_ | 
struct your men on the most up-to-date equipment . . . show them 
I 

i 


proper lubrication techniques on the make of car you sell. 


personnel. 


Another reason you’re Miles Ahead with Mobil 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here's why it’s good business 
to do business with Socony Mobil 
@ You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


@ You get the help of experienced men to 
help you boost service absorption. 


®@ You get expert on-the-job training for your 
e@ You get the benefit of merchandising and 


lubrication knowledge unsurpassed in the 
petroleum industry. 

































9; Hillman, 7; | 
Triumph, 6; Lincoln, 4; Renault, | 


more) 


— 


Diamond T, 2; Brockway, 1; Sti:de. 
baker, 1; Willys, 1, and miscellane. 
ous, 36.—(Kate Savage.) 

* + * 


Rockford, HM. 


Dealers in Winnebago County 
(Rockford), Ill., sold 433 new cars 
and 41 new trucks in April, ac. 
| cording to figures compiled by the 
Illinois Automotive Trade Assn. 

By makes, new-car registra- 
tions were: Chevrolet, 115; Ferd, 

78; Oldsmobile, 53; Rambler, 41; 
Buick, 29; Pontiac, 21; Plymouth, 
20; Cadillac, 16; DeSoto, 11; 
Chrysler, 9; Dodge, 8; Mercury, 
7; Studebaker, 5; Lincoln, 4; Im- 
perial, 2; Edsel, 1; Packard, 1, 

and miscellaneous, 12. 

Truck registrations were: Chev- 
| rolet, 15; Ford, 13; International, 
|5; Dodge, 2; Diamond T, 1; Divco, 
1; GMC, 1; Willys, 1, and miscel- 
laneous, 2. 





+ * * 


Providence 
New-car registrations in Provi- 
dence amounted to 1,009 in April, 
compared with 956 in March. The 
new-truck count in the same period 
was 91 vs. 67. 

By makes, new-car registrations 
were: Ford, 257; Chevrolet, 215; 
Plymouth, 118; Oldsmobile, 75; 
Rambler, 68; Buick, 43, Cadillac, 
38; Pontiac, 27; Volkswagen, 22; 
Dodge, 18; Mercury, 17; Chrysler, 
15; Lincoln, 13; DeSoto, 10; Im- 
perial, 7; Edsel, 5; Studebaker, 2; 
Willys, 1, and miscellaneous, 58. 
Truck registrations were: Ford, 

| 28; Chevrolet, 21; GMC, 18; Inter- 
national, 9; Dodge, 5; Volkswagen, 
3; Diamond T, 2; Mack, 2; Autocar, 
1; Studebaker, 1, and White, 1— 
(T. L. Forbes.) 
> 





Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
five-day period ended May 2 
| amounted to 1,375 units. This com- 
pared with the sale of 1,800 units 
in the previous week. 

Due to Memorial Day, sales of 
new cars declined to 498 units, 
compared with 603 in the preceding 
week. New truck registrations 
| amounted to 43 units, compared 
with 65 in the previous week. 

A total of 800 used cars and & 
used trucks was registered, as 
against 1,033 used cars and 99 used 
trucks in the previous week. 

Repossessions for the five-day 
period totalled 49, compared with 
54 in the previous week.—(Frank 
Kappel.) 





Philadelphia 


April registrations of new cars 
in Philadelphia numbered 4,464, 
compared with 5,089 a year ago, 
according to figures compiled by 
the Philadelphia Automobile Trade 
Assn. 

By makes, registrations were: 
Chevrolet, 1,595; Ford, 676; Plym- 
outh, 618; Oldsmobile, 334; Pontiac, 
163; Cadillac, 156; Buick, 144; 
Dodge, 139; Mercury, 111; Rambler, 
101; Chrysler, 75; DeSoto, 70; Lin- 
coln, 22; Studebaker, 18; Edsel, 13; 
Imperial, 11; Metropolitan, 8; 
Packard, 3, and miscellaneous, 207. 


—(Allen Sommers.) 
= > > 


Atlanta 

A total of 2,894 new cars was 
registered in the Atlanta area in 
March. New-truck registrations 
numbered 367. 

New cars registered by makes 
were: Chevrolet, 825; Ford, 623; 
Plymouth, 262; Oldsmobile, 223; 
Buick, 159; Pontiac, 149; Cadillac, 
92; Dodge, 63; Rambler, 63; Mer- 
cury, 54; Volkswagen, 39; Edsel, 
37; Chrysler, 35; Studebaker, 31; 
Renault, 28; DeSoto, 22; English 
Ford, 19; Hillman, 17; Lincoln, 16; 
Simca, 12; Willys, 5; Imperial, % 
and miscellaneous, 117. 

New trucks by makes: Ford, 140; 
Chevrolet, 125; Dodge, 28; Inter 
national, 27; GMC, 17; White, 14; 
Volkswagen, 9; Mack, 3; Willys, 3 
and miscellaneous, 1.—(E. C. Bash.) 


Food Chain to Purchase 


Ford’s Somerville Plant 

SOMERVILLE, Mass.—The Ford 
plant here, which was shut down 
permanently March 14, will be pur- 
chased by the First National Stores, 
Inc., an Eastern states supermar- 
ket chain. 

The food chain will take posses- 
sion of the 32 acres of land and the 
one-story brick building in Septem- 
ber. No purchase price was an- 
nounced. 
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DETROIT, — Dealer groups in 
seven states and Montreal have 
dected officers for 1958. They are: 

Sacramento (Calif.) Motor Car | 
Dealers Assn.: John Drew 
(Dodge), president; S. R. Beamer 
(Edsel), vice-president; Don Reid 
(Cadillac), Rusty Jacobes 
(Lincoln-Mercury), Dick Warren 
(Pontiac), Lew Williams (Chev- 
rolet) and Newton Cope (Buick), 
directors. 

Columbus (O.) Automobile Deal-| 
ers Assn.; Robert D. Keim, Gager- 
Keim, Inc., president; George)! 
Kreiger, Kreiger Edsel, Inc., vice- 
president; Herman Marte, Marte) 
Pontiac, Inc., secretary, and A. J.) 
Merrick, Merrick-Miller Co., treas- 
urer. 

George D. Simeon, Columbus 
Buick Co.; George W. Byers, 
George Byers Sons, Inc.; Richard 
H. Rodenfels, Rodenfels Chevrolet, | 
and L. K. Fishinger, Beasley-Grove 
Co., directors. 

Central Oregon Automobile 

Dealers Assn.: Ed Dorn, Dorn 
Brothers Buick, Prineville, presi- 
dent, and James H. Jackson, 
Conroy Chevrolet, Prineville, 
secretary-treasurer. 
Eugene-Springfield (Ore.) New 
Car & Truck Dealers Assn.: Harry | 
Kendall, Kendall Motor Co., or 
gene, president; Cecil Beck, Beck 
Motors, Inc, Eugene, vice- 
president; Joe Romania, Williams) 
Chevrolet Co., Eugene, secretary- 
treasurer. 

Klamath (Ore.) Automobile Deal- 
ets Assn.: W. J. Cunningham, Cun- 
ningham & Rickey, Klamath Falls, 
president; George Dugan, Dugan &| 
Mest, Klamath Falls, vice-| 
president; R. E. Kenny, First Na- 
tional Bank of Portland, Klamath | 
Falls, secretary-treasurer. 

Minneapolis Auto Dealers 
Assn.: A, Bernard Lindahl, Lin- | 





dahl Motor Co. (Oldsmobile), | 
president; Harold W. Larson, 
Larson Bros. Chevrolet, Inc., 
vice-president, and Randolph | 
Light, Randolph Light, Inc. | 
(Edsel), secretary-treasurer. 
Victor E. Anderson, Anderson 
Cadillac, Inc.; L. S. Johnson, Bud) 
Johnson Plymouth; John R.| 
Scheefe, Swanberg & Scheefe Co. | 
(Buick), and John F. Woodhead 
jr, Woodhead Co. (Ford), direc- 
tors. 
Nashville Automobile Trade) 
Assn.: Jim Reed III (Chevrolet), 
president; J. Pickslay Check 
(Dodge-Plymouth), vice-president, 
and Eugene Frazer (Chrysler-| 





Plymouth), treasurer. 
Ernie Boyte (Ford), R. L. Par- 
nell (DeSoto-Plymouth), 


Nichols (Cadillac-Oldsmobile), C. 
W. Shackelford (Buick) and W. 
H. Gourley (Chevrolet), directors. 
Montreal Automobile Trade 
Assn., Ltd.: Gerald R. Gohier, pres- 
ident; R. S. Picard and W. H. Robi- 
taille, vice-presidents; J. R. Wil- 
helmy, honorary treasurer, and A. 
D. Watkins, honorary secretary. 
Raleigh (N. C.) Automobile 
Dealers Assn.: Willis H. Thompson 
ir. (Cadillac-Oldsmobile), president; 
A. L. Palmer (Buick), vice- 
President, and Dorman Morris, 


$2 Bills Hiding 


Tacoma Loses Track of 
$135,000 Worth 


TACOMA, Wash. — Automobile 
dealers and bankers here are puz- 
tled by the disappearance of a 
small fortune in $2 bills. 

The dealers paid their employes 
in $2 bills recently to call attention 
to the city’s “auto-buy” campaign, 
but only about 12,000 of the bills 
ver turned up at the banks. The 
Unaccounted-for portion was said 
to total almost $135,000. 

James M. H. Gilchrist, chairman 
of the auto-sales drive, wondered 
Whether the bills had been circu- 
d out of the county, were being 
noarded or perhaps saved as good- 
k charms. No one seemed to 
ow. 


Ralph | 
| 









In 7 States, Montreal... 
Dealer Groups Elect 
New Officers for ’58 


First Citizens Bank & Trust Co., 
secretary-treasurer. 

Charles G, Conn jr. (Pontiac), 
Rupert Atkins (Nash) and William 
M. Sanders (Ford), directors. 

Durham (N. C.) Area Automo- 
tive Dealers Assn.: John H. Em- 
ory, Durham, president; Robert 
C. Harriss (Chevrolet), Chapel 
Hill, vice-president; Stewart P. 
Alexander jr. (Ford), Durham, 
secretary-treasurer, and A. 
Coolidge Elkins (DeSoto- 
Plymouth), assistant secretary- 
treasurer. 

Automobile Dealers Assn. of | 
Portland, Ore.: Charles W. Went- 
worth jr. Wentworth & Irwin| 
(Rambler), president; Philip L.| 


| Fields, Fields Chevrolet, vice-| treasurer; 
| president, and Carl R. Windolph, | ton; Samuel Shaffer, Massilon; D. 


Windolph Pontiac, secretary-| 
treasurer. 
M. M. Meadows, Meadows Pon- 





Used Cars 


Protection 


Old fashioned wax polishes are messy, greasy and require 
long, hard rubbing. “Slickem-quick”’ polishes mean re- 


Much More 
Measurable 
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tiac; John Fitzgibbon, Francis 
Lincoln-Mercury; Fred Bauer, Fred 
Bauer Chevrolet; Lee D. Cosart, 
Cosart Motors; Don Frank, Frank 
Chevrolet; Alton H. Alexander, 
Alexander Motor, and Clark 
Graham, Braley & Graham, direc- 
tors. 

Boise (Id.) Automobile Dealers 
Assn.: Robert Putnam, DuFresne 
Automobile Co. (Dodge- 
Plymouth), president; Waldo 
Thurber, Thurber-Hessing Motor 
Co. (Chrysler-Plymouth), vice- 
president, and Carl Wiehle, 
Wiehle Motor Co. (Volkswagen), 
secretary. 


Montgomery (O.) County Automo-| * 


tive Dealers Assn.: T. D. Peffley, 
president; Richard Swartsel, vice- 
president; Ralph Caverlee, 
secretary-manager; George Shella- 
barger, Tom Simons, Jack Walker 
and Rance Dieterich, directors. 
Stark (O.) County Automobile 
Dealers Assn.: George Stone, Mas- 
silon, president; James O. Kemp- 
thorn, Canton, vice-president; 
Charles McKinley III, Alliance, 
Joseph DeMarsh, Can- 


hart, Alliance, directors. 






peated applications. 


Renault's Traveling Service Teams— 


in specially equipped Renault station wagons, these factory trained 
L. Wallace, Louisville; Hallie Bal-/| servicemen are touring the country to help Renault distributors and dealers keep 
derson, Canton, and Arthur Lin-| their service personnel up to factory standards. Each two-man team will give 10 five- 
| day courses in servicing the French-made cars. 


Traveling 
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Liquid Glaze goes on smoothly, evenly, easily—requires 
no hard rubbing—stands up for months and months, even 
after repeated washings. 


And Liquid Glaze averages less than $1.00 per application— 
adds many extra dollars to the value of the used car. 


LIQUID GLAZE, INC. 


704 SHERIDAN ST. « LANSING, MICHIGAN 
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DISTRICT MANAGERS NEEDED 
FOR SEVERAL DESIRABLE TERRITORIES 
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fees, state and local taxes or 


equipment, 
(Copyright, 1958, by Automotive News) 
ALFA ROMEO—Gtulietta—Spider, 
298; Super Spider, $3,686; Sprint Cpe., 
$3,784; Veloce Cpe., $4,194. 2000 Series— 
4-dr, sed., $4,994; Spider roadster conv., 
$4,982 


245; Deluxe, $4,995 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A-35 Deluxe 2-dr, sed., $1,- 
557; A-55 Deluxe 4-dr. sed., $2,214. 
(Heater standard.) 

AUSTIN-HEALEY — Sprite — roadster, 
$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 


AUTO UNION—"‘‘1000"" cpe. deluxe, $2,- 
495. (Heater standard.) 

BENTLEY—Series S — Standard Steel 
Saloon, $13,450. (Automatic t jon, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY — 328-c.c. roadster, $1,595 
in New York ($1,695 in Los Angeles. West 


Coast is principal entry point). 

BMW — Model 502/3.2 — $6,198; Model 
503/8, $9,292. 

BMW ISETTA 300-— sunroof, $1,048; 


British Develop 
Fully Automatic 


Transmission Unit 


NEW YORK.—A new fully auto- 
matic transmission, developed by 
Hobbs Transmission, Ltd., England, 
was demonstrated here. 

A fully mechanical transmission 
hydraulically activated with four 
forward speeds and reverse, the 
unit is designed primarily for in- 
stallation in vehicles of moderate 
power since it avoids power losses 
of a torque converter, Hobbs engi- 
neers said. 

The transmission uses no clutch 
pedal. It was developed for use in 
small cars with engine sizes of 
from 15 cubic inches to 1,500 cubic 
inches or more. 

The transmission accelerates 
through the four forwar speeds in 


@ manner similar to hydramatic, 


the engineers said, and riders can | 


feel the auto surge into the next 
highest gear. 

When the auto is brought to a 
stop, they added, the drive is auto- 
matically disengaged and the vehi- 
cle is in a true neutral position, 
with no crawl when the vehicle is 
at rest. Acceleration from a stand- 


still is amazingly efficient and) 


quick, they added. 

They said the units reduce fuel 
consumption and are adaptable for 
use on any foreign or U. S. auto. 


Country Fair Rambler Opens | 


Country Fair Rambler has opened | 
in Columbus, O. It is headed by 
Charlies P. Conrad. 


Port-of-Entry Prices 
On eee Cars 


$3,- | 


ARNOLT-BRISTOL—(Prices are F.O.B. | 
ee $3,995; Bolide, $4,-| 


hey | pase. 90d $1,098. BMW (lIsetta) 600—5- 
$1,398; sunroof sed., $1,487. 

| (Heater standard on all models.) 
BORGWARD—Isabelia—2-dr. sed., $2,- 


495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

| OFTROEN—2CV 4-dr. sunroof sed., $1,- 
298 (centrifugal clutch). ID-19—4-dr, sed., 
$2,795 (air suspension). DS-19—4-dr. sed., 
| $3,295. (Alr suspension, heater, power 
brakes, power steering, automatic clutch 
| standard on DS-19). 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 


495. (Heater standard on all models.) 


FACEL-VEGA — 2-dr. hardtop, 
Excellence 4-dr. hardtop, $12,800. ( 
matic transmission, power brakes, power 
windows, radio, heater are standard.) 

FIAT—6500 Series—sunroof sed., $1,098. 
600 Series—4-dr. sed., $1,658; 2-dr. sed., 
$1,353; sunroof sed., $1,415. 1180 Series— 
4-dr, sed., $1,743; stat. wag., $2,129. 1200 
Series—Gran Luce sed., $2,278; roadster, 
$2,553. (Heater standard on all models.) 

FORD (‘Engiand) — Anglia 2-dr. sed., 
$1,539; Perfect 4-dr. sed., $1,639; Escort 
2-dr. stat. wag., $1,629; Squire 2-dr. stat. 
wag., $1,739; Mark II Series—Consul—4-dr. 
sed., $2,012; conv., $2,351; Zephyr 4-dr. 
Sed., $2,193; conv., $2,552; Zodiac—4-dr. 

id. $2,365; conv., $2,843. 

GOGGOMOBIL—400 sed., $1,160; Florida 
Sunroof deluxe, $1,280; Step-In Van, $1,- 
460; Coupe de Ville, $1,560. (Heater stand- 
ard on all modeis.) 

GOLIATH—1100 Series — Standard busi- 
ness sed., $1,995; Custom 2-dr, sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr. 
stat. wag., $2,287.80; Empress Deluxe 2-dr. 

d., $2,481.14; Tiger sport cpe., $2,834.98. 
(Heater standard on Empress, Tiger and 
Custom models.) 


HILIMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,549; conv., $2,099; 
2-dr, stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUA Viltl—4-dr. sed. (over- 
drive and power steering), $5,750; 4-dr. 


sed. (automatic transmission and power 
steering), $5,835. 3.4 Liter Sedan—(over- 
drive and disk brakes), $4,542.50; (auto- 
matic transmission and disk brakes), $4,- 
642.50. XK-150—cpe., $4,475; cpe. ‘(auto- 
matic transmission), $4,725; conv., $4,595; 
conv. (automatic transmission), $4,845; 
roadster, $4,495; roadster (overdrive), $4,- 
660; roadster (‘automatic transmission), 
4.745; “S" roadster (overdrive), $5,095. 

LANCIA—GC 2500; cpe. or conv., $6,575. 





LIAYD — 4-pass. sed., $1,295; 4-pass. 
conv., $1,395; 4-pass. stat. wag., $1,345; 
6-pass. stat. wag., $1,545; 6-pass. stat. 
wag. (long wheelbase), $1,645. 


MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 186-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 199-SL road- 
ster, $5,020: 190-SI. epe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-© 4-dr. sed., $7,- 
559; 200-SL ecpe., $5,905; 300-D 4-dr. 
hardtop, $10,418; 300-SL, readster, $10,928; 
300-80 conv. or roadster, $12,272. 


METROPOLITAN — 2-dr. hardtop, $1,- 
| 626.10; conv., $1,650.10. 

| MG—MG “A’’—roadster (disk wheels), 
$2,462; roadster (wire wheels), $2,546; 
}epe. (disk wheels) (wire 
wheels). 
740. 
sed., De- 
luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. 
Deluxe sed., $1,761; Tourer. (conv.), $1,- 
689; Deluxe Tourer (conv.), $1,745; stat. 
wag., $1,912; Deluxe stat. wag., $1,967. 
(Heater standard on Deluxe models.) 
OPEL — Rekord — 2-dr. sed.. $1,957.50. 





Caravan—2-dr. stat. wag., $2,370. (Heater 
| standard on both models.) 

PANHARD — 4-dr. deluxe sed., $1,995. 
| (Heater standard.) 

PEUGEOT — 403 —4-dr. sunroof sed., 
$2,175. 

NSU PRINZ—2-dr. sed., $1,398. (Heater 


standard.) 
PO — Speedster — 70 horsepower, 





995; 2-dr. hardtop, $2,195; stat. wag., $2,- | 


$9,750; 
Auto- | 
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$3,215; 88 horsepower, $3,615; 115-125 
horsepower a ae $5,215. 70 
horsepower, $3,665; 88 horsepower, $4,115; 
115-125 horsepower (Carrera), 665. 


Hardtop—70 horsepower, $3,830; 88 horse- 
power, $4,280; 115 horsepower (Carrera), 
$5,830. Convertible—70 horsepower, $3,915; 
88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915. 

RENAULT — 4CV 4-dr. sed.,. $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

RILEY—1.5 sed., $2,316. (Heater stand- 


ard.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr, sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 


overdrive); 105R deluxe 4-dr. sed., $3,865 


‘automatic transmission and overdrive). 
(Heater standard on all models.) 
ROLLS-ROYCE—Silver Cloud—Standard | 
$13,750. 
steering, 


(Automatic trans-| 
power brakes 


Steel Saloon, 
mission, power 


standard.) Other models are custom-built 
and vary considerably in price. 
SAAB — ‘‘93”’ — 2-dr. sed., $1,895; 2-dr. 


sed. (automatic clutch), $1,995, Grantu- 
rismo 750-— 2-dr. sed., $2,568, (Heater 
standard on ‘‘93’’ models.) 

SIMCA—Aronde Series — Deluxe 4-dr. 
sed., $1,645; Elysee 4-dr. sed., $1,745; 
Montihery 4-dr. sed., $1,810; Grand 


Large 2-dr, hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr, stat. wag., 
$1,875; Plein Ciel sport cpe. $2,795; 
Oceane conv., $2,995. Vedette V 8 Series— 
Trianon 4-dr, sed., $1,999; Versailles 4-dr, 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 

SKODA—S-440 deluxe sed., $1,686; S- 
445 deluxe sed., $1,787; SS-450 sports 
conv., $2,395; VSS Italia conv., $2,985; 
VSS Italia hardtop, $3,085. (Heater stand- 
ard on all models.) 

SUNBEAM— Rapier—2-dr. $2,- 
499; conv., $2,649. 


hardtop, 


Current Prices on U 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, charges and op- 
tional equipment. 


(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat, wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., "$3,261. Century—4-dr. sed., $3,- 
316; 4-dr, hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr. 2-seat hardtop 
stat. wag., $3.831. Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr. hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr. hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard ‘on Cen- 
tury and Super; Fight-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
O79; 2-dr, hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Sertes 
75—8-pass, sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 
CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr, util, sed., $2,013, Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734. Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. — hardtop cpe. or conv. 
(V-8 std.), $3,631. 
CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr, hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,503. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603, (TorqueF lite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL —4-dr, sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat, wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408, Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 


stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 

DODGE — Coronet Six —4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr, hardtop, $2,764; 
2-dr, hardtop, $2,679; conv., $2,941.50, 
Ro -dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custom 
Royal—4-dr. sed., $3,030; 4-dr. hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr, 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


EDSEL—Ranger—4-dr. 
dr. sed., $2,519; 4-dr, hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup— 2-dr. "2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD — (Prices are for six-cylinder 
models. For V-8s add: $107 for station 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custom 
300—4-dr. sed., $2,109; 2-dr. sed., $2,055; 
business sed., $1,967. Fairilane—4-dr. sed, 
$2,275; 2-dr. sed., $2,221; 4-dr. hardtop, 
$2,418.73; 2-dr. hardtop, "$2,354.12. Fair- 
lane 500—4-dr. sed., $2,427.72; 2-dr. sed., 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8 standard), §$3,- 
162.69. Station Wagons 2-dr. 2-seat 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat 
Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr.. 3-seat 
Country Squire, $2,793.90. Thunderbird — 
(V-8 standard)—2-door hardtop, $3,630.85; 
conv., $3,913.85. 


IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,303. 
Premiere—4-dr. sed., $5,565; 4-dr, hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 
2-dr. sed., $2,547. Monterey—4-dr. sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 
081. M -dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,495. Lane—4-dr. hard- | 


sed., $2,592; 2- 





— 


TAUNUS — Standard—4-dr. sed. §$2,. 
108.50; 2-dr. sed., $2,016.50; Combi-wa 
$2,225. Deluxe—4-dr. sed., $2,254.50; 2-dr, 
on $2,162.50; Combi-wagon, $2,371. 

TEMPO — Matador — 12-passenger stat, 

$2,575; 9-pass. stat, wag., $2,495; 
6-pass. stat, wag., $2,425. (Heater stand. 
ard.) 

TRIUMPH—4-dr, sed., $1,699; 4-dr. stat, 
wag., $1,899, TR-3 (sports cars)—sof top, 
$2, 675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed. $1,. 
957.50; 4-dr. 2-seat stat, wag., $2,370, 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2. 
dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de. 
luxe stat. wag., $2,576; deluxe carnper, 
$2,737. Karmann Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat, 
wag., $2,490. (Heater standard on both 
models.) 


wag., 





top, $3,944; 2-dr, hardtop, $3,867; cony., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr, 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr, 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr, 2-seat Colony Park, 
$3,775. (Multi-Drive Mere-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 

OLDSMOBILE — Series 88 — 4-dr. sed,, 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971: 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr, 2-seat stat, wag., $3,284; 4-dr, 
2-seat hardtop stat. wag., $3,395. Super 
—4-dr, sed., $3,112; 4-dr, hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr, 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, 
brakes standard on Series 98.) 

PACKARD — 4-dr. sed., $3,212; 
hardtop, $3,262; 4-dr. 2-seat stat. wag. 
$3,384. Hawk— 2-dr. hardtop, $3,995, 
(Flightomatic and power brakes are stand- 
ard on all models.) 

PLYMOUTH — (Prices are for six-cylinder 
nodels. For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
52,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
ur. sed., $2,254.25; 4-dr. hardtop, §$2,- 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr, hardtop, $2,527.50; 2-dr. hardtop, §2,- 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sts 
tion Wagons (Suburbans)—2-dr. 2-seat De- 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, §2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, §2,- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 

PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., .$3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 

RAMBLER — American — Deluxe 2-dr, 
sed., $1,789; Super 2-dr. sed., $1,874. 
Deluxe Six—4-dr. sed., 047. Super Six— 
4-dr, sed., $2,212; 4-dr. “hardtop, $2,287; 
4-dr. 2-seat stat. wag., $2,506. Custom Six 
—4-dr. sed., $2,327; 4-dr. 2-seat stat. 
. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., $2 
636. Custom — 4-dr, sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Am — Super — 4-dr. sed. 
$2,587; 4-dr, 2-seat stat. wag., $2,884, Ous-~ 
tom—4-dr. sed., $2,732; 4-dr. hardtop, §2,- 
822; 4-dr. 2-seat stat. wag., $3.026; 4-dr. 
2-seat hardtop stat. wag., $3, 116, 

AKER—Scotsman 


power 


2-dr, 


STUDEB. 6—4-dr., sed, 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
wag., $2,055. Champion 6 —4-dr. sed., 


$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., ; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,252. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 





New Passenger Car Registrations, 40 States for April, 1958-1957 





lous 58) 6448) 374) 6822) (2602 1917) 5149) 15650) 25918) 34334) 1351| 1102! 5300} 42087) 10261) 5326| 48451| 11900) 8601| 84539) 145) 1585) 1730 171674 
a oe ‘7 | 3 =) 4451| 10513 | ferv| 5316! | 1560) 10512 65233) 16494) 5204] 52973) 1493! 12918) 107062, 419] 24st 2750) ‘S204 
‘se 2 13 % ie 4 il 4%) 143) «-222)~=S«333 ~~ “4, 4 a 54; 612) —«103)—S*« i 77) 1982 
Arizona a 9 tt ‘5 sal 83 203 41 aii | & 170} 1006} 180 90 741| 164} 163 1338| ‘| 34| is] 25 
fornia ‘5a) * iz7e| 428, —167|—-364| 0092) -3131| 5162) 7067) 264) 282 926| 0539 —«1319| 1394) 9169) 1495) 1459) 14836) 22| 195) 217) 6065) 3 
‘S7| 23 1017, 680) 427|~—s«857) a 2969| 6770 - 501 | 2790| 16083) 2550) 1544) 10139] 2763] ae 19612 > 410| = 48120 
ste i 5 ZI a ‘ o 319 Hie 30 ia 130; 1500) 219-112) 1225) 299 3 = a6 
— ‘57 | 36 60 16 a 503 We 33 232} 2007} 347) i. 1904} 326) ‘| 3138 i z Fo io) 6245 
is 58 a7 5) 2 368) 617) 146) ~—SCO| SS 177| 1702 1855 332| 3103 4 5920 
oseee 57 “| Bl “ 13] 42} 0a 7 EE a 44 306| 26661 476} 13312808] Sat | dae 4| 2, | 2400 
Maine "Sa 116) 2B 4) | -] a) + 7 ¥| On rr rr é 3 4 a 2612 
‘57 | % H | 5 524] 14 89 627] i 4i| 562} 131! ~—120)~—«1029 4| 28| 130, 238 
setts 58 Te ie5| 34) ~—~<194 1345 sa 2570 74 313; 3020 364) 2963 501| 5575 8 1770 
or ‘57 | S| Gel sisi zal 1830| 3360/ 3848! 103 74] 4403] 10881 339| 3303| stv) ogerl see] oa 128 i iol! 
Michigan 58 747 219) 236 233; 713) fe9l| 3133) 4913) 372) +143 966 6414, 1346) 671| 5997 1898| 1157) 11089 14| 129) +143) ~—=«3| 
‘57 592 rr Hrd 721| 1906| 3936} + 7336| 8716 1% 1923) 10835 a 859} 6726] 1804) 1762] 13442 14] 212| +226} ~——-707| 33180 
lanesot ry a0 at is4) 39)~SOS 4i7| 925) ~—~«16 2067! ~~ 53 328) 2562! 239) 2652) 748! | 4967 8) 2) 120 10082 
— ‘57 | sol 25i| 7i| 241} ~—«596]—«1372|~—«-2531| +34 72 621} 3857| 01 234] 2610|  968 +765| «SB101 iB] steel} dos 2822 
Missouri ‘ss 320 i3 ia} 31) 139 [3 1719) 2699 a 57 290 ma 261 7a 20,616) 10| 123) 133| 457) 12306 
57 164 3| ia zm 60| 271) 546 2785) — 53 553 245! 3837 Ba6| 736| $560 16] 145] 161] —s148| (13816 
N 58 i 17 8 19 158 30 52 57] 7 7; 61) 4531 i « 16) tea) ‘tial 
ae ‘S7 4 2| ‘ 39 122| 4 206 @ 25| 158 I 59| 341 | Pg 16 42| Bl 
; se 7] 31 7 49) ia [a 7 4i7| 109 47| Wii} 95| el 12,12) 120) 1720 
New Mexico =o ial 5 is 2 HI | 97 | %| 12| | 4i9 2 29) 2) _ 87} 101} 677 | 10} 10} 401388 
"58 742 7% 325 7% 960| 2266) 3961) 5295) 212 148 ~~ 658) 6154/1808) —«1233) «11486 20| «215 235) «st 40| 24137 
om ‘57 490 38| 528 é72| 2 | 449] 2038] 3eat| 622 ea | 213 | sia bn teas 785} 7158) 2184 2088| 14780 41] 285| 326] +~—-385| | 34080 
"58 162 a) 57 ai 420 35) 35 140| 1474 a ~~ 136) 1531 2) —sSI|~Sts«S3|Ssi226| SP 
Tennessee 57 ai H o| | 3 33 3 720| | 3s 2323 cs a 408} 2764) 661 as a a a3 ae | 7 rel Fi. 818! 
“W States Reported 56) lI79 ae Vise7| 28 7 = = a 29031 masa een 26a ie) 19 aa renal saen| ~ 94ne ~ 21239) 15425) 150128 a aaa 2am) 22206 “312812 
For April ‘S7|  —- 7776 7493 19192} 43333} 80767| 101183 _124512| 28819 | 5768) 98 re 26166 ho 183870 4563| 12091 | 4!4228 
ear le) aaa 20e31| 5665 i 42050 i717) a es) fa 14523 aan 42973) 370762|" 91265) ona | ase” ysis Tears | 1074 saiaal 13462| 86313 | 1426825 
To Date ‘57| 44108, + 3036| 44144; 20831, 5665| 17125| 42850| 121717| 208168 io533|  98069| Scgves| 140443] 46386| 429326| 127678] 105B9 849728| 2161] 19120] 21281] 44909] 1863190 





precaution has been exercised 
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The 1957 figures for Nash and Hudson are included in the Rambler total. Sine S665 Gieene See Gadinentel ani tection ox Gis Hhkinatn wtih: 
‘ 








tabulated at the time the 
inaccuracies or omissions." 

















report ie is pene. R, L. Polk & Co, cannot assume any liability by reason n ol 
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News to Note... 


Auto World in Brief 





EL RENO, Okla.—Fire heavily|had not yet had time to judge 
damaged Samples Auto Co. here.| whether another increase is needed. 
Carmen Samples, manager, said two| Increases were granted in 1957. 
new cars, the parts supply and all|The requests were filed by the 
records were lost. He estimated the; Bureau of Casualty Underwriters 
damage at $50,000. on behalf of its member compa- 

Firemen said the blaze, which nies, and the National Automobile 


was detected by a passing motorist Underwriters Assn. 
in the early morning hours, ap- ' =. : 
parently started in the showroom. | Parcel Air System Suited 


packages of any dimension and up 
to 40 pounds, Krause added. 
+ * + 


Ford Division Again to Aid 
Legion Baseball Program 

DEARBORN. — Ford division 
and its dealers will participate 
in the American Legion Junior 
Baseball Program for the 16th 
consecutive year, according to 
Walter J. Cooper, general sales 
manager. 

He said the division will pro- 
vide 2,400 individual awards con- 
sisting of folders, pictures and 
sportsmanship certificates at the 


the state level, plus trophies and 
plaques for sectional and regional 








ST 


“Tl say one thing—vyou fellas 





They estimated the damage at| 
about $3,000. 


Arkansas Rejects Appeals 
For Insurance-Rate Boosts 


LITTLE ROCK, Ark.—Insurance 
Commissioner Harvey G. Combs/day delivery to any town in the 
has denied requests for rate in-| U.S. at rates comparable to surface 
creases on liability and property-| transportation, according to Al 
damage policies on private auto-| Krause, president. ParcelAir com-|the 2ist Century that drives itself} any deviation over long stretches, 
bines air transportation with truck/is here—or at least one working|the magazine said. Other auto- 
He said the insurance companies|or parcel-post delivery and handles| model has already been built, ac-| matic autos depend on an elec- 


mobiles in Arkansas. 


winners and a national 10-year 
rotating plaque. Ford also will 
sponsor a banquet for the four 
finalists at the “Little World 
Series” in Colorado Springs. 


* * * 


To Auto-Parts Deliveries 

LOS ANGELES.—American Ship- 
pers, Inc., has announced ParcelAir, 
a new shipping service that is 
especially suited to the automotive 
parts business. 


to service.” 
o * . 


Electronics. 


Drives Itself Electronically 
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AERA SP. 
LOCK OU 


Yes, lock out slow-poke accounting; get fresh 
facts on time with BURROUGHS SENSIMATIC. 





BURROUGHS AND SENS! MATIC—TM’'S. 


for themselves in short order—then 
keep on returning a profit year 
after year. 

For the whole story, just call our 
nearby branch office and ask for a 
copy of our free booklet on Auto- 


Do you find the endless paperwork 
that you face every day an over- 
time headache? Well, it’s easy to 
streamline the operation . . . to 
have a complete, accurate and 
always up-to-the-minute profit- 


and-loss picture at all times. motive Dealer Accounting Systems. 
How? With the Burroughs Sensi- Or write to Burroughs Division, 
matic 500 . . . the accounting Burroughs Corp., Detroit 32, Mich. 
machine that lets automobile deal- .S * 
ers maintain theirfactory-approved See our new film“ The Open Road, 

bookkeeping setup mechanically. a story of Sensimatic savings told 


in dealers’ own words. Then let us 


With the Sensimatic even your 4,monstrate how it works for you. 


newest operator can zip through 
your daily accounting jobs, making 
those figure facts immediately 
available for your countless busi- 
ness decisions. (It totals up to 19 
different columns of figures auto- 
matically.) And Sensimatics pay 





really go all out when it comes | 





cording to the May issue of Popular | 


James P. Butler, California auto- 
The system provides one to three-| Shop Teacher’s Dream Car shop instructor, has built a car 
operated by electronics in which 
the steering system follows the 
NEW YORK.—The dream car of|crown of the road, adjusting for 





— 


| tronic cable built into the road, th 
| article added. 


* * * 


|New Tubeless Tire Stands 


Greater Strain, Hood Says 

|  AKRON.— Development of the 
new “S-100 Plus” tubeless safety 
| tire has been announced by Hood 
| Tires. 


| Engineers said the tire wil] 
| withstand the greater stress and 
strain resulting from sustained 
driving on super highways. The 
tire features cord plies built inte 
the tire at a “speedway cord 
angle” of approximately 30 de- 
grees to the center line of the 
tread, compared with 38 degrees 
| in the ordinary tire; six plies of 
special heat-treated nylon cord 
which provides extra strength 
and stability for easier steering, 
and compounding of the entire 
tread and shoulders as a single, 
inseparable unit, they said. 


Census of Retailers in U. S. 


To Cover Automotive Dealer; 


NEW YORK.—A coast-to-coag 
survey of automotive dealers wil 
be conducted in July by the Audit 
& Surveys Co. as part of its “Na 
tional Retail Distribution Survey; 
according to Solomon Dutka, pres 
| ident. Officials of more than 20,00 
retail establishments of all kind 
will be interviewed to provid 
a count of retail outlets whicl 
|}carry a product category, a spe 
| cific brand and competitive brands 
he said. 


Two Lempco Salesmen 


Get Top Bonus Awards 
BEDFORD, O. — Top sales 
bonus awards have been pre- 
sented by Lempco Products, Inc. 
to Bill Mansfield and Dick Blair. 
This was the third consecu- 
tive year that Mansfield has 
participated in the awards for 
high-volume sales, the firm said. 


IH Opens Truck Center 


Near Downtown Omaha 


OMAHA.—International Harves 
|ter Co. has opened a new truck 
center here. It covers 19,000 square 
feet in the midst of a 75,000-square 
foot parking, loading and driveway 
area. 

The center is located at 20th and 
Paul, not far from downtow!l 
Omaha. Buford Mullin is distrie 
manager for motor trucks, and L 
B. Seemann is Omaha branch maz 
ager. 





Champion Paper Acquires 
Interest in NRC Vaculite 


CAMBRIDGE, Mass.—Champion 
Paper and Fibre Co. of Hamilton 
O., has acquired half ownership ol 
NRC Vaculite Corp. of Cambridge 
Mass., subsidiary of National Re 
search Corp. 


The joint company will undertake 
& program to commercialize a new 
vacuum metalized paper for pack: 
aging, building insulation and 
other applications. 

” 7 


California Firm Offers 


Assistance to Salesmen 


LOS ANGELES.—A series of 2 
transcribed “voice of experience” 
talks, designed to help the sales 
force of auto dealerships, is offered 
by Bert Doane, Inc., 6399 Wilshire 
Bivd., Los Angeles 48, Calif. 

Doane is a former salesman, sales 
manager, general manager and 
dealer. 





California DeSoto Dealer 


Forms Car-Leasing Firm 


LOS ANGELES.—Formation af 
Frost Rental & Leasing Systems 
Inc., has been announced by Henry 
K. Frost, president. 

Frost, a DeSoto-Plymouth dealef 
in Southern California, said the 
new firm will rent or lease all 
makes of cars and trucks to the 


peitts under Cars Rental Systems, 
c. 
* 7 * 


Pomona’s Engel Motor Co. 


Marks 25th Anniversary 
POMONA, Calif—Engel Motor 
Co. marked its 25th anniversary 
as a new-car dealer in the Po- 
mona Valley March 1. 
John C. Engel, founder- 
president, and his brother, Dun- 
(Continued on Page 44, Col. 3) 
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As the nation grows, so grows GOA. 
We’ve spent over $10 million in plant 
improvement alone during the past 
three years. 

As traffic patterns change, sites are 
relocated to give you stepped-up im- 
pact. More and more, you'll notice 
greater individuality of panels. New 
triple-power hi-fluorescent lighting ex- 


tends visibility. Each board is framed 
with the handsome Raymond Loewy- 
designed trim to enhance your brand 
image. 

These are but part of the New Look 
that helps you reach more people more 
effectively with today’s Outdoor Ad- 
vertising. Call your local GOA office 
for the whole story. 


General Outdoor Advertisin 


515 South Loomis Street, Chicago 7, Illinois 
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for every 
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of net profit... 
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Lye Soto Plymouth 


DeSoto Cites Jones & Maley— 


One of DeSoto's original 10 dealers, Jones & Maley, Inc., is cited as a DeSoto 
Quality Dealer during ceremonies in Indianapolis. From left are, Paul Herpolsheimer, 
DeSoto dealer relations director; John Jones, dealership manager; Richard Teiper, 
Chrysler Corp. quality dealer supervisor; A. R. Jones, dealership founder and presi- 
dent; J. B. Wagstaff, DeSoto general manager; E. M. Braden, central area director, 
and E. G. Bath, DeSoto Cincinnati regional manager. 


News to Note... 


Auto World in Brief 


(Continued from Page 42) 


can C. Engel, established the 
company in nearby Upland. In 
1940 they moved their dealership 
to Pomona. Since 1949, when 
Duncan left the firm, David T. 
Perry has been vice-president of 
the corporation which selis 
Rambler, Metropolitan, Borgward 
and Simca. 
+ * o 


IH Increases College Aid 


CHICAGO.—Private colleges and 
universities will receive more than 
$300,000, more than $50,000 over last 
year, from the International Har- 
vester Foundation in 1958, accord- 
ing to IH Board Chairman John 
L. McCaffrey. 


> * > 


$2,000 Backfire 


BLISSFIELD, Mich. — A fire, 
which started when gasoline on the 


floor ignited as a car backfired, 
caused $2,000 damage at Knapp 
Oldsmobile Sales Co. Earl Knapp, 
owner, said he spilled the gas while 
cleaning the tank of a used car. 
The vehicle backfired when he 
started it. 


* * «& 
|Clark Equipment Sets Up 


|Lift-Truck Rental Unit 


BATTLE CREEK, Mich.—Clark 
Equipment Co.’s industrial truck 
division has purchased Lift Truck 
Rental Corp., New York, and has 
formed a new subsidiary, Clark 
Rental Corp., to rent forklift trucks 
| and other materials-handling equip- 
|ment in metropolitan New York, 
Northern New Jersey and Con- 
necticut. 

Purchase price was $2.3 million, 
according to Robert H. Davies, 


GREASED-FOR-LIFE SOCKETS AND LINKAGES 


may be for the birds, but they can mean longer life and easier maintenance for your models of 


the future. These new Thompson products may be coming your way from Michigan Division’s 


research centers that have made many notable contributions to easier steering and more 


comfortable riding. You'll want more information and we'll be happy to provide it. Just write 


us at 34201 Van Dyke, Warren, Michigan, or phone Jefferson 9-5500, and we'll do the rest. 


You can count on /pylhompson Products 
P 


Michigan Division: Warren and Portiand 


vice-president of the division. Ag- 
sets purchased included 550 fork 
trucks and 30 maintenance ve- 
hicles. 

* * * 


Polk’s Southwest Offices 


Move to New Dallas Building 


DALLAS—R. L. Polk & Co, 
statistician for the automotive in- 
dustry, has moved its Southwestern 
district offices into a new 12,000- 
square-foot building here, accord- 
ing to District Manager Vernon §S. 
Cassel. 

The Dallas district office pub- 
lishes directories for a five-state 
area that includes Texas, Louisiana, 
Arkansas, Oklahoma and New 
Mexico. 

= af ~ 
Concrete-Mix Vehicles Get 


Own Flywheel-Power Unit 

TULSA, Okla.— Crane Carrier 
Corp. announced it has introduced 
a flywheel-power-takeoff unit as an 
integral component of the CCC 
Mixermaster M650T, a ready-mix 
concrete vehicle. 

With flywheel-power takeoff, said 
Crane, power to operate the mixer 
is taken for the first time from the 
flywheel assembly of the vehicle 
carrying the mixer. 

= * * 


Plymouth-Exclusive Dealers 


Elect Raynal in Detroit 

DETROIT. — Pol R. Raynal, 
Raynal Brothers Co., has been 
elected president of the Exclusive 
Plymouth Dealers Assn. of Greater 
Detroit. 

James A. Mason, Northwood 
Plymouth Sales, Inc., was named 
vice-president; James E. Grissom, 
J. E. Grissom Plymouth, secretary, 
and Frank Pepp, Frank Pepp, Inc., 
treasurer. 

> * > 


Duralastic Products Buys 


Part of Packard Plant 


DETROIT.—A portion of the old 
Packard plant here has been pur- 
chased by Duralastic Products Co., 
a maker of reinforced plastic ar- 
ticles. 

A spokesman for Duralastic said 
the move is part of an expansion 
of the firm’s custom molding and 
engineering facilities. 

* * * 


Nicolet Industries, Modiglass 


Move into New Office Building 


FLORHAM PARK, N., J.—A new 
building containing the executive 
offices and research and develop- 
ment facilities of Nicolet Industries, 
Inc., has been opened here. 

Modiglass Fibers, Inc., a Nicolet 
affiliate, also has established execu- 
tive offices and research labora- 
tories in the building. 

” . * 


Former Used-Car Manager 


Admits Embezsling $9,693 


PHILADELPHIA. A former 
used-car manager at a dealership 
here, pleaded guilty to embezzling 
$9,693 from the firm two years ago. 

Victor M. Swadis, 37, formerly 


| with Alvin A. Swenson, Inc. (Ford), 


was placed on five years’ probation 

and ordered to make restitution in 

the amount of $6,500. 
” © 


* 


Pump Firm to Expand 
DALLAS. — Thomas Co., which 
builds water pumps for automobiles, 
has leased a 5,000-square-foot build- 
ing for expanded operations. 
* * x 


Ellis Sells Car to City 


FREMONT, O.—Pete Ellis Motor 
Sales was low bidder on the sale of 
a Plymouth Savoy four-door sedan 
to the Fremont Board of Control 
for police use. The bid was $2,622.25. 

* * * 


Brake Shoe Buys Foundry 


NEW YORK.— American Brake 
Shoe Co. has purchased the assets 
of Gaines Foundry, Inc., near Los 
Angeles. The castings firm will be 
operated as the Gaines Works of 
the Light Metals department of 
Brake Shoe. Frank Gaines will con- 
tinue to manage the operation. 

7” = * 


Illinois Dealership Razed 


TAYLORVILLE, Il.—Fire which 
swept Gilbert H. Large Co. 
(Chevrolet - Oldsmobile - Buick), 
caused $20,000 damage to the build- 
ing and $10,000 loss to contents. 

Large said several new cars in 
the building were not damaged. 
Firemen were fighting another 
blaze when the dealership fire was 
discovered. 
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Highways & Safety... 


Leadership Is Key 
To Local Crusades 


Eprror’s Note: This is the 
seventh in a series of articles on 
how dealers can build service 
and sales by promoting safety. 

+ * - 


By Maynard M. Gordon 
News Editor 
7 THE leader belongs the spoils 
—particularly in a neglected 
field like highway safety. 

The dealer who will take the 
safety bull by the horns in his com- 
munity reaps the bonanza in the 
11 months out of the year when no 
National Vehicle Safety-Check is 
in progress. 

Community leadership in the 
safety field requires a minimum 
effort, considering the potential 
return. The local schools, radio 
stations and newspapers “dig” 
safety, to use the teen-age ver- 
nacular. And teen-agers are the 
market of tomorrow. 

What can you, a dealer, do about 
safety during the non-Safety-Check 
months? Here are four suggestions 
from the governor who has estab- 
lished a national reputation for a 
safety crackdown in his state, 
Connecticut’s Abraham A. Ribicoff: 

1. Make known to your legisla- 
tors your determination to see a 
strong highway 
safety program 
enacted in your 
state. 

2. Insist on 
safety education 
in your grade 
schools and 
mandatory 
driver - training 
in high schools. 

3. Support a vehicle law enforce- 
ment program without “fix or 
favor.” 

4. Be a safe driver yourself. 

« * oa 


ee exemplifies the undis- 
covered benefits of aggressive 
safety promotion—on the political 
level—in the face of overwhelming 
odds. He set out 2% years ago to 
reduce Connecticut’s traffic fatali- 
ties, no matter whose toes he 
stepped on. 

His solution: First-offense speed- 
ers lose their licenses for 30 days, 
second offenders for 60 days and 
third offenders for at least 90 days. 
No ifs, ands or buts. 

In 1956, the first year the rul- 
ing was in effect, Connecticut 
traffic deaths dropped from 1955’s 
alltime high of 324 to 288. The 
toll for the first four months of 
this year was slashed 23 percent 
from the same 1957 period. 
Dealers, of course, cannot single- 

handedly eliminate speeders from 
the highways. 

But they can exercise safety 
leadership in their communities and 
fill a void on the business level 
which Gov. Ribicoff filled as a 
Connecticut public official. 


“Dealers,” says Bud Darlington, 
managing director of the Inter- 


Elaborate Styling 
Called Big Factor 


In Insurance Hikes 


TAMPA, Fla. — Fiorida’s State 
Treasurer Edwin Larson called 
“modern dream-boat styling” a 
major factor in the increase in 
insurance rates. 

Larson told the Tampa Assn. of 
Insurance Agents: 

“Costs of replacing some rear-end 
light assemblies have risen as much 
as 600 percent within one year, and 
Many cars have as many as four 
rear lights.” 

The windshield for one 1947 
model, he said, cost $9.75, but on 
the 1957 model it costs $84.75. 

“It is impossible for a $10 pre- 
mium to cover an $80 windshield,” 
he said, 

Larson estimated auto-parts costs 
have gone up 90 percent since 1947, 
and labor costs 51 percent. 

Larson, who also is State insur- 
ance commissioner, also cited these 
other factors in the rise in insur- 
ance rates: Generous jury verdicts, 








‘high medical costs, a general pe- 


Tiod of economic inflation and the 
increasing accident totals. 


Industry Highway Safety Com- 
mittee, “can provide the spark for 
local traffic safety organizations. 


“Individual dealers or dealer as-| 


sociations can work with other 
businessmen, civic groups and 
public officials in the community to 
establish an organization to pro- 
mote year-round traffic safety ac- 
tivities. “Help your community 
carry on needed accident prevention 
programs.” 
+ + 7 


As’ A footnote, Darlington adds | said Harry Mathewson, assistant | every member of the sales force.” 


that the Inter-Industry High- 
way Safety Committee has avail- 
able “Code of the Road” pledge 
cards and stickers at its Washing- 
ton (D. C.) headquarters at 1200 
Eighteenth St. N. W. 
Gov. Ribicoff wraps up the need 


| laboratory—so that they 





for safety crusading in these words: 

“What makes the tragic kill- 
ing and maiming on our highways 
even more tragic is that it is 
needless and senseless. 

“There is ample evidence that 
the tremendous cost in lives and 
wealth can be reduced. In that 
evidence is a challenge that is a 
reproach to our society unless we 
meet it boldly.” 


* 


Traffic Simulator 
Experts Map Lab Tests 


Of Driver Reactions 
As a means of getting at the 
fundamentals of driver behavior, 
members of the Los Angeles staff 





of the Institute of Transportation 
and Traffic Engineering at the Uni-| 
versity of California are mapping) 
a driving simulator. 

“The idea of driving simulation,” | 


ITTE director, “is to create in the! 
can be! 
controlled and measured—those ele- | 
ments of the driving environment 
that in large part make a driver 
behave as he does on the road. 
“With a traffic simulator we hope 
to look at the driver in a controlled, 
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“. . . and I bought a pair for 





reproducible situation — something 


| rarely possible in actual traffic. In 


this way, many drivers can be 
tested under identical (simulated), 
roadway conditions. 


“Also, the performance of large 


your seat cover customer is many people.. 


45 


numbers of drivers can be meas- 
ured against alternate roadway de- 
signs, yet without the cost or risk 
that might be entailed by such 
testing in real life,” Mathewson 
said. 

The ITTE group is basing its 
present designs on the idea of hav- 
ing test subjects “drive” a current- 
model car on a treadmill, with a 
motion picture providing the traffic 
scene. 

to + = 


Chrysler to Receive 


Crash Data on Its Cars 


Chrysler Corp., Detroit, has 
made arrangements to receive from 
the states, duplicate copies of all 
data pertaining to accidents in- 
volving cars manufactured by the 
corporation. The data will include 
police and medical reports and 
photographs. 

L. L. Colbert, president, told the 
Governors Conference Special Com- 
mittee on Traffic Safety that 
Chrysler will use the material for 
research and development purposes 
and will study it to determine 
whether additional safety design 
modifications are indicated for fu- 
ture models. 





only SARAN meets the needs of all of them 


Not everyone is looking for the same thing in seat covers. 
That’s why you're always more sure of a sale when you show 
your customers seat covers woven of SARAN. 


Beauty? One look will sell them on SARAN .. . especially 
when you tell them years of use have proved SARAN seat 
covers keep their fresh color and snug fit for years. 


Real seating comfort? A closer look will show them how 
SARAN seat covers are woven to breathe . . . adjust naturally 


Good Car. 


YOU CAN DEPEND ON 


to temperature changes. No more cringing from seats that 
are too hot in summer, too cold in winter. 


Durability? It’s built into every tough SARAN fiber. SARAN 
seat covers resist all the wear and tear that tots and teenagers 
can give them. Spills wipe away without leaving a trace. 

Stock them, display them and you'll see: The most salable 
seat covers are SARAN. THE DOW CHEMICAL COMPANY, 


MIDLAND, MICHIGAN. 


ji begins with beautiful seat covers! 
























SHOCK SPRING—Designed to fit all cars 
with airplane-type rear shock absorbers, 
the SSS-10 Sampson shock spring is said 
fo improve riding comfort, increase load 
capacity, prevent “bottoming,” level the 
ride and stabilize cars on curves. Model 
HS-10 increases load capacity up to I,- 
500 pounds and model HS-10 Junior up 
to 750 pounds. Both incorporate oil- 
tempered wire in their construction and 
ore packed ready to install. Perfection 
Automotive Products Corp., 925 E. Eliza- 
beth, Detroit 1, Mich. 





BACK REST—An automobile bock-rest 
designed to increase driving comfort and 
safety has been introduced by Market 
Forge Co., Everett, Mass. The bock-rest 
provides adjustments to fit individual 
height and figure types, it is said. Called 
the “Mark-Fore Adjustable Back-Aide,” i! 
is constructed of fiberglas mesh which is 
fastened to a special alloy steel frame. 
The trimming comes in ivory or ebony 
vinyl, with gold or silver welling. 





TURN SIGNAL TESTER—A déirectionol 
signal flasher tester has been introduced 
by General Electronic Corp., 15358 Schae- 
fer Rd., Detroit 27, Mich. The unit is de- 
signed to handle either six or 12-volt 
flashers with either two or three terminals. 
Battery clips hook on 2 six-volt batteries 
in series for six or 12-volt units. 


+ 


LAMP KIT — Yankee Metal Products 
Corp., 25 Grand St., Norwalk, Conn., has 
introduced a boat trailer lamp kit that 
is said to be approved as a stop, tail 
and directional signal. The kit, No. 892, 
is said to contain all necessary parts for 
complete installation. 

. @ @ 


GE Says Tiny Flashtube 


Cuts Cost of Engine Timers 


The FT-30, a tiny electronic 
flashtube, soon will help reduce the 
cost and size of automotive engine 
timing devices, according to Gen- 
eral Electric Co.’s photo lamp 
department, Cleveland. 


About 1% inches long and a quar- 
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ter of an inch in diameter, the 
device is about half the size of 
flashtubes now in use in engine 
timing devices. Cuts in costs and 
size of engine timing devices are 
made possible by a new low-voltage 
design built into the FT-30, accord- 
ing to General Electric. 
: + ” 






BUSINESS CARDS—Wide 
cords printed in three and four colors is 
| available to car dealers. A vinyl plastic 
|case is included with each 1,000 cords. 
Utley Bros., Inc., 17531 Filer, Detroit 12, 
Mich. 


selection of 








ELECTRICAL TESTER— Mechanics can 
check firing and isolate faulty spark 
plugs plus check auto ignition coils with 
@ precision electrical neon tester intro- 
duced by Superior Instruments Co., 2435 
White Plains Rd., New York 67, N. Y. 
Called the Sico Electro-Probe, the tester 
is of one piece design and styled as an 
automatic pen or pencil. Made of molded 
durable biack thermoplastic, the tester 
has a convenient pocket carrying clip and 
fully protected aeen tube. 


Oil Improvement Reported 


The liquid power division, Metal- 
ife Co., P. O. Box 524, Wentzville, 
Mo., reports that it has improved 
the formula for its Metalife, a con- 
centrated additive oil. The company 
said the oil now has added strength. 





TIRE TREAD DESIGN—Heintz NKP high- 
way tread design is said to feature a 
safety action tread. Heintz dual matrices 
are designed and engineered dimension- 
wise to handle both 14 and 15 inch tires. 
Matrices are available in both steam and 
electric, for all Heintz molds, Heintz 
Band-O-Matic, and other types of clam 
shell molds, from the James C, Heintz 
Co., 3738 W. 143rd St., Cleveland, O. 








WIND DEFLECTOR—The Wind Stopper, 
a draft and wind deflector for automobiles, 
is shown installed on the driver's window 
of the car. Hinged panel is made of plexi- 
glas and can be used on right or left 
window. The unit is six inches wide and 
varies in height according to car applica- 
tion. With the window open, the unit 
swings ovtward to any desired position, 
deflecting wind and air noises outward 
and away from the car's interior. Wind 
Stopper Co., 2680 Geary Bivd., San 
Francisco 18, Calif. 





MIRROR—The Jupiter rear view mirror 
is designed to fit all cars, and can be 
mounted on the fiat or angled on the 
curve of either the left or right fender 
or body, it is claimed. This 44-inch di- 
ameter mirror features a double thick 
gloss ond hos a “swing-o-way” movement 
of arm that is said to eliminate blind 
spots. Replaceable mirror head features 
adjustable spring tension control. Super- 
site Corp., Derby, Conn. 

> = 2 





TREAD DESIGN—Jaomes C. Heintz Co., 
3738 W. 143rd St., Cleveland, O., has 
released for truck band top treading, 
its B-205 deep tread traction design. The 
horizontal traction bar tread is said to 
give excellent service and traction action, 
under use on all types of roads. Available 
in both steam and electric for Heintz 
Band-O-Matic. 





AIR HORN — A Mighty Midget air 
horn kit for car, truck and marine instal- 
lation has been announced by Grover 


Products Co., 1233 S. Hope St., Los 
Angeles 15, Calif, The dual air horns 
feature an electric control valve with 


pushbutton control and mounts in front 
of the radiator, back of the grille. 
* 8 


No-Load Finishing Paper 


Won’t Clog, Armour Says 


The Coated Abrasives division of 
Armour & Co., Alliance, O., has 
developed Armour No-Load finish- 


the distributor, it is said. 
| x * 





ing paper for car and truck re- 
finishing work. 

The company recommends it for 
sanding soft surfaces like paints, 
enamels, lacquers, plastics and 
fiberglass. It has a special coating 
which reportedly prevents residue 
from loading and clogging the 
paper. 





POINT SETS—Kem Mfg. Co., Inc., Fair 
Lawn, N. J., has announced its line of 
one-piece Vent-O-Lated Points which pro- 
vide full coverage for all Delco-Remy, 
Autolite and Ford installations. The one- 
piece heavy duty construction is said to 
afford faster and easier installation. The 
contact arm and tungsten surfaces are 
protected from mishandling and distortion 
during installation because the compon- 
ents are completely factory pre-assembled 
and aligned to drop easily into place in| 


> 








WHEEL COVER — The National wheel 
cover which is made for both 14 and 
15 inch wheels, incorporates a 1-piece, 
die-cast center design. The depth of 
the center piece is said to blend into 
the recessed hub of the cover and the 
all-chrome surface is accentuated with a 
ring of flat white enamelled squares. 
Designated by catalog numbers E-14-B 
and E-15-B this design is said to have 
these features: no slip, no-turn, no- 
squeak attachment springs; triple chrome 
plate; and it interchanges with original 
equipment, NAMSCO, Inc., Bellwood, Ill. 


e > > 


Arcosol Solvent 


Arcosol, a solvent for lacquer, 
enamel and acrylic finishes, has 
been introduced by Arco Co., 7301 
Bessemer, Cleveland 27, O. The 
company claims that Arcosol can 
reduce all types of automotive fin- 
ishes to spraying consistency with 
about half the amount of solvent 


normally required. 





. 





VARNISHES — Krylon spray varnishes 
ere said to restore the appearance of 
dull, faded simulated-wood metal panels 
on station wagons. The products, Krylon 
High-Gloss and Krylon Satin-Finish All- 
Purpose Varnish, is applied to the surface 


after all protective wax has been re- 
moved. Paste or liquid auto waxes may 
be applied over the varnished surfaces 
without any adverse chemical affects, it 
is claimed. Krylon, Inc., 18 W. Airy St., 
Norristown, Pa. 





MIRROR — The Roberk Co., Norwalk, 
Conn., has introduced model No. 300, 
imported car fender mirror. Pair movnt- 
ings are achieved by removing the lock 
nut and reversing head. Installation jis 
accomplished from top with two stainless 
steel screws directly into fender. Model 
number 301 available in convex glass. 

. 8 © 





CLEANING VAT—A hot-cleaning vat, 
designated the Super J-3, which cleans 
radiators has been announced by Inland 
Mfg. Co., 1108 Jackson St., Omaha 21, 
Neb. Cleaning action is said to be 
speeded by a vigorous agitation of the 
solution, produced by air streams vup- 
ward through the tank—three along the 
front side and three along the back side. 
Control panel combines temperature 
gauge, temperature control, air gauge, 
air regulator control, air agitation switch 


and elevator-and-lid control. 
ss @ 6 
Oy CO) C {) 
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WRENCHES—Six large-size combination 
wrenches have been added to the wrench 
line produced by Owatonna Tool Co., 314 
Cedar, Owatoona, Minn. The wrenches are 
now available in these sizes: 1% inch, 
1-11/16 inch, 1% inch, 1-13/16 inch, 1% 
inch and 2 inch. Both the open-end and 
box-end are at a 15-degree angle to the 
handle. OTC combination wrenches now 
range from 5/16 inch through 2 inches. 

se &. = 


Golden Washmobile 
the equipment 


CAR WASH—The 
is said to include all 
necessary for washing, vacuuming, full 
rinsing, pressure detergent application, 
final rinse and automatic drying. In ad- 
dition to a blower, the unit features 
white wall guns, air guns and auxiliary 
high-pressure water hose. The car wash 


is mounted on wheels and is guided on § 


a single track permitting the entire unit 
to be moved back and forth over the 
car, it is claimed. Washmobile Corp., 
Union, N. J. 
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Tire Pump Bulletin 


Three types of underwriters’ 
approved fire pumps—horizontal 
single stage, horizontal multi- 
stage and vertical turbine multi- 
stage pumps—are the subject of 
an illustrated, 32-page bulletin 
available free from Peerless 
Pump division, Food Machinery 
and Chemical Corp., 301 West 
Ave., Los Angeles 31, Calif. | 


* * ° 


Booklet on Safe Driving | 
“You and Your Car,” a booklet} 
covering important safety facts—| 
% cents a copy. Channing L. Bete) 
Co., Inc., Greenfield, Mass. 


* * * 


Hydraulic Jack Information | 
Illustrated folder on Jack-Pack| 
hydraulic jack repair kits—free. 
Jack-Pack Mfg. Co., 2115 N. Mari- 
anna Ave., Los Angeles 32, Calif. 


* + * 


Transformer Catalog 
Transformer catalog—free. Mar- 


cus Transformer Co., Inc., P. O.| 
551, Rahway, N. J. 
= > = | 

Avis Directory 
A pocket directory of all Avis 


Rent-a-Car System stations 
throughout the world is available} 
to the public free through Avis 
stations, travel agencies, airline and | 
railroad terminals and all other} 
transportation centers where Avis 
car rental reservations can be 
made. | 

* * | 


Merchandising Folder 


A four-page folder describing 
how “double-duty” displays sell) 
plastic electrical tape and friction} 
tape—free. Dutch Brand Division, | 
Johns-Manville, 7800 S. Woodlawn | 
Ave., Chicago 19, Ill. 


* « > | 


Loading Control Bulletin | 


A four-page bulletin covering the 
dynamically controlled application | 
of force on a repetitive, sustained | 
or programmed basis in mechani- | 
cal testing is available free. CDC 
Control Services, Inc., 427 S. War- 
minster Rd., Hatboro, Pa. 


> * * 


Store Fixtures 


Illustrated catalog describing) 
Challenger steel and wood store | 
fixtures—52 pages, freee M & D 
Store Fixtures, Inc., Chicago 3, IIL, 
or M & D Store Fixtures, Inc., La-| 


Puente, Calif. | 


* > * 





Plastic Laminates 


Illustrated bulletin (Data Sheet! 
No. 8-1) describing copper-clad 
plastic laminates for electronic 
printed circuits—four pages, free. 
Taylor Fibre Co., Norristown, Pa. 

. * > 


Titanium Welding Techniques | 


“Titanium Welding Techniques” 
~—32 pages, free. Titanium Metals 
Corp. of America, 233 Broadway, 
New York 7, N. Y. 

> + 
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Brehm Tube Cutter 


Tube cutting through use of the 
Brehm tube cutter—free. Steel 
Products Engineering Co., division 
of Kelsey-Hayes Co., Springfield, O. 

* * - 


Lift-Truck Guide 


A booklet describing the impor- 
tant things to consider in selecting 
the right lift truck—free. Hyster 
Co., 1003 Myers St., Danville, Ill. 

* ” o* 


Booklet on Colloidal 


A booklet, “The ABCs of Col- 
loidal Dispersions,” gives the an- 
Swers to many of the questions 
frequently asked about colloids 
with story, drawings and pictures 
—free. Acheson Colloids Co., Port 


Huron, Mich. 
= - . 


Aid to Flame-Cutting 


“Cut Your Flame-Cutting Costs” 
—12 pages, free. (Form 1057). 
inde Co., division of Union Car- 
ide Corp., 30 E. Forty-second St., 
New York 17, N. Y. 


* * * 
| 


U. S. Metal Surveys 
Industrial Scrap Generation Sur- 
ey—35 pages, 30 cents; Aluminum 
aterial Survey—338 pages, $2.50; 











Bulletin Board... 





Floor-Repair Bulletin 


| St. Louis 24, Mo. 


four pages, free. Dutch Brand di- 
vision of Johns-Manville, 7800 S. 
Woodlawn, Chicago 19, IIl. 


* * * 


Import Handling Manual 


“Lifting Foreign Cars on ‘Frame- 
on Contact’ Hoists”—24 pages, free. 
| Seeees and Its Alloys—87 pages, 60| Globe Hoist Co., E. Srenaia Lane 
cents; Tungsten Materials Survey—| at Queen St., Philadelphia 18, Pa. 
143 pages, 75 cents; Titanium Ma- * * * 
terials Survey—202 pages, $1. U. S. 
Government Printing Office, Wash- 
ington 25, D. C. 


* * * 


Acme Steelstrapper 


Information on the A-4 Pneu- 
matic Steelstrapper— eight pages, 
free. Acme Steel Co., 135th St. and 
Per Ave., Chicago 27, Ill. 

A two-page bulletin on how to me * - * 


apply a patch to damaged concrete ° 
flooring with Emeri-Quikpatch_| Maintenance-Cost Control 
Controlling Costs,” Bulletin 


free. Walter Maguire Co., Inc., 60 
E. Forty-second St.,. New York 17, | G205RR telling how to save money 
|in off-the-ground maintenance 


free. Patent Scaffolding Co., Inc., 


= * * 
Wheel Balancers . — St., Long Island City 


Service literature for wheel bal- * * * 


ancers—free. Hunter Engineering . . spege 
Co., Hunter Ave. and Ladue Rd.,| Aluminum Availabilities 
A booklet containing data on 


aluminum characteristics, fabricat- 


Selecting Masking Tape 


“How to Get Better Looking Re- 
paint Jobs in Less Time,” dealing 








FORECAST: 
What to do: Stock up on Quaker State Medium, 
the SAE 20W-30 motor oil that keeps cars run- 
ning smooth, sales running high all‘summer long! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « 
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ICC Plans to Revise 
Light, Turn-Signal Rules 


WASHINGTON. —The Inter- 
state Commerce Commission has 
issued notice of proposed changes 
of its motor carrier safety regu- 
lations that include required and 
prohibited use of turn signals 
and sections relative to lighting 
equipment on substantially all 
types of commercial vehicles. 

The proposed changes would 
apply to vehicles manufactured 
60 days after the effective date 
of the order and would apply to 
all vehicles 180 days after the 
effective date of the order. On 
or before July 1, interested per- 
sons may submit written state- 
ments containing data, views 
and arguments and the commis- 
sion may consider proposed 
amendments. 





919 N. Michigan Ave., Chicago 11,| 
| Til. 


ing and finishing techniques, me-| 
chanical and physical properties of | 
alloys and company services to! 
a customers—24 pages, free. Kaiser| catalog-manual describing diamond! tion Sales Co., 150 E. Forty-second 
with selection of masking tape —| Aluminum & Chemical Sales, Inc.,| wheels and grinding techniques—32| St.. New York 17, N. Y. 


+ = * 


Diamond Wheels 
“Clipper 





Diamond Wheels,” 


47 


pages, free. Clipper Diamond Tool 
Co., Inc., 345 Hudson St., New York 
14, N. Y. 

* * * 


Car, Truck Glass Parts 


A catalog listing complete glass 
specifications for all American cars 
and trucks and most foreign autos 
—112 pages, free. Shatterproof Glass 
Corp., Automotive Distributor Di- 
vision, 4815 Cabot Ave., Detroit 10, 
Mich. 


* * * 


How Twines Are Made 


“Columbine Twine for Every 
| Use,” catalog explaining how twines 
j}are made—48 pages, free, Colum- 
bian Rope Co., 3180 Genesee St., 
Auburn, N. Y. 


& * * 


Passenger Car Tires 


“Passenger Car Tires— Care and 
| Service”—24 pages, free. Rubber 
Manufacturers Assn. Inc. 444 
| Madison Ave., New York 22, N. Y. 


+ * * 


Flame Cutting Machine 


A catalog covering features of its 
new No. 56 Oxygraph flame cutting 
| machine—16 pages, free. Air Reduc- 





Plenty of warm-weather driving ahead. 


MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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TEXANS 
LAST YEAR 
PAID 
$355,000 
MORE 
TO READ 
THE POST 


Based on The Houston Post's subscription 
rate of 20c more per month than that of any 
other Texas daily. 


W. P. Hobby 
Chairman of the Board 





Oveta Culp Hobby 
President 
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THE HOUSTON POST 


Houston market 


to cover the 





Represented Nationally by MOLONEY, REGAN & SCHMITT 





















COATS 
TIREMAN 


Just new on the market, but already acknowl- 
edged as the leader of air-powered tire changers 
... that’s the All-Star Coats Tireman. There 
are no time-wasting gimmicks . . . just a rug- 
ged, precision-engineered machine that will 
change all size tires — 12 to 21 inches, tube- 
less and conventional — faster and easier than 
anything else yet designed. 


YOU GET... 





NEW SCREW-TYPE HOLD DOWN 
with just a twist of the wrist. 
pedal. Gently but firmly loosens Most rugged and trouble-free 
toughest beads. hold down yet devised. 


LIBERAL TRADE-IN ALLOWANCE 


AIR-POWERED BEAD LOOSEN- 
ING by just pressing the foot 





GENERAL OFFICES: 12 DEPOT SQUARE 
MIDWEST OFFICES: 900 N. Lake Shore Drive, Suite 804, 
WESTERN DIVISION OFFICES: 3453 Cahuenga Blvd. 


ADDRESS 


The Newest and 











NEW TOOL 


By Martin L. Whitmyer 
Staff Writer 


Auto dealers in the Akron area 
have adopted a new code of adver- 
tising ethics designed to “encour- 
age and preserve dependability in 
the advertising and sales of auto- 
mobiles.” 


The new code governs the 
advertising of new and used auto- 
mobiles, trucks and trailers and 
covers advertising in any form. 


It was adapted for the area by 
the dealer association and Better 
Business Bureau from ‘standards 
proposed by NADA and the na- 
tional BBB. 


When the code has been violated 
in the opinion of the local BBB, 
which will maintain a surveillance 
of local advertising, notice shall be} 
given the advertiser, specifying in 
what particulars the advertisement 
is out of line. A recommendation 
also will be made regarding future 
advertising. 

If the advertiser disagrees, he 
can take the case to the Advertis- 
ing Board of Review for a hearing. 
If he accepts the recommendation, 
the case will be considered closed.) 

* > * 
Wilkie Appoints Agency 

Wilkie Buick Corp., 1750 N. Broad | 
St., Philadelphia, has appointed 
Gray & Rogers, Philadelphia, as) 
advertising and public relations| 
agency for the firm and three! 
affiliated companies. 

In addition to handling all adver- 
tising and publicity for Wilkie 
Buick, Gray & Rogers will act in a 
like capacity for its affiliates, Phil- 
penn Imported Car Co., 1706 N. 
Broad St., Philadelphia, and 635 











|tisement will 
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Auto Advertising 









Lancaster Ave., Bryn Mawr, and 
Metropolitan Leasing Co., national 
car fleet rental service operating 
out of the Wilkie Buick building. 


* * = 


Allied Van Lines Cited 


Allied Van Lines, Broadview, IIl., 
has been awarded first prize in the 
Great Dane-ATA Foundation pub- 
lic relations awards contest. 

Allied built its prize-winning pro- 
gram around an educational book- 
let, “When Families Move,” which 
was prepared in collaboration with 
the Child Study Assn. of America. 

= * * 


Avis Hits Businessmen 


Full page advertisements in busi- 
ness and mass circulation maga- 


zines, color ads for special seasonal | 


Promotions, plus “bill-board” tyPe| Growing America,” the pamphlet is 


layouts in leading newspapers in 
major cities will be used in a new 
advertising campaign for Avis 





Rent-a-Car System. The new cam-| 


| paign will continue throughout the 


year. 


Aimed primarily at businessmen, 
the Avis selling message will cen- 
ter around the attention-getting 
theme, “Don’t Just Rent a Car— 
Reserve With Avis!” Each adver- 
sell the time and 
money saving advantages of re- 
serving in advance with Avis, as 
well as point up Avis’ special exe- 
cutive services offered to the busi- 


ness traveler. 
> = > 


Seiberling Film Cited 

Seiberling Rubber Co. has won a 
national award for its public serv- 
ice film, “How to Drive on Snow 
and Ice.” 


The film was voted an Award of 


|Merit in the 1958 safety contest 





ROLLER ACTION MOUNTING... 
DISMOUNTING as recommended 
by tire engineers. No prying or 
scuffing. *Combination Tool 

is a bonus extra! 


New Combination 
Take-Off and Put-On 
Tool available for present 
Coats models and other tire 


changers with center posts. $15.00 
ENGLEWOOD, NEW JERSEY 


CHICAGO, ILLINOIS 
Los Angeles 28, Calif. 


INQUIRIES DEPARTMENT 


sponsored by the National Com- 
mittee on Films for Safety, Chicago. 
The Seiberling award came in the 


|group of non-theatrical motion 


pictures covering the subjects of 


traffic and transportation. 
i > > > 
MacDonald Acquires Firm 


E. F. MacDonald Co., Dayton, O., 
sales incentive organization, has 


| acquired T. J.saMoGuire Travel Co., 


Chicago travel incentive concern, 


| according to Elton F. MacDonald, 
president of the Dayton company. 


The McGuire travel concern will | 
be merged with Abbotsford Travel 
Service Inc., Chicago, and the com- 
bined travel organizations will 
operate as the travel affiliate of | 
MacDonald Co. 

> 


> * 


|Dealers Drop Agency 


The Chevrolet Dealers Assn. of 


| Washington has voted to end an 


agreement under which Ketchum, 
MacLeod & Grove has been agency 


|for the association and each of its 


14 members. 


No reason was given for the| 
termination of the contract, but 


—- 


agencies that previously handled 
their account, One dealer also said 
there was some feeling that the 
existance of the contract was un- 
wise at a time when dealers are 
appearing before a grand jury 
which is investigating the associa. 
tion’s activities. 
= = * 


New York Times Breakdown 


A breakdown of New York 
Times circulation in its own 
local market and throughout the 
country is given in the news- 
paper’s annual Circulation Book. 

Copies of the book are avail- 
able to advertisers and advertis- 
ing agencies from the New York 
Times Research Department, 
Times Square, New York 36, N.Y. 

= * . 


New Ad Council Booklet 


An illustrated 24-page booklet 
spelling out the positive factors in 
America’s growth and potential has 
been released for national distribu- 
tion by The Advertising Council. 


Titled “Your Great Future in a 


part of a public information pro- 
gram conducted by the Council. 

It is available free from The 
Advertising Council, 25 W. Forty- 
fifth St.. New York 36, N. Y. It is 
also being offered to the public via 
newspaper and magazine advertise- 
ments and television and radio mes- 
sages. 

= > = 


Ford Motor Film Cited 


A Ford Motor Co. produced mo- 
tion picture, “Yosemite”—Valley of 
Light,” has been given an award 
as one of the nation’s outstanding 
travel films. 


The color motion picture, filmed 
by Ford cameramen in Yosemite 
National Park, received a “Chris 
Award” at the sixth annual Colum- 
bus (O.) Film Festival. 


The same Ford film also has 
been named one of the 10 out- 
standing sponsored films of the 
year by Scholastic magazine. 

> > > 


ANPA Elects Weil 


Louis A. Weil jr. executive vice- 
president of Federated Publications, 


|Inc., has been elected chairman of 


the board of the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn., succeeding Rich- 
ard L. Jones jr.. president of 
Newspaper Printing Corp., Tulsa 

Russ Stewart, general manager of 
the Chicago Sun-Times, was elected 


|by the board to succeed Weil as 


vice-chairman. 
> > > 


Safety Campaigns Cited 

Two auto manufacturers and an 
auto financing corporation were 
recipients of the National Safety 
Council's 1957 Public Interest 
Award. 

The advertising campaigns of the 
three firms, Chevrolet, DeSoto, and 
General Motors Acceptance Corp. 
were cited as an exceptional service 
to safety. 

Chevrolet's contribution to safety 
included safety spots on several 
television shows and on at least 


some dealers previously had indi-| two news broadcasts; DeSoto closed 
cated misgivings over an arrange-|its Groucho Marx programs “You 
ment which required them to leave | 


(Continued on Page 53, Col, 1) 











Mack Launches National Ad Campaign— 


Russell C. Doyle, account supervisor for Doyle, Kitchen & McCormick, Inc., shows 
P. O. Peterson, president, Mack Trucks, Inc., the first in a series of advertisements to 
be used in a national ad campaign by Mack. Looking on at left is E. G. Ewell, 
Mack's sales vice-president. In the ad series, consisting of four-color spreads, Peter- 
son, acting as personal guide, will take the readers on a tour of the company's big 
production plants. The purpose will be to show how the name Mack became synony- 
mous with quality and gave rise to the famous phrase, “Built Like A Mack," which 


is now a part of the language. 
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Dealers Suggest Ways to Boost Morale... 


New Salesmen Need Lots of Aid | 


By Ernest W. Fair 
Staff Correspondent | 
BOULDER, Colo.—The majority | 
of new auto salesmen come to | 
their jobs full of pep and ambi-| 
tion. But after a short period of | 
time, the pep begins to taper off. | 
The hard realities of the day-to- 
day selling begin to exact their | 
toll. 
After exhausting his supply of | 
friends and initial leads, the new 
salesman needs a trip to the | 
“pattery charger” if he is to | 
bridge this hump and become a 
practical salesman. 


Some make it on their own, but 
the turnover in auto salesmen is 
ample testimony that the majority 
do not. In dealerships where the 
problem is recognized, a planned 
effort is put forth to help the new 
salesman retain his enthusiasm 
until he has developed into a 
polished business man. 

Here are some dealer suggestions 
which can be used in every dealer- 
ship: 

1. Work a plan from the start. | 
Most salesmen sell their friends | 
at the start almost exclusively. | 
In doing so they acquire a false | 
evaluation of the problems of 
auto selling. 

Start the new man on a quota 
of names from the dealership files 
or even selected at random. This 
will give him a truer picture of 
problems he will face in the future. 
This softens the gap that must be 
bridged when initial prospects of 
his own are exhausted. It toughens 
his training; calls for more genu- 
ine sales ability and demands a 
more thorough study of auto sell- 
ing itself from the first day. 

2. Catch the first letdown. The 
wise dealer or sales manager keeps 
a fatherly eye on his new men for 
many weeks; doesn’t dismiss them 
on their own in a matter of a day 
or so. He watches for the first big 
letdown and is ready to give his 
man the enthusiasm so badly 
needed at that time. 

No one can appreciate and 
understand these problems better 
than a veteran salesman who 
has experienced them himself. 
Many dealerships assign one of 
their veterans to act as a “god- 
father” to each new man for the 
first six months. 

3. Remove false ideas. The new 
salesman may have built up false 
ideas before coming to his new 
post. Chances are he has heard of 
wonderful earning opportunities in 
auto selling; it is almost certain 
he has heard tales of big sales and 
none of the long waits between. 

It is becoming standard pro- 
cedure with larger dealerships to 
dispel such ideas before the new 
salesman sells his first car. The 
man who realizes he also must 
face reverses is much more capable 
of sticking until experience has 
given him what it takes to produce 
on a more uniform basis. 

4. Provide continuing incen- 
tives. After his first reverses, the 
new man too often assumes he 
does not have the ability to make 
good in the auto business. 

The best way to help him is to 
Set up goals he can attain even 
though he lacks the experience to) 
compete with old timers. Con- 
tests, awards, new incentives, all 
have their place. Competition) 
among new men is far better than | 
competition with the veterans. 

5. Personal coaching of each in- 
dividual. This will give the dealer 
an opportunity to prepare the new! 
Man against setbacks. The mere} 
fact that the dealer takes time to 
give such personal interest to a 
new man often is enough to buoy 
up his confidence. 

It is now recognized that the 


Plymouth Dealer Group 
In Calif. Headed by Ely 


SAN FRANCISCO.—Leonard Ely, 
Redwood City, is the new president 
of the Northern California Plym- 
Outh Dealers Assn. 

Other officers are Jack Cooper, 
Oakland, vice-president; George 
Muller, Albany, secretary-treasurer, 
and Gaston Periat sr., San Mateo; 
Doug Dicker, Concord; Louis Silvas, 
South San Francisco; Jere W. 
Smith, Sunnyvale; Gill Forman, 
Berkeley, and Jack Hunt, San 
Rafael, directors. 





cost of personal coaching for 
from six weeks to six months is 
amply repaid through elimination 
of heavy turnover of salesmen 
and through building of an ex- 
perienced sales force. 

6. A program of fields of selling. 
Under this plan the education of 
the newcomer in many different 
types of car selling is spread over 
a period: of weeks. He is intro- 


Wisconsin Dealer Sued 


On Age of Mercedes 

MILWAUKEE—Robert L. 
Lorentz has sued Baumgartner 
Motors, Wauwatosa, Wis., for $10,- 
500, contending that a 1956 
Mercedes-Benz he bought in Feb-| 
ruary was misrepresented as a) 
1957 model. 

Lorentz said he paid $4,000 and| 
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duced to new prospects, new ap- 
proaches and new programs of| 
selling step by step. 

The use of selling aids is be- 
coming more and more widespread 


for this reason. No dealership can 3 


afford to operate without such 
sales and information aids, and see 
that they are placed in the hands 
of new staff members not only at 
the very start but regularly there- 
after for an extended period. 

7. Company backing. This also 
is being recognized as a must in 
modern auto selling. The new 
salesman who knows that he can 
depend on the dealership itself 
for continuing leads on prospects, 
for information and ideas, etc., is 
the one whose enthusiasm can 
be kept alive despite the toughest 
reverses during his first weeks on 
the job. 

The importance of such company 
backing cannot be overestimated. 





Teacup Derby Draws Interest— 


John Green Corp., Renault distributor on the West Coast, is conducting a promotion 


traded in a 1957 Cadillac for the/| It provides confidence when needed | in which the public is invited to see how far they can drive a Renavit Dauphine on 


Mercedes, which he valued at $8,500. | 
He demanded $8,500 plus $2,000 
punitive damages. 


most. It gives the new salesman 
the assurance that “the boss is 





with me.” | 


one teacup of gasoline. The promotion, called “The Teacup Derby,” offers weekly 
prizes as well as two all-expense trips to Paris. Here Jim Parkinson, Renault dealer, 
is busy at his curb-side desk taking applications from contestants in Burbank, Calif. 








PARTNER 


to the 


AUTOMOTIVE 


INDUSTRY 


Since 1903... 


PLYMOUTH _—one of the leading engine manufactur- 


ers using Perfect Circle piston rings for original equipment. 


Behind the world-wide acceptance of Perfect 
Circle is a history of more than half a century 
of PC engineering leadership—and more. There’s 


a history, too, of 


unceasing creative research... 


a constant search for the new and the better... 
matchless manufacturing skills...and scores of 
contributions to the forward march of the auto- 


motive industry, 


PERFECT CIRCLE /isron eines 





year after year. 










Leading manufacturers specify piston rings 
developed in co-operation with Perfect Circle 
engineers. You and your customers benefit with 
Perfect Circle’s achievements in engineering, re- 
search and manufacturing skills when you install 
PC rings. Perfect Circle Corporation, Hagers- 
town, Ind.; The Perfect Circle Co., Ltd., 888 
Don Mills Road, Don Mills, Ontario. 
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After Months of Lean Pickings .. . 





Dealers See Upswing 
In Lush Calif. Valley 


By William Carroll 


Staff Correspondent 


BAKERSFIELD, Calif. — The 
southern end of California’s lush 
San Joaquin Valley is one of the 
richest agricultural and oil- 
producing sections in America. But 
1958 pickings have been anything 
but green for the area’s auto 
dealers. 


Spot checks of four key deals 
in Bakersfield revealed that even 
though people aren’t buying cars 
as they were last year, a spirit 
of optimism is beginning to take 
hold and should be beneficial to 
business generally. 

“Things are looking better,” said 
Jim Burke, general manager of 
Haberfelde Ford. “What killed us 
was the one thing that local farm- 
ers and ranchers need most—rain. 
But we got too much of it.” 

He explained that an unusually 








wet year has kept farmers out of 
fields and thrown many potential 
customers temporarily out of work. 


“Our volume is roughly one-half 
of last year’s,” Burke said. “But 
last year is a poor standard, We 
had a hot seller and we moved it. 
I would prefer to compared ’58 with 
the '53 and ’54 volume and it’s 
about the same.” 


Burke claims that difficulty in 
readjusting to this reduced vol- 
ume has kept net profit at zero. 


“We haven’t made money in the 
first three months of this year,” he 
claimed, “but we know that it is 
possible to sell cars. Work twice 
as hard, knock on doors, canvass 
the neighborhoods where we have 
made recent deliveries—these are 
things that pay off.” 

He considers the used-car mar- 
ket firm but not very active. Haber- 
felde retails about 60 percent of 


its U. C. stock and Burke says the 
wholesale market is currently very 
strong. 


“Dealers are anticipating bet- 
ter things coming,” he explained, 
“plus the fact that clean stock | 
is tough to come by because of | 
fewer tradeins on new units.” 


Burke said Haberfelde’s unit} 
grosses are about the same as last) 
year, but he did not reveal any| 
figures. He said they are generally | 
higher than those of metropolitan | 
Los Angeles dealers, and about the} 
same as comparable single-point 
deals in Santa Barbara, Riverside, 
San Diego and Fresno. 

What about the bright spots? | 

“For one thing, repossessions are | 
no worse than last year and not as 
bad, area-wide,” Burke said. “But 
the most important single factor is 
more firm prospects. We're getting 
more people in the front door with 
money to spend and their attitudes 
are better. The picture is consider- 
ably improved over a month ago 
and it figures to become more ac- 
tive.” 

Much the same outlook pre- 
vails at Ed Fant Buick, where 
John Burubeltz, new general 
sales manager, considers his new- 
car business good, though off 
slightly. He said he has no prob- 





[ Ell / ..-f0 4,000,000 





Japanese ‘People’s Car’ 
Costlier Than Expected 


TOKYO, Japan.— The midget 
Subaru-360 sedan, Japan’s first 
“people’s car,” went on sale in 
May at $1,150, considerably more 
than the $695 price which the 
government had hoped would be 
possible. 

The Subaru, built by Fuji Auto 
Co,, is about 120 inches long, 48 
inches wide and 54 inches high. 
It has a top speed of 50 miles 
per hour. 





lems in the U. C. department, but 
he attributes success there to ex- 
tra work and merchandising. 

Burubeltz mentioned that repos 
on ’57 Buicks were higher than 
they should be, but claimed that 
careful analysis would show many 
unsound contracts which should 
never have been written. 

His new-unit grosses vary from 
$300 to $500, about the same as last 
year, he added. 

“My feeling is that the upswing 
is beginning right now,” said Buru- 
beltz, “Farm workers are busier 
than in the past with potatoes and 
cotton. Summer is a natural sales 


Petersen Automotive Group readers! 


SI ART 


..-t0 2,000,000 two-car families! 


Here is a tremendous market to be reached with an automotive 
story! Almost half of the over 4 million Petersen Automotive Group readers 
own two or more automobiles. No wonder the 4,000,000 PAG readers form 
by far the most receptive market in the nation for an automotive sales message. 


Get the facts today on the Big Three of the P.A.G. — Motor Trend, 
Motor Life and Hot Rod. You'll discover that it’s easier to sell it, if you tell 


it to Petersen Automotive Group two-car families. 


ABC circulation: 1,146,000 World’s Largest Automotive Consumer Audience 
Readership: 4,000,000* 2-CAR families: 48.3% ** (totes Bennett-chaiken Survey) 


PETERSEN PUBLISHING COMPANY 


5959 HOLLYWOOD BLVD., LOS ANGELES 28, CALIF. @ HOLLYWOOD 2-3261 





a 





524 Book Building 17 East 48th Street 
DETROIT Detroit 26, Michigan NEW YORK New York 17, New York CHICAGO 
Woodward 3-8660 Plaza 1-6690 


. 


360 North Michigan Avenue 
Chicago 1, Illinois 
FRanklin 2-6067 
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stimulus, what with vacations com. 
ing up. People want new cars.” 


At Three-Way Chevrolet, which 
is affiliated with a major Los 
Angeles chain operation, Sales 
Manager Hal Fehrenbacher said 
new-car sales are 35 to 40 per. 
cent below last year. But U. C, 
business is down only 10 percent, 
he said, 

Considered a volume deal, Three. 
Way repossessions are high but no 
worse than last year, said Fehren. 
bacher. He mentioned about $10,000 
worth in March, attributable ip 
part to the wet year. 


He sees a definite business im- 
provement. 


“Not the ’57 volume, but better 
than we've had so far,” he said, 
“April sales are up 10 percent over 
any of the first three months and 
we are getting more solid deals. 
Better downs, safer contracts and, 
strangely enough, more cash deals 
than we have seen in a long while. 


“Floor play has increased tre- 
mendously. We’ve had to add ex- 
tra crews for evenings and Sat- 
urdays,” he added. 


Fehrenbacher said Three - Way 
hasn’t cut its $5,000 to $8,0m 
monthly outlay for radio, TV and 
newspaper advertising. Parts and 
service are emphasized, he said, 
and the result is a virtually normal 
parts-service gross of $65,000 to 
$80,000 monthly. 


S. A. Camp Co. (Dodge-Plymouth) 
is a unique operation. As part of 
the giant Camp-Low-West agricul- 
|} tural empire, it cannot merchan- 
dise in the same way that the vol- 
ume deals do. 


Manager Don Hart explained 
it this way: “We can’t afford to 
write anything except the most 
solid deals. As a result, we are 
not a volume operation. But we 
have practically no reposses- 
sions.” 


He said new cars are down 178 
percent and U. C, 32*percent. Camp 
retails 90 percent of its used cars, 
| he added. 


Camp’s gross profit is a healthy 
$467 per car, Hart said, but unit 
|} sales cost is higher than average. 
|Hart claims Camp gives the best 
| guarantee in the area and says that 
| costs money. 
| Hart, who sits on the Camp-Low- 
| West management board, is as 
|close to the nerve center of the 
| Valley’s agricultural industry as 
| you can get. He is not optimistic. 
| In Hart’s opinion, there is one 
move that would benefit all dealers. 
“Let Washington declare a 90-day 
moratorium on the 10 percent ex- 
cise tax,” he said. “Then watch us 
go.” 


|Eaton to Market 
‘Cap Line Through 
100 Warehouses 


CLEVELAND. — Eaton Mfg. Co. 
is entering the replacement market 
with a complete line of caps for 
radiators and gasoline tanks. 

E. M. de Windt, general manager 
of Eaton’s Stamping division, an- 
nounced that full lines of radiator 
pressure caps, regular and locking 
gasoline tank caps, oil filter caps 
and a new cap and radiator pres- 
sure tester will be marketed next 
month through approximately 100 
warehouse distributors in this 
country and Canada. 

George T. Schneider, formerly 
production control manager of the 
Stamping division, has been ap 
pointed manager of replacement 
cap sales in charge of the entire 
program. Schneider joined Eaton 
in 1950. 

The new cap and radiator pre& 
sure tester, which was developed by 
Eaton engineers, permits testing of 
pressure caps, as well as entire 
cooling systems, with one precision 
instrument, de Windt added, Extrs 
adapters are not required on 
Eaton’s tester. 

Eaton said its production of caps 
was expanded early last month to 
meet the requirements of the par 
ticipating warehouse distributors. 
Distribution of the accessories 
be exclusively through warehouses 
and their number will be limited 
to minimize territory overlap, de 
Windt said. 





Among the distributors currently | 


lined up are Thomas S. Perry C0. 
Atlanta; Forshay Bros., Inc., New 
York; Forshay-Gabriel, Inc., New- 
ark, N. J., and Seaport Automotive 
Warehouse, Oakland, Calif. 
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There’s No Recession in Troy, Mo... . 





Answer to a Dealer’s Prayer 


By L. H. Houck 
Staff Correspondent 
TROY, Mo.—Compared with most 
other businesses, the initiative of 
auto dealers and their sales staffs 
probably leads the parade, And it 
may yet lead the lost business 
sheep out of the wilderness. 
Visiting here with Turnbull 
Motor Co. (Chrysler-Dodge- 
Plymouth), owned by Owen Turn- 
pull, this writer found that the 
recession was far away—Detroit, 
Cincinnati or New York, per- 
haps—but not here in the shadow 
of the St. Louis trading territory. 


Prospects were walking in, ask- 
ing questions and taking rides in 
ysed and new cars. And sales were 
being completed on the spot at 
profitable instead of panic prices. 

Ray Price, general manager, said 
profits were down but that business 
was up. It would take a few more 
sales this year to make last year’s 
profit. 

But the main fact, he added, was 
that customers were still interested 
in what the dealer had to offer and 
the dealers were keeping in con- 
tact with previous customers be- 
cause they thrive on repeat busi- 
ness. 

Owen Turnbull started selling 
Dodge in 1923. He added Chrysler 
and Plymouth through the years. 
His sons-in-law, Price and Har- 
old Cannon, parts-service man- 
ager, carry the heavy work, but 
Turnbull remains active and is 
an ambassador-at-large for Dodge 
and his own company. | 

He is an honorary colonel on the 
staff of Gov. James T. Blair jr., 
served six years on the Missouri 
Conservation Commission and 
played semiprofessional baseball in 
the area for 30 years. 


An enthusiastic sportsman, he 
raises pointers, setters and Walker 
foxhounds and has a stable of 
fancy riding horses. 


His own personal Dodge truck is 
a pickup made to accommodate 
half a dozen dogs in commodious 
quarters, with an enclosed front 
compartment for sleeping bags, 
guns and hunting and fishing gear. 
Hinged lids on the top of the pick- 
up bed are covered with aluminum 
and will support a dozen men. 


Once he bought a pedigreed 
mare at a horse show. A year 
later a man who was there and 
saw the purchase came over and 
traded him some mares and a 
stallion for a Dodge. 


When Turnbull is hunting pheas- 
ants in North Dakota or riding} 
horses in Arizona, Price and Can-| 
non sell. 


“We have a lot of fleet accounts 
and we give them the best service 
possible, including preventive main- 
tenance recommendations so that 
they can achieve high performance 
figures,” said Price. “For instance, 
the local REA fleet operated 11,080 
miles in March. We do all their 
service work and their March serv- 
ke bill was $18. Thus when we 
Promise and sell performance, we 





Intrepid Couzens | 
New Book Tells Story 


Of Ford’s Partner 

DETROIT.—The late James 
Couzens, the self-made Canadian 
who became Henry Ford’s partner 
and later a U. S. senator from 
Michigan (1922-1936), is the subject 
of Harry Barnard’s latest biogra- 
Phy “Independent Man,” to be pub- 
lished by Scribners on May 15. 

Couzens was an unusual million- 
aire. The business genius of the 
early years of Ford Motor Co., he 
introduced the famous $5-a-day 
Plan for the Ford employes. 

He was also an unusual Republi- 
can. He grew more and more un- 
comfortable as Harding, Coolidge 
and Hoover failed to measure up to 
his uncompromising standard of 
what a president should be. In 1936 
he backed Franklin D. Roosevelt’s 
bid for a second term. 

No admirer of Andrew Mellon’s 


tax policies, Couzens insisted that 


the very rich should pay high taxes, 
nd that persons of middling in- 
CO aoe should pay low taxes or none 
all. 






try to see that the equipment lives 
up to it. 

“We have one family,” Price 
said, “which we call the Chrysler 
family, They own a Chrysler, two 
Dodges, a Dodge truck and a 
Plymouth station wagon. 


“We have another truck line, 


Small’s Conviction 


Set Aside by Court 


SOMERVILLE, Mass.—The con- 
viction of Lloyd I. Small sr., presi- 
dent and owner of Broadway 
Chevrolet Corp. here, on income 
tax evasion charges has been set 
aside by the U. S. Court of Appeals. 

Small had appealed a four-month 
jail sentence and a $10,000 fine im- 
posed last October by Judge Bailey 
Aldrich in Federal court in Boston. 

The Court of Appeals sent the 
case back to Judge Aldrich for a 
new trial. 












THE ANSWERS TO THESE AND MANY MORE: 


The exact process and develop- 
ment of our sales organization, in 
simplified kit form—easy to use. 


Asimple, planned daily program 
for the salesmen, that GUARAN- 


A recommendation (Bird 


system that accounts for approxi- 


mately 35% of our sales. 


A tremendous follow-up system, 
with actual material, that has 


proven successful. 


The daily control system of our 
sales, with relation to gross and 


profit. 


WE ARE PROFIT MAKING DEALERS. OUR ACTUAL 
MATERIAL AND OUR SYSTEM AVAILABLE TO YOU 


| to his friends.” 


owned by the Creech Brothers, 
which is all Dodge. They use five 
Dodge trucks, consisting of two 
over-the-road tractors, a two-ton 
straight job, a one-ton and a half- 
ton.” 


Sales here are based on thorough 
product knowledge, according to 
Price, plus honest service, 

“We are after repeat business,” 
Price said, “we want to so serve 
our customers that they will want 
to do business with us year after 
year.” 

It all boils down to seeing people, 
getting people to come out to see 
them and their offerings and then 
taking care of them after the pur- 
chase, said Price and Cannon. 

“If a man feels he has a good 
dealer,” Price said, “he will feel 
like recommending this dealer to 
his friends. One of the things we 
have in mind when we complete a 
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Texas Independents Meet— 


Among those attending the Texas Independent Automobile Dealers Assn.'s first 
meeting of the year were, seated, from left, Emil Vandergriff, Dallas, director; Damon 
Slator, president Fort Worth IADA; Virgil Stanley, Fort Worth, director; R. W. Work- 
man, Lubbock, past president; S. A. Meazell, Dallas, treasurer; Lowell Levine, Houston, 
director; Joe Fralin, Lubbock, vice-president; H. C. Poindexter, Lubbock, immediate 
past president; Johnnie Geary, Fort Worth, president; Tom Blundell, Dallas, general 
manager; Ray Williams, Fort Worth, past president; Bobbie Bennett, Dallas, office 
secretary; Mason Hubbard, Abilene, director; Ray Willingham, Wichita Falls, director, 
and W. A. Terry, Waco, regional vice-president. Standing: Ray Furr, Lubbock, director; 


deal is to try to make it possible|H. E. Dorr, Houston, regional vice-president; George Beckman, Dallas, director; Jakey 
for our customers to recommend us| Stovall, past vice-president; Ross Haddock, Waco, director; J. O. Woodard, Dallas, 


NEW CaR 
SERVICE 
PROCEDURE 


Dog) 


TEES results. 


if you sell 65 cars in one month, 
and 55 cars in the following 
month, we can tell exactly HOW 
and WHY you sold 10 less cars. 


IN A COMPLETE PORTFOLIO. 






TUNIS-McDOUGAL 5S 


DIVISION OF TUN “ 


379 NO. MAIN ST. 
FREEPORT, NEW YORK 





@ “Your price is too high, | can buy it for less” 
e@ “| would like to think about it, will let you know”. 
@ “I can get more for my trade-in than you allow” 


eet EM EE ee 
QUANTITY | CATALOG NO. 


TM-228 SELLING CARS AT A PROFIT | $25.00 | 


director; Gayle Satterfield, Dallas, director, and S. Towe, Abilene, association president. 





UISALESMAN's 
SELLING 
TOOLS 


TECHNICAL 
SALES 






ee. 
~. 


~~. “*< 


~—.. 


COMPLETE KIT FOR DEALERS, 
SALES MANAGERS, SALESMEN 
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N TOTAL ORDER: Our Check No.____to. Tunis-McDougal, Inc. is enclosed for jj 
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ALES-AIDS SHIP TO: Firm Nam i 
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94.2% of all Elks own one or more automobiles. In this 
Starch classification only one magazine in the survey exceeds 
the Elks Magazine while only one other equals the Elks. 


31.2% of all Elks made a new car purchase in the last 12 
months. In this category The Elks Magazine is exceeded 
by only one of the 58 consumer magazines reported. 


This high percentage of car ownership, plus an 
above-average median income of $6,636, makes 1,209,351 
Elks a valuable mass market for auto manufacturers. 


To best reach and sell this vital market, the buy you ought 
to make now is... 


MAGAZINE 


New York + Chicago « Los Angeles « Portland, Ore. 


Uv’ DEFENDER 


ULTRA-MODERN REAR VIEW MIRROR 


The Ulitimete in . 
Rear Vision : 
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Use of superior type 
Chrome Alloy reflective 
surface on front side of 
gloss assures perfect 
vision in clear or rainy 
weather. 


Unconditionally gvoran- 
teed not to discolor, fog 
or lose its clarity. 


Completely eliminates 
double image & distor- 
tion in other 


type glass. 
*% WIDER VISION—3" x 5" Mirror Glass—protected 


by hood. 

% ADJUSTABLE MIRROR & BASE Completely univer- 
sal, right & left. 

% FENDER DESIGNED—To fully capitalize on wide 
panoramic windshields. 

% HOODED STANCHION — Additional Decor & 
Mirror Protection. Ne. 2700—KROME-KOTED MIRROR 


SEND FOR FREE CATALOG 


UNITY MANUFACTURING COMPANY 
2909 S.INDIANA AVE., CHICAGO 16, ILL. 


common 





SELLING SALLY SAYS: 


SELL! 


j yovar 
MESSAGE 


; Goes in 
y THIS SPACE... 


installed in 
5 Seconds! 


*OENUINE SPECTRUCKULAR 
PROMOTIONAL UNIT deeteedtin 

@ Weatherproof! Brilliant Colors! @ Lightweight 

@ Baked enamel and fiberglass! @ Print Any Message 

@ Can be installed for stationary and in-motion use. 


Send Check or Money Order for your SPECTRUCKULAR to: 
PATENT PERFECT CORPORATION 


| U. S. MERCHANDISE MART BLDG. 
1121 14th St., N. W. Washington 5, D. C. 


Durable 
Permanent 
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Man, Dealer Says... 





No Business Like Car Business 


CHAMBERLAIN, 8S. D. — Leon 
Kaltsulas, a graduate of the Uni- 
versity of South Dakota and former 
basketball coach at Lake Andes 
High School, thinks automobile 
selling presents the greatest oppor- 
tunity for a young man. 


Two years ago, Kaltsulas and 
Lester Trigg took over Chamber- 
lain Motor Co. (Ford-Mercury), 
an established dealership in the 
heart of the cattle country. This 
year they have doubled their 1957 
sales each month and expect to 
keep it up for the entire year. 


This has been accomplished de- 
spite a national decline in auto 
sales and the frequently repeated 
statement that there’s no longer 
any future in retail auto selling. 


Asked why he entered this field 
when so many college graduates 
choose the professions, Kaltsulas 
replied, “Because nothing can 
match the opportunity that auto 
selling offers a young man today. 

“It is one of the few businesses 
where you can make your salary 
what you want it to be and one of 
the last business fronts where you 
can establish a substantial institu- 
tion by your own efforts.” 

Kaltsulas said he didn’t think 
there was nearly as much chance 
to get ahead in any of the other 
professions which usually attract 
the young college man. 

“There is another factor,” Kalt- 
sulas said. “Usually a man can do 
better when he is doing what he 
likes to do. I have always liked 
selling.” 

Kaltsulas paid his way through 
college by selling shoes. That was 
his first selling experience. 

He said he didn’t do so well at 
first but it presented a challenge. 
He liked people, so, he studied 
human hature to see what made 
people tick. 

He soon became a_ successful 
shoe salesman because he was 
learning how to get along with 
people, and almost any old-time 
shoe salesman will tell you that 
people are cranky about their feet. 

“Selling shoes is a course in 
diplomacy,” Kaltsulas said, “be- 


| cause the old story about the lady 
| who wants a size two and has to 





Salesman Nails 








be successfully fitted with a five is 
true. You soon learn the value of 
diplomacy.” 

One of the things Kaltsulas has 
learned about automobile selling 
is that “you can’t wait for the 
buyer to come in—you have to 
go out and get him.” Conse- 
quently he spends most of his 
time in the field contacting 
ranchers and farmers and the 
residents of other small towns in 
the vicinity. 


He doesn’t expect to sell each 
prospect on the first time around, 
but he seems to be selling most of 
them the second time around. 


His method is to hunt up people 
who have not started to think 
about buying a new car but who 
are prospects because they are 
— a model two or three years 
old. 


He visits them, tells them what 
he is selling and that he would like 
to have them for a customer. On 
the first call he has planted the 
thought to buy a new car. Many 
times when he returns back for the 
second visit, the prospect is ready 
to talk deal. 


If the prospect is the least bit 
interested, Kaltsulas likes to drive 
up early Saturday morning with a 
new car. He asks the prospect to 
use the car Saturday and Sunday 
and bring it back Monday. 

He particularly wants the 


Vermont Dealer Acquitted 


Of Aiding in Tax Fraud 


BURLINGTON, Vt.—Wendell H. 
Drown, Barre auto dealer, has been 
acquitted by a U. S. District Court 
jury here on two counts charging 
him with aiding an employe, Eu- 
gene Rouleau, in filing fraudulent 
income-tax returns, 


The Government claimed Drown 
paid the employe $50 weekly by 
check and an additional $49 from 
petty cash during 1950 and 1951. 
Attorney Richard E. Davis, coun- 
sel for Drown, argued there was 
no evidence to show the defendant 
knew Rouleau was not reporting 
the money on his income-tax 
return. 


Check Artist 


After Five-Year Search 


By W. M. McCarty 
Staff Correspondent 
CHICAGO.—The story of how an 
automobile salesman, beaten out of 
$1,830.90 on a worthless check used 


|to purchase a car, turned “private 


was able to turn the bum check 


|artist over to authorities, was dis- 


closed recently. 

The salesman is Daniel J. Cam- 
pion, 49, now finance manager for 
Courtesy Motors, Inc. (Ford). 
The villain is 365-pound Arnold 
(Duckwalk) Christensen, now in 
a Federal prison for transporting 
a stolen car across state lines. 
The story began in December, 

1953, when Campion was a sales- 
man, and Christensen walked in to 
make a purchase. 

Christensen was wearing mari- 
time-type clothes and had a mari- 
time union card, a driver’s license 
and a smile, Campion recalls. He 
told the salesman he was just off 
the Great Lakes boats and wanted 
something “flashy” in a car. 

Campion was able to oblige him 
with a 1948 Cadillac for $1,830.90. 
Christensen’s check bounced back 
Jan. 7, and six months later the 
car was found twisted in a Wiscon- 
sin ditch. 

Campion decided to “turn detec- 
tive.” He figured 365 pounds 
couldn’t get too far away. 

Through assistance from the 
police, State’s attorneys office, 
FBI, insurance companies and 
banks, Campion was able to learn 
much about the check passer, his 
habits and his friends. Where 
Christensen went, Campion’s re- 
search was not far behind. Even 
when the prey disappeared into 
Mexico. 

By that time Campion’s file on 
the big man had become almost an 
inch thick. He nearly trapped him 
once when tipped that Christensen 
was in a San Francisco Hotel. Only 





his luggage was there, however, 
when police arrived. 

Then, early this year, Campion 
saw a familiar rotund figure across 
the showroom. A man—about 365 


' ] | pounds—was trying to sell a car. 
| eye,” and after five years’ work) 


He saw Campion, too, and he took 
off like a shot. 

A quick check on the car he 
had wanted to sell, and which he 
left behind in his haste, disclosed 
it had been stolen in California 
a month earlier. 

Campion gathered some informa- 
tion Christensen had given while 
trying to sell the car and quickly 
passed it by telephone to the FBI, 
the police and the State’s attorney’s 
office. In short order he was picked 
up by the FBI and Campion’s five- 
year detective role was at an end. 





Questions for Mr. Trigg— 


prospect to use it to take the 
family to town so other people 
can see them in a new car. That 
makes it harder to bring it back, 
Quite often the rancher will ob- 


ject, saying that he has to take in 
some eggs or produce and he might 
dirty the new car. Kaltsulas tells 
him to use it for whatever he uses 
his own car for, because using it 
will not hurt it. 

“When I can leave a car, I have 
never failed to make the sale,” 
Kaltsulas said. 

One customer came in and play- 
fully shook his fist in Kaltsulas’ 
face after using a car on Saturday. 

“You son-of-a-gun,” he roared, 
“I didn’t want that car, but now 
my family won’t let me bring it 
back.” 

“You can build a fire under any- 
body with a sales talk about a new 
ear,” Kaltsulas said, “because 
everyone is interested in automo- 
biles.” 


Another instance of where a 
little sound thinking produced a 
sale was the case of the man- 
ager of a chain store. He had a 
53 and it remained in his garage 
because he and his wife had little 
time to use it. 


Kaltsulas knew they could use a 
pickup to advantage, both for per- 
sonal and store use. 

So Kaltsulas visited him one day 
and pointed out that his 53 was 
depreciating in the garage at a 
certain rate. He suggested that the 
store manager stop this deprecia- 
tion by trading it in on a new 
pickup. 

The prospect said he had thought 
about getting a pickup but couldn't 
see how he could afford two cars 
and that it had never occurred to 
him that he was losing that much 
money just by letting his ’53 stand 
in the garage. He thanked Kalt- 
sulas for pointing it out and took 
delivery on the pickup out of stock. 

Kaltsulas works at showing cus- 
tomers what he has to sell. 

“If you show a car to a cus- 
tomer and he doesn’t buy, it 
starts him thinking about a new 
car and he may come in at any 
time,” Kaltsulas said. “Always 
take the prospect for a ride and 
make sure the demonstrator is in 
perfect condition.” 

Kaltsulas and Trigg keep their 
name before the public by news- 
paper advertising. They have used 
newspaper ads with their photo- 

graphs so people will know them. 
Trigg also sells and manages the 
dealership and the service depart- 
ment. 

They never pass up an oppor- 
tunity to show their facilities to 
groups, and a guided tour of school 
children takes place almost once & 
week. 

On these tours, Trigg is the lec- 
turer. He shows them how cars are 
repaired and also gives a lecture 
on the engines. 

Usually the teacher requires 
the youngsters to ask questions 
and take notes and then write 4 
theme on the visit. 

Since this has been a feature for 
two years, it isn’t unusual for 4 
rancher to have his third-grade son 

or daughter tell him some of the 
good features of Ford engines. 
* * * 






Lester Trigg, of Chamberlain Motor Co. (Ford-Mercury), Chamberlain, S. D., talks 
about engines with a group of third graders. Some of the youngsters take notes while 
others await their turn to ask questions. Almost every week, a school class tours the 
dealership owned by Trigg and Leon Kaltsulas. 








Aff 


. 





Mol 
the 
star 
“ne 
en 
dice 
soli 
sal 
stec 


Aln 
mol 
tion 
ing 
for 

opI 
con 
The 
has 
dec 
the 
suc 
AN 
FAC 
CHé 
anc 


tee 








the 
Pople 
That 
ack, 
ll ob- 
‘ke in 
might 
| tells 
> uses 
ing it 


have 
sale,” 


play- 
Sulas’ 
irday. 
ared, 
now 
ng it 


any- 
L new 
cause 
tomo- 


fe a 
ed a 
nan- 
ad a 
rage 
little 


use a 
- per- 


e day 
- was 
at a 
it the 
recia- 
new 


pught 
ildn’t 

cars 
ed to 
much 
stand 
Kalt- 

took 
tock. 

cus- 


cus- 
x it 
new 
any 
vays 
and 
is in 


their 
1eWS- 
used 
hoto- 
hem. 
; the 
part- 


ppor- 
ss to 
shool 
ce & 


. lee- 
$s are 
cture 


ires 
ions 
le @ 


e for 
or a 
> son 

























Bet Your Life” and “Best of Grou- | 
cho” with spot announcements 
from the National Safety Council, 
and General Motors Acceptance 
Corp. ran safety commercials on 
more than 200 radio stations. 

* * * 


AC Spark Plug Renews Pact | 


AC Spark Plug division of Gen- 
eral Motors Corp. and the Seven-Up 
Co. have renewed sponsorship of 
“Sorro” on the ABC Television Net- 
work for the 1958-59 season. 

. * * 


Tape as Ad Tool 


Livingston Audio Products Corp. 
bas announced the release of a 4- 
inch tape demonstrating the mul- 
tiple applications of recorded tape 
as an effective advertising and 
pusiness tool. 

A copy of the demonstration tape 
may be had free by writing Living- 





a; 
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Mobile homes are well on 

the way to acceptance as 
standard hovsing—in the | 
“normal” as well as the 
“emergency” category. In- 
dicative of their growing 
solidity is the record of 
sales which shows a 
steady increase: 





1954 — $324-million 

1955 — $435-million 

1956 — $540-million 

1957 — $588-million 
Alma has been making 
mobile homes for the na- 
tion since 1933 . . . gain- 
ing an enviable reputation 
for quality, value and sales 
appeal. An Alma dealer 
consistently makes money. 
The Alma sales franchise 
has been created from the 
dealer’s point of view for 
the dealer . . . including 
such essentials as a GUAR- 
ANTEED TRADE AREA, 
FACTORY TRAINING, MER- 
CHANDISING ASSISTANCE, 
and LOW INITIAL CAPITAL 
INVESTMENT. 


Wouldn't you like to know 
more about the Alma way 
to make money in your 
area? . 





4 
MITCHELL 





_. tall KEN 





























talks 
while 
rs the 










Affecting Factories and Dealers .. . 


Auto Advertising 


(Continued from Page 48) 


| leaders 


202, Caldwell, N. J. on company 
letterhead or by calling CApital 
6-8300. 


oe a + 
Plymouth Dealers Pick Ayer 
The Bay Counties Plymouth Deal- 
ers Assn. has appointed N. W. Ayer 


& Son, Inc., San Francisco, to han- 
dle its advertising. 
* * 





ANA Management Study 


The Assn. of National Adver-| 
tisers has announced the publica-| 
tion of results of a three-year, | 
$200,000 advertising management 
study. 

Henry Schachte, vice-president of 
Lever Brothers Co. and chairman 
of the advertising management} 
committee of ANA said the results| 
being published in a seven-volume 
series reflect the thinking and ex- 
perience of many outstanding 
in the advertising com-| 
munity. Case histories are stressed | 
throughout the study. 

The Guidebook series, “Practical 
Guides and Modern Management| 
Practices for Better Advertising 
Management,” is being made avail- 
able to non-A.N.A. membership 
with the publication of Volume V 
“Advertising Agency Relations.” 
Volumes VI and VII will be off the 
presses in the near future. The 
price of the set to non-A.N.A.| 
members is $150. 

= 


Chrysler Speakers Cited | 


Chrysler Corp.'s speakers’ bu- 
reau has been presented the | 
American Public Relation Assn.’s | 
14th annual “silver anvil” award | 
in the manufacturing field. 

The bureau, with more than 800 | 
members, is active in all areas 
where the corporation has plants. 

ca + > 





4As Elect Danforth 


J. Davis Danforth, executive vice- 
president of Batten, Barton, Dur- 
stine & Osborn, Inc., New York, 
has been elected chairman of the 
board of the American Assn. of 
Advertising Agencies. He succeeds 
Melvin Brorby, senior vice- 
president of Louis & Brorby, Inc., 
Chicago. 

George C. Reeves, vice-presi- 
dent of J. Walter Thompson Co., 
Chicago, was elected vice-chair- 
man, succeeding Danforth. 

Joseph H. Epstein, executive 
vice-president of Fitzgerald Adver- 
tising Agency, Inc., New Orleans, 
was elected secretary-treasurer. 
> > ” 


More Data on N. Y. 


An “Operating Sales Control for 
the City of New York and its 
Suburban Marketing Area” has 
been released by the New York 
Journal-American and its national 
representative, Hearst Advertising 
Service. 

Copies of the study can be re- 


quested from Hearst Advertising 
Service, Inc., at any one of its! 
offices. 

* © . 
Buick Signs Hope 


Buick has signed Bob Hope to! 
do eight one hour spectaculars over 
the NBC television network begin- 
ning next fall. 

At the same time, it was an- 
nounced that Buick received its 
alternate sponsorship of “Tales 
of Wells Fargo,” a weekly film 
series, over the same network. 
McCann-Erickson, Inc., Buick’s 

advertising counsel, represented 
Buick in the negotiations with 
Hope. 


* . + 
SCRDA Picks Ad Rep 
The Southern California Rambler 
Dealers Assn. has appointed 
Anderson-McConnell Advertising 
agency to handle its merchandising 
sales promotion and advertising. 
Approximately 40 dealers will 
take part in a campaign the agency 
is launching. 
+ + 


Car Rental Ad Campaign 


A national advertising and 
sales promotional campaign, the 
most intensive in its history, has 
been unveiled by National Car 
Rental System. 

The new campaign will include 
87 full-page color advertisements 
in 14 consumer and trade maga- 





AUTOMOTIVE NEWS, JUNE 9, 


1958 53 





zines, and three newspapers, the 

New York Herald Tribune, the 

Wall Street Journal and the 

Chicago Tribune. 
* 


* * 


Chevrolet Film Cited 


Chevrolet’s film, “American Har- 
vest,” has won top honors from 
Scholastic magazine as the best 
industry-sponsored picture serving 


educational needs. 


* > * 


Names 
Universal Publishing & Distrib- 
uting Corp. has named Warren 
Weith editor of Foreign Cars 
Illustrated. Weith formerly was 
associate editor of Space Age. 
* + = 


Roy M. Marshall has joined Ross 


|Roy, Inc., Detroit, as account ex- 


ecutive on new business develop- 

ment. Marshall formerly was as- 

sociated with Brooke, Smith, 

French & Dorrance, Inc., Detroit. 
= ° > 


Walter C. Kurz, advertising di- 
rector of the Chicago Tribune, has 
been named chairman of the plans 
committee of the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. Gordon F. Chelf 


| of the Philadelphia Inquirer, chair- 


man for the last two years, remains 
on the committee. Monroe Green, 





WITH THE 


Every new car customer will appreci- 
ate a Valvoline Guaranty . . . at no 
additional cost to them or you! This 
guaranty can be the deciding factor 


in closing a new car sale. 


Never 





| advertising director of the New tire advertising, has been appointed 
| York Times, succeeds Kurz as vice- | merchandise manager for Dayton 
chairman. Rubber Co.’s tire division. Robert 
oo F..9 Kent succeeds Wise as manager of 
William J. Hampton has been|tire advertising. 
appointed advertising manager of | *-_ * * 
Chrysler Corp.’s Service Parts &| John W. Vance has been ap- 
Accessories Supply division. Hamp-| pointed public relations director of 
ton joined the company in 1952.\ International Harvester Co., Chi- 
Since 1957, he has been supervisor | cago, succeeding the late Dale Cox. 
of promotional programs for the/| Vance formerly was assistant public 
| Service Parts & Accessories Supply | relations director. 
| division. 








+ * + 


= = = | 
; | John J. Remillet has been named 
Roland R. Postel, Detroit man-|., vice-president and director of 
ager for the Bureau of Advertising | marketing for D. P. Brother & Co. 


|of the American Newspaper Pub-| netroit. He joined D. P. Brother in 
lishers Assn., has been named na-| 1956. 


tional automotive sales manager. 
Postel joined the bureau in 1944 
as a senior account executive in 
| the Chicago office. 

> * 


* * * 


W. E. Austin, assistant to the 
| president of General Motors of Can- 
° jada, Ltd., has been named to the 

Maurice G. Vaughn has been|Ontario Safety League’s board of 
named to the executive board and/| directors. Austin formerly was pub- 
|ereative director, and Joseph G.|lic relations director of GM of 
Mohl has been appointed account | Canada. 
executive of the Dodge truck ac- ae 
jcount at Ross Roy, Inc, Detroit.| William Dwight, publisher of the 
| Vaughn formerly was director of| Holyoke (Mass.) Transcript- 
|new business development for the| Telegram, and Palmer Hoyt, pub- 
|agency, and Mohl for the past five | lisher of the Denver Post, have 
years has serviced the truck ac-/| been elected to the board of direc- 
count in the western states. | tors of the Bureau of Advertising 

ae of the American Newspaper Pub- 

Roger Wise, formerly manager of'lishers Assn. 


new Cars... 


GUARANTY PROGRAM... 


Valvoline provides promotion and 
merchandising aids to attract car 
buyers into your showroom. Write 
TODAY for the Brochure that will help 
you SELL MORE NEW CARS. 


has a program covered so much with 


such a small amount of effort or detail. 


Ol. COMPANY -«- 


Ashland Oil & Refining Company 


AN-658 


ALVOLINE 


FREEDOM, PA. 
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Division of 
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Raybestos-Manhattan, Man- 
heim, Pa. 

Zimmerman, who has been with 
the division for 25 years, had been 
assistant general manager. He suc- 
ceeds O. H. Cilley, who continues 








Inc., 





Auto Personnel 








Norman J. Johnson has been 
named president and Zina A. Wise 
jr., vice-president of Griffith Rubber 
Mills, Portland, Ore. 

Johnson fills the vacancy caused 
by the death of Zina A. Wise. Zina 
Wise jr. has been assistant sales 
manager. 

> + + 


Oneida Products Names 


Schwed to Direct Sales 


Warren W. Schwed has been 
named sales vice-president of the 
Oneida Products division of 
Henney Motor Co., Inc. 

Schwed will direct sales, adver- 
tising and distribution of Oneida 
school-bus bodies. He joined 
Henney in 1955 and had been 


manager of General Tire & Rubber 

Co. He formerly was truck-tire sales 

manager for the Akron division. 
= * + 


Minnesota Rubber Ups 
George and Robert Carlson 


George E. Carlson has been 
elected chairman of the board of 
Minnesota Rubber & Gasket Co. 
and Robert W. Carlson, who has 
been vice president and general 
manager, succeeded him as presi- 
dent. 


George Carlson, a founder of 
Minnesota Rubber, formerly was 
sales vice-president of Farnham 
Co., Chicago. Robert Carlson joined 
Minnesota Rubber in 1948 as a 
chemist. 


in an advisory capacity. 
aa oa . 


Tung-Sol Appoints Malone 


Assistant Sales Manager 


John M. Malone, electronic equip- 
ment sales manager of Tung-Sol 
Electric, Inc., has been named as- 
sistant general sales manager. 

aa * = 


Dodge Names Stashower 


M. D. Stashower has been ap- 
pointed Dodge division budget 
director. His appointment followed 
consolidation of the cost analysis 
department and the budget depart- 
ment, recently announced by W. R. 
Donnelly, comptroller for Dodge. 
Stashower joined Chrysler in May, 
1957. 


* * > 
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Hud Named P. id Barber Elect President a a a Textured Sharonart stainless steel mouldings which will go into 1959 automobile; SWEDI: 

son 'Yame resident Of Elco Lubricant Alinco Life Insurance Gre examined by Sharon Steel Corp. executives at the company's annual sales meel- 1901 M 


Of Chrysler Marine Unit 


Arthur S. Hudson, who has been 
an assistant comptroller of Chrysler 
Corp. since 1952, has been appointed 
president of the company’s Marine 
and Industrial Engine division. He 
joined Chrysler in 1943. 

In making the appointment, 
Thomas F. Morrow, Chrysler Corp. 
group vice-president defense and 


D. R. Barber has been elected 
president and general manager of 
Elco Lubricant Corp., Cleveland. 

William Cox jr. continues as vice- 
president and also will serve as 
board chairman. H. W. Niemeier 
has been renamed secretary- 


treasurer. 
> * + 


Zimmerman Named to Head 





J. Reuben Darr has been named 
manager of Alinco Life Insurance 
Co., a subsidiary of Associates In- 
vestment Co. 


Darr, formerly superintendent of | 


agencies for Bankers Security Life 
Insurance Society, New York City, 
also will supervise consumer credit 


activities of Associates. 
>= > = 


ing in Sharon, Pa. James A. Roemer, board chairman, J. J. Kraus, general manager, 
Dearborn (automotive) division; W. J. McCune, general sales manager, and Alfred 
M. Treadwell jr., president. Sharonart mouldings in abstract and geometric designs 
and in simulations of leathers, fabrics and wood grainings, also will be included in 


new cars in various pastel shades. 


On the Financial Front 











he 


special products announced plans Park Names Maddox Me re 
for an intensification of marine nit I —— 
and industrial engine sales, en- ee don C. Maddox, Los Angeles, . . s a 
gineering and research activities S. R. Zimmerman jr. has been/| has been appointed field sales man-| Goodyear Tire & Rubber Co. re-) of. business declined in the first PONEY 7 
g —- * |appointed general manager of the| ager for the automotive division of| ported consolidated net sales for | quarter. : De DE 
U. S. Asbestos-Grey Rock division,| Park Chemical Co., Detroit. the first quarter of $308,279,000, Profit after taxes was put at| OGENI 
Fruehauf Ups Foulkrod * * @ : oo 
J compared with $353,178,000 for the | $424,924, down from the $558,704 for 
Harry E. Foulkrod has been Parrish Named by Chrysler | corresponding quarter last year, a|the first quarter of 1957. Volume oe 
named assistant to the sales vice-|( Chevrolet Names E. E. Parrish has been appointed | 4ecline of 12.7 percent. was $42,370,553, compared with the 


president of Fruehauf Trailer Co. 

He had been regional sales man- 

ager in the Southwestern area. 
> > ” 


Reo Names Long, Dolbee 
District Sales Managers 
William A. Long has been ap- 
pointed sales manager of the 
Pittsburgh district of the Reo 
division, White Motor Co. He had 
been a salesman at the Reo fac- 
tory branch in Buffalo. He re- 
places M. F. Sperry, who is 


retiring. 

Larry Dolbee has been named 
sales manager of the Washington 
district. He also will serve as 
Reo’s special Washington repre- 
sentative. He replaces Robert C. 
Orrison. 


> > > 


GMAC Appoints Roach 


3 Top Winners 
In Slogan Contest 


DETROIT.—A sales veteran, a 
newcomer, and a parts manager 
turned salesman were the three top 
national prize winners in Chevro- 
let’s $120,000 competition for retail 
truck salesmen. 


First-prize winner in the nation- 
wide slogan contest was Robert 
E. Keller, 35, Stuttgart, Ark. who 
has been awarded a $10,000 U.S. 
bond and a trip to Mexico for two. 

Other big winners were Robert 
W. Rose, 22, Pittsfield, Mass., sec- 
ond, a $5,000 bond and a color 
television set, and Wayne H. Pop- 
penhager, 46, Astoria, Ill, a $2,500 
bond. 


Cuba and Jamaica district man- 
ager for Chrysler Corp.’s export 
division, with headquarters in Ha- 


vana. 
* + > 


Wagner Promotes Murray 


pediter at Wagner Brothers, Inc., 
Detroit, has been appointed ad- 
ministrative assistant to F. M. 
Mansfield, sales vice-president. 

> * > 


Miller, Larsen Appointed 


To DuMont Sales Posts 


Southern and Midwest regional 
sales managers have been appointed 
for DuMont’s two-way radio com- 
munications operation. 

They are Rondal L. Miller for the 
South and Howard Larsen for the 
Midwest. Miller will be stationed in 


The company estimated net in- 
come for the first quarter at $10,- 
857,506, a decrease of 37.1 percent 
from the $17,265,055 reported for 
the first quarter of 1957. E. J. 
Thomas, president, revealed that 


N. D. Murray, a key order ex-| Goodyear’s capital expenditures for 


1958 are estimated at $70 million, 
compared with $83 million during 
1957. 


Included in the program is a $10 
million Videne and Vitel plastics 
plant to be built in Point Pleasant, 
W. Va., for the manufacture of 
Goodyear’s new polyester resin and 
laminating film. Ground breaking 
takes place this month. 


Thomas said that applications of 
the new material are practically 
“unlimited” and said its potential 
had already set off a “chain re- 
action” of new plant construction 


$47,053,981 in the initial quarter of 
last year. 

The company’s receivables out- 
standing went up during the quar- 
ter from $106,518,886 on Dec. 31 to 
$106,521,612 on March 31. 

> > 


American Airlines Earnings 


Hold Close to °57 Level 


Earnings of American Airlines, 
Inc., in the first four months of 
1958 amounted to $2,909,000, com- 


pared with $2,991,000 for the cor- f 


responding period of 1957. 

Provision for depreciation and 
obsolescence was approximately 
the same for each of the periods, 
being $6,805,000 in 1958 and $6, 
720,000 in 1957. 
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$100 Million Year Yn o 


. ° Keller is a salesman at Lee| Dallas and Larsen in Chicago. by Goodyear suppliers and fabri- 
Lew angeles Regional Chief | smith Cheveet Go. Stttga. af caors of ena promics amounting Seen for Herts |x,‘ 
as m &P-|Rose has been selling trucks and ufact 
sieieh segenah manages forlcan gn ten tn to ee am Dunlop Names MacKay iene Walter L. Jacobs, president of |) antec 


GMAC in Los Angeles. He succeeds 
Frederick W. Logan, who is retir- 
ing. Roach will supervise 14 branch 
offices in Southern California and 
Arizona. 

Andrew J. Way, Oakland branch 
manager, replaces Roach as man- 
ager of the Los Angeles branch. 

> . > 


General Tire Ups Rossi 


Fred J. Rossi has been promoted 
to assistant commercial-tire sales 


South Street Chevrolet, Pittsfield. 
Poppenhager switched to sales six 
years ago at Bader Motor Co., Inc., 
Astoria, after serving as parts 
manager for seven years. 

Bonds amounting to over $100,- 
000 and other prizes were shared 
by 221 other winners. The competi- 
tion was conducted by Chevrolet as 
a special feature following intro- 
duction of its new Fleetside pickup 
trucks. 





A Farewell to Moran— 





Chrysler officials gathered in Boston for a farewell party for W. J. Moran, with 
trophy, who was transferred to New York as DeSoto Eastern sales manager. Moran 
formerly was Chrysler Corp. Boston zone manager. From left are, A, R. Marzelli, 
Eastern area new-car sales manager; Moran; |. P. Grange, DeSoto assistant Boston 
regional manager; J. J. Breheney, DeSoto Boston business management manager; 
J. K. Winters, DeSoto Boston regional manager; A. Cleaviand, Plymouth Boston regional 
manager; T. Ferguson, Chrysler Boston regional manager, and J. J. Marooney, DeSoto 


Boston distribution manager. 


Vice-President, Secretary 


William 
named industrial and public rela- 
tions vice-president and secretary 
of Dunlop Tire & Rubber Corp., 
Buffalo. 

He succeeds John F. McCann as 
secretary and as director of public 
relations. McCann is retiring Dec. 
1. MacKay has been manager of in- 
dustrial relations and industrial 
engineering. 

- 7 > 


International Appoints 


Pearson Metro Sales Chief 


Appointment of V. IL. Pearson as 
general supervisor of Metro truck 
sales has been announced by Inter- 
national. He will be in charge of 
national sales of International mul- 
tistop trucks with Metro bodies. 


J. C. White, former assistant 
manager of the St. Louis motor 
truck district, has been transferred 
in the same capacity to the New 
Orleans district. 

” 


Twin Cities district sales manager 
for Ford division, He formerly was 
Ford division district sales manager 
at Detroit. He fills the vacancy cre- 
ated by the resignation of M. L. 
Hill. 

Ewers joined Ford Motor Co. as 
a clerk in 1935. He became assistant 
district sales manager at Detroit in 


1947 and was promoted to district 


sales manager in 1954. 
+. . 


* 


DeSoto Picks Fisher 
Frank C. Fisher has been ap- 


H. MacKay has been | 





A part of this reaction, he said, 
was the announcement by Beaunit 
Mills, Inc. of plans for a 
multimillion-dollar plant expansion 
for spinning fibers from Vitel for 


| shirts, suitings, dresses and under- 


wear. 
= * 


GAC’s Profi 


Volume Decline 


General Acceptance Corp. re- 
ported that its profit and volume 





Hertz Corp., told the annual meet- 
ing of stockholders he expected 
Hertz to attain a 25 percent in- 
crease in volume to the $100 million 
level this year despite the recession. 
The 1957 revenues totalled $80,698,- 
657. 

Jacobs said Hertz revenues in the 
first quarter of the year were 16 
percent over the corresponding 
period last year. The first-quarter 
revenue increase of $3 million was 
approximately $1 million less than 
anticipated “in the planning of our 
vehicle fleets, our facilities and our 
personnel,” he said. 


— 
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Ford Division Names Ewers 
Twin Cities Sales Manager 

Clayton B. Ewers has been named 3 te 21 
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Demonstrating a New Product— 


Introductory showing of the new Clayton universal tractor and engine dynamometer 
test equipment was made at a National Standard Parts Assn. meeting in Los Ang 
The equipment is said to provide for checking power characteristics of tractors and 
other “off-highway equipment" without removing the engine from the chassis, an¢ 
for dynamometer run-in and test of basic engines and power units. From left © 
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pointed DeSoto regional manager] J. A. Cortright, sales vice-president, and George R. Mackey, sales manager, dyn@- ) Address 
for the Northwest region. He will| mometer division, Clayton Mfg. Co., El Monte, Calif., using a model of the unit to}city..... 


(Continued on Page 55, Col. 2) 
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point out salient features. 
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j and the car buying public knows it. 
soar on West Coast — East completely 
. This sensational Swedish built 


x passenger family sports car has captured 


approval of America with its amazing 

economy, arm-chair comfort, and superb 

tal craftsmanship. National advertising 

gnd publicity has pre-sold VOLVO to the 

g millions — making the dealer's job 
that much easier. 
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0 dealership offers unlimited opportunity. 
s available in Mississippi, Alabama, 
Arkansas, Kansas, Louisiana, Missouri, 
Oklahoma, Tennessee and Texas. 


for complete details contact 
Mr. Nils Olof Sefeldt, President 


SWEDISH MOTOR IMPORT, Inc. 


1901 Milam Street - Houston 2, Texas 
CA 4-9456 


MASTER 


/ 
MOTOR MASTER PRODUCTS CORP. 


BOX 96., DEFIANCE, OHIO 
UNDERSTAND | CAN MAKE MORE 


ONEY BY HANDLING THE FOLLOW- 


G AUTOMOTIVE ITEMS. PLEASE 


END DETAILS. 


OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 


JOINT KITS. 
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NEW 
1958 
PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 
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BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 

















GET THE MOST 
FOR YOUR MONEY 


mm * MANLEY 


WRECKER 


3 te 20 
Ton 


Motors Cerp. 
1234 N. 62nd 8St., Milwaukee, Wis. 
Please send detailed information 
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direct DeSoto sales activity in 

Oregon, Washington, Idaho, Mon- 

tana and Alaska. He succeeds R. L. 

Vogt, who was transferred to Los 

Angeles area as business manager 
for 13 Western states. 
+ = = 

GMC Picks Brisendine 

J. M. Brisendine has been ap- 

pointed GMC truck fleet sales rep- 

resentative for the southeastern re- 

gion with headquarters in Atlanta. 
= + + 


Thompson Products Names 


Kahlert Acting Head of Unit 


Carl L. Kahlert has been named 
acting manager of the replacement 
division of Thompson Products, 


Inc., Cleveland. He succeeds Whit- | 


mell T. Rison, presumed drowned 
after a boating accident in Canada 
Nov. 5. 

Kahlert joined Toledo Steel Prod- 
ucts Co., then a subsidiary of 


| Thompson Products, in 1936, as a 


sales correspondent. 
- > > 


L-M Appoints Allen 


William Allen has been ap- 
pointed Seattle district sales 
manager for Lincoln-Mercury 
divisions. The district includes 
Northern Oregon dealers. 

> > > 


Frink, Walter in New Posts 


At Wolverine Tube 


Calumet & Hecla, Inc.’s Wolverine 
Tube division has established a 
separate new products division and 
an operations division. 

R. M. Frink has been named to 
the newly created post of director, 
new products division, and E. C.| 
Walter was named director of op-| 


erations. 
> > > 


Snyder Appoints Power 


Midwest Representative 

Walt Power, president of Walter 
J. Power Co., Evanston, Ill, has 
been appointed representative in 
the Illinois, Wisconsin and Indiana 
territory by Snyder Mfg. Co., manu- 
facturer of auto radio antennas and 
auto accessories. 

Pcwer, former president of the 
Automotive Sales Managers Assn., 
had been national automotive sales 
manager of Turtle-Wax-Plastone 
Co., Chicago, before forming his 
own company early this year. 

> > > 


Chrysler Corp. Appoints 


Graham Accounting Chief 
Erwin H. Graham has been 
named director of accounting for 
Chrysler Corp. He will direct the 
areas of corporate accounting, cost 
accounting, the acccunting-methods 


-|task force and systems and pro- 


cedures. 

Graham joined the Chrysler Corp. 
accounting staff in 1951. In 1954 he 
was promoted from manager of 


. |Salesmen in N.Y. 
Suggest 3 Ways 





. To Ease Slump 


ALBANY.—A three-way program 
to ease the recession was submitted 


~| by the Automobile Salesmens Assn. 


of New York City at Gov. Averell 
Harriman’s unemployment confer- 
ence in Albany. 

ASA President Pete Taylor said 
the program calls for: 

1. Lifting the Federal excise tax 
on autos for six months. 

2. Lifting New York City’s sales 
tax on autos for six months. 

3. Increasing from $500 to $1,000 
the loan limit of small-loan com- 


panies. 

Taylor told the Governor that 
neither the U. S. nor New York 
City would lose much by lifting 
their taxes because “they certainly 
aren’t netting any revenues to 
speak of from these taxes with the 
autos sitting in the showroom. 

“Since there is no shortage of 
money, today’s sales slump can be 
solved primarily by giving the pub- 
lic an incentive to buy,” Taylor 
continued, “and any sharp increase 
in auto sales would set off an up- 


swing in employment which would 
put thousands back to work.” 








divisional records development to 
comptroller of the DeSoto division. 
He returned to the staff of the 
corporate comptroller earlier this 
year. 

+ * = 


Fribley Is Promoted 


Thomas A. Fribley has been pro- 
moted from secretary to vice- 
president of Cleveland Cap Screw 
Co. He is the son cf Joseph W. 
Fribley, president and founder of 
the company. 

+ 2 + 


Marshall Heads Sure-Car 


Roger Marshall has been named 
president of Sure-Car of America, 
Inc., Sea Cliff, N. Y., and Allen D. 
Vogel is serving as vice-president, 
secretary and treasurer. The com- 
pany said it has more than 1,500 
accounts for its used-car guarantee 
plan. 

* = * 


Champion Promotes Fesser 

Ivan L. Fesser has been ap- 
pointed special representative for 
Champion Spark Plug Co. He will 
serve as a liaison between Cham- 
pion and the major oil companies 
in the Eastern half of the U. S. He 
had been a Midwest field represent- 
ative. 

> = > 


Malcolm Heads LaFrance 

George N. Malcolm has been 
appointed general manager of 
Ward LaFrance Truck Corp., sub- 
sidiary of Glen Alden Corp. He 
succeeds F. N. Tracy, who resigned. 

> 7 > 
Norton Boosts Fallon 
William G. Fallon has been 


|named a_ vice-president, director 
member of 


and executive board 
Norton Co., Worcester, Mass. He 


|also was reappointed general man- 


ager of the company’s refractories 
division. 
> > 


Thayer, Butler Promoted 


\By Belden Manufacturing 


The appointments of Les A. 
Thayer as general sales manager 
and E. K. Butler as manager of 
marketing services have been an- 
nounced by Belden Mfg. Co., Chi- 
cago. 

Both men formerly were division 
sales managers for the company. 
Appointments of two new district 
managers also were announced— 
Hoyne Howe and E. V. Blake with 
headquarters in Chicago and Phil- 
adelphia, respectively. 


* > > 


Republic Gear Promotes 


Steven S. Gordon has been ap- 
pointed vice-president and general 
manager of Republic Gear Co., De- 
troit. He formerly was director of 
sales. Gordon has been with Re- 
public Gear, a subsidiary of Gear 
Grinding Machine Co., for 17 years. 


Hamilton Elected 


Charles S. Hamilton jr. has been 
elected vice-president and treas- 
urer of Russell, Burdsall & Ward 
Bolt & Nut Co. He has been a di- 
rector of R B & W since 1954. Ham- 
ilton replaces John B. Gates, who 
has joined Pan American World 
Airways as finance vice-president. 

= 7 = 


Lempco Promotes Seed 


Ralph M. Seed has been named 
sales manager of the tractor divi- 
sion of Lempco Automotive, Inc., 
Cleveland parts manufacturer. He 
formerly was assistant sales man- 
ager. 


: ” = 
Detzler Named to Manage 


S-P Marketing Research 


D. F. Detzler has been named 
manager of the marketing research 
department for Studebaker- 
Packard. 

He succeeds Paul A. Rumpf who 
has retired after 45 years with S- 
Pond Studebaker. Detzler has been 
a member of the marketing re- 
search department for several 


years. 
* 


Rotary Lift Appoints 


McCrary District Manager 


Roy McCrary has been appointed 
district manager in the Northeast- 
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ern U. S. for the Automotive Lift 
division, Rotary Lift Co. 


McCrary has been an industrial 
sales representative in Philadelphia 
for the Alemite division, Stewart- 
Warner Corp. 


* * + 


Sun Electric Ups Bland 
To Automotive Sales V-P 


R. A. Bland has been appointed 
sales vice-president of the Automo- 
tive division, Sun 
Electric Corp. He 
had been sales 
manager of Sun’s 
Eastern division. 

Bland had been 
with Packard and 
Hudson for 20 
years prior to 
joining Sun in 
1947 as a sales 
representative. He 
will direct Sun’s 

R. A. Bland four domestic 
automotive sales divisions. 
> = * 


Trailmobile Names Rich 


Fred Rich has been named serv- 
ice manager of the Long Island 
City (New York) branch of Trail- 


mobile, Inc. 
aa om > 


Hoffman Names Golbach 


Richard N. Golbach has been 
appointed to the newly created 
position of marketing vice- 
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president for the semiconductor 
division, Hoffman Electronics Corp., 
Evanston, Ill. He was with Central 
Scientific Co. before joining Hoff- 
man. 

+ + > 


Dart Ups Warrell, Purucker 


Carroll J. Warrell, assistant to 
the president of Dart Truck Co., 
has been named vice-president and 
general manager. George F. 
Purucker, formerly of General 
Electric Supply Corp., succeeds 
Warrell as assistant to the pres- 
ident. 

> . * 


Bransome Heads Fund Drive 


E. D. Bransome, chairman of the 
board of Mack Trucks, Inc., has 
been appointed 1958-59 campaign 
chairman of the New York Arth- 
ritis and Rheumatism Foundation. 

= * = 


Bendix Products Promotes 
Long, Williams and Platts 


Richard H. Long has been ap- 
pointed assistant manager of auto- 
motive engineering at the Bendix 
Products division, Bendix Aviation 
Corp., South Bend. W. R. Williams 
succeeds him as assistant chief en- 
gineer of the Vacuum Power Equip- 
ment, Engineering department. 

Edward M. Platts has been 
named to the automotive general 
sales staff. He had been a project 
engineer on brake designs. 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


ERLIN.—A carburetor as a fully 

automatic, simple unit at a low 
price has many more possibilities 
for the future than fuel injection, 
according to Alfred Pierburg, one 
of Europe’s largest manufacturers 
of carburetors and fuel pumps. 


He said he had received a letter 
from a U. S. manufacturer advising 
him of the discontinuance of an 
electronic injection system since 
unit price and what Pierburg called 
“sensibility of operation” could not 
be brought in line with competitive 
carburetion systems, 


Pierburg was host to the press, | 


scientists and others at his Berlin 
plant. He has another plant in 
Neuss on the Rhine River. Pier- 
burg lost his Czechoslovakian 
and East German plants after 
World War II and has rebuilt 
his entire operation since that 
time. 


His Solex and Pallas fuel pumps | 


and carburetors are used on most 


German vehicles. One exception is/ 


Opel, which makes its own units 
under a Carter license. 

Pierburg has opened a carburetor 
museum at his Solex plant in 
Berlin. I saw what is said to be the 
world’s first carburetor, which was 


built by Siegfried Marcus in 1865.) 


Marcus reportedly produced a 
gasoline-engine-driven car in 
Vienna. 

This carburetor was driven by 
the engine and was operated 
through a moving brush. The bris- 
tles picked up drops of gasoline 
and carried them into the intake 
manifold of the engine. 

Pierburg urged that the 1959 
International Auto Show be held 
in Berlin. 


No ‘Dealer’s Paradise’ 

I DISAGREE strongly with re- 
marks made in Detroit recently 

by Dr. Herbert Gross, a correspon- 

dent for Steel magazine. 


dise” in West Germany and said | halls, 


dealers get a 26 percent margin 

by selling cars at prices estab- 

lished under fair-trade agree- 
ments, 

There are no fair-trade agree- 
ments whatever on car prices in 
| Germany. Regarding that 26 per- 
cent margin: There is no such 
thing — 16 percent discounts would 
be close to the truth. 


* * * 


| Black Spots in Economy 
|\(XERMANY’S so-called “wonder 


economy” shows some black 
| spots. 
Adler Works, Frankfort, has 


halted production of bikes, scooters 

and motorcycles. The company also 
produces the Borg-Warner over- 
| drive. Profits have been insufficient 
for declaration of a dividend. 

In Pfaeffingen, Maico has 
stopped payments to suppliers. 
The firm makes scooters, motor- 
cycles and the small car that 
used to be called the Champion. 


Maico has had a fine reputation, 


| but everyone who has tried to make | 
money with the Champion car —| 


|and there have been at least four 
| firms—has gone broke. 
It is reported that other motor- 
|cycle firms which have switched 
|to small cars will not be able to 
make the financial grade, and more 
failures are bound to come. 

: * . 


| Productivity Study 
I\fQYHE chief of the German auto- 
motive tradesmen’s association 
is going to visit the U. S, to study 
means of stepping up the produc- 
| tivity of German automotive serv- 
ice shops. 
> * > 


10 Minutes to Pack 


uc. the new collapsible crates, 
it took only 10 minutes per car 
for the British to load a ship with 
autos for the U. S. West Coast. The 





He spoke of a “dealer’s para- | 650-car shipment included Vaux- 
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Triumphs, Fords, 
and Rootes Group vehicles. 


= + = 
5-Speed Transmission 
Vauxhall has introduced a five- 
speed heavy-duty transmission as 
an optional item for the bigger 
Bedford trucks. 
* 


Jaguars 


Closest to Rubber 

— of England’s new syn- 
thetic cushioning material is 

called the “closest relative to rub- 

ber.” It is a polyether foam ma- 

terial. 


* > * 


Swing Around Show Circuit 
SWING around the European 
auto-show circuit produces 

these reports and rumors: 

Renault may be the next con- 
tender in the market for cars of 
about 35-cubic-inch displacement 


with a model that will be smaller) 


than the present 4 CH Renault. 
Small-car manufacturers are 
hoping that Volkswagen will not 
begin producing a small VW, 
which has already been developed. 
The spare tire appears to be on 
the way out in Europe. 


General Motors has introduced a} 


new Vauxhall Victor station 
wagon, one of the few small station 
wagons with four doors. 

- > * 


Russian Car Looks Solid 


_— Russian Volga looks like a 
solid car with styling following 


U. S. trends of a few years ago. It’s} 
a four-day sedan, with four-cylin-| 
der, 80-horsepower engine, welded | 
chassis and it weighs about 3,000) 


pounds. 
Highlights of the body builders 
offerings at the Geneva show in- 


| cluded: 


LaZagato’s two-door job on a 
Jaguar chassis with a speed of 150 
miles per hour. 


Farina’s dressed-up Cadillac | 


chassis, Austin’s Gypsy which is 
deep-like and comes with either 
diesel or gasoline engine. 

Cars from Germany took the 
bulk of sales in Switzerland in 1957 
with 32,196 units sold. Results for 
other countries were France, 10,- 
892; Italy, 5,670; England, 5,464; 
U. S., 3,394; Czechoslovakia, 156, 
and Sweden, 14. 

Volkswagen was the top-selling 
German car with Opel second. 
Chevrolet was the top U. S. car, 
followed by Plymouth and then 
Ford. 

. > > 
Ferguson Plant Open 
TANDARD MOTOR CORP. has 
opened its second Ferguson 
tractor plant in France at Beau- 
vais. 


A single international auto show | 


rotating among major cities each 
year has been suggested again in 
automotive publications. Many ob- 
servers feel there are too many 
shows now. 

Draeger of Lubeck, Germany, is 
offering a pneumatic fuel gauge 
for Volkswagens. 

Heinkel Corp. of Germany 
plans to concentrate again on 
aircraft production as it did in 
the prewar era. Fate of the com- 
pany’s small car, the Heinkel- 
Cabin, remains in doubt. Rumor 
has it that the car setup will be 
purchased by Dundalk Engineer- 
ing of Dublin, Ireland. 

Body Builder Deutsch will soon 
deliver the first Ford M-17 con- 
vertibles in Cologne, Germany. 

The icing of the bridge on the 
autobahn at Montabaur in the 
Rhineland will be stopped by elec- 
trical heating units. 

- * * 


Driver Test Tougher 


w= GERMANY is making its 
driver's tests tougher. Candi- 
dates must now have at least 12 
lessons behind the wheel, 16 hours 
of instruction in theory, a lesson 
on driving after dark and another 
session of city driving before he 
can take the test. 

The test itself includes 10 min- 
utes of verbal questions and 30 
minutes behind the wheel. The 
questions must cover effects of 
driving while under the influence 
of alcohol and while overtired. 

John S. Andrews has taken 
over as general manager of Ford 


of Germany in Cologne, succeed- 

ing E. Vitger. 

Tests of the Volkswagen indicate 
that these improvements are the 
most desired: Additional ventila- 
tion in the rear seats, odorless 
heating, improved sound isolation, 
more spring comfort, directional 
stabilization and synchronization of 
the first speed. 

= 


* * 
Opel Expands Again 
EL, the General Motors sub- 
sidiary in Germany, is working 
on the fourth part of its new K-40 
plant. Daily production of 1,100 
cannot keep pace with orders. 
Many observers call Opel the most 
modern plant in Europe. 


* + * 


Rough Spots in Taunus? 


ACCORDING to reports from 
Cologne, there are still a few 
rough spots in Ford’s new Taunus 
M-17. However, there is a lot of re- 


the desired results will be realized. 
The M-17 is the model which Ford 
Motor Co. will merchandise in the 
U. S. through its M-E-L division. 

> 


* * 


Soviet Cars Inferior 

I HAVE seen many reports 
which claim that cars made by 
| Russia and its satellites will be 








Plant Rises from Rubble— 
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| Collapsible Military Vehicle— 


-_— 





competitors for Western - made 
autos. I have also seen some of 
these Soviet cars. 

In my opinion, up to now there 
isn’t a chance that these cars 
could compete with those made 
by free men. 

« + * 


More Volkswagens Due 


| | perme: NORDHOFF, Volkswag. 
en’s managing director, has an. 
nounced that drastic steps will be 
taken to remedy the constant short. 
age of Volkswagens. 

In view of the Common Euro- 
pean Market and overseas outlets, 
perhaps 3,000 units per day will be 
needed. 
= > 


Vacation Pay 


LARGE German firm selling 
cars at retail from many fac. 
tory branches pays its salesmen on 
a salary-plus-commission basis for 
vacations. 
The salesman gets his regular 


of his commission for the preced- 
ing year. 

* = 
Fuel Injection 


| ane injection may be available 
as an extra-cost option on the 
1959 Mercedes-Benz 220-S. The sys- 
tem would be made by Robert 
Bosch, Stuttgart. 


* 
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In 1945, Alfred Pierburg's Solex plant in Berlin was a pile of rubble. Today, it is 
|@ well-tooled facility for manufacturing carburetors and fuel pumps. Every port is 
| produced under one roof. Pierburg is one of Europe's lorgest makers of carburetors 


This is a prototype of a collapsible military vehicle, called the Harrier, which can 
be folded into a metal box. The British vehicle can be made ready for use in minutes 
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Two-Tier Rail Car Speeds Auto Delivery— 


This two-tier rail car, designed to carry six automobiles, is expected to launc 
a new era in the movement of British automobiles to the export markets of Europ 
Up to now it has been possible to load only two automobiles to each rail car. 
“Matcar" wagon could be of great benefit to the industry's mounting export drive 
by reducing handling, speeding up the flow of automobiles to the Continent, and 


and is powered by a two-cylinder, air-cooled engine. 
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helping manvfacturers to give earlier delivery. 
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mail Lack of Funds... 


«= fime Buyer’s Income 
ets 5-Year High 


; = a NEW YORK.—The average per- 


An be who buys a new automobile on 
short. ment credit—or between 65 
4.70 percent of all new-car 
Euro- puyers—has a monthly income of 
utl m, according to an analysis of 
vill be customers by Universal CIT 
redit Corp. 
The study covered March of this 


selling The $477 average monthly in- 
t gome represents the highest level 
on georded since Universal CIT 
is oat making similar studies in 
"S for 5953. In mid-1953, the average 
ogular 45 $417. Two years later, it had 
“1/300 jsereased to $423. It rose to $434 
reced. pia July, 1956; $464 in early 1957 
gnd $468 in the fall of last year. 

The study also disclosed the 



















vw Buy Weeks Buoy 
ot Nales Across U.S. 


Dealers in Every Area 
Enjoy Business Gain 
2 (Continued from Page 4) 


i similar drives in Boulder, 
“agmont, Sterling and Pueblo. 
= * = 


PROVIDENCE, Robert W. 
Pierce, president of the Rhode 
d Automobile Dealers Assn., 
the success of the statewide 
option had resulted in “what 
unts to a seller’s market.” 

ny dealers are now at a 
where they are starting to 
for cars to sell,” he said. 
the cut in inventories and 
tion you can’t just pick up 
& phone and order as you could 
months ago.” 

ers in Burlington, Vt. re- 
d “substantial” increases, One 
his business was up 50 percent 
another said “we did a third 
than the week preceding the 


2 






Increases also were reported by 
in Springfield, Mass.; Walla 
Wash. and Medford, Ore. 


SPR GFIELD ‘ion paid their 
y employes in silver dollars dur- 
m the drive. One tried to pay his 
bill with 200 cartwheels and 
told by a clerk the “hard 
" was not legal tender. The 
changed its mind later and 
d the stack of coins. 
An early bird bought the first 
in the Clarksville (Tenn.) drive. 
made his purchase shortly 
8 am. on the first day 
totalled more than $57,000 on 
ng day in Tupelo, Miss. 
'S were under way last 
in Nashville, where 20 deal- 
& paid their help in $2 bills and 
d prizes to customers, and 
ur, Dll. An auto show was 
in conjunction with the 
ur drive. 
ln San Francisco, dealers have 
tduled “station wagon week” 
ting Saturday (June 14). 
7” = 
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dealers in Milwaukee supported 
city's “You Auto Buy Now" cam- 
with this spectacular sign that was 
100 feet high and 36 feet wide. 
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average monthly payment on trans-| > 

actions financed in March was $83 | | *ttANENT SEAL prevents acid 
(including finance and insurance |! “wowmeme 
charges). This was a $4 decline 
from last December. As a result, 
average monthly payments as a/] 
percentage of income—17.4 percent 
—have declined to the lowest figure 
recorded since the beginning of the 
studies. 


“The increase in the average in- 
come level disclosed in this study 
dramatizes once again that a large 
percentage of the nation’s con- 
sumers have plenty of money to 
spend right now with the enter-| Auto-Life’s New Battery— 


rising automobile dealer who can . ‘ : ‘ 
cenaiinie them they should spend New engineering concept of Auto-Lites Sta-Ful battery uses new materials and 


+499 new designs to eliminate mechanical failure even in the most severe service. Plate- 
dat af Gan = — destroying vibration is said to be eliminated by design that works three ways to 
. protect full starting power. Power-producing plates are anchored in place, leakage 
points are eliminated and sealed-box construction is said to give maximum strength. 


from power-robbing 
battery-killing corre 


However, the analysis showed 
that 40 percent of all new-car 


buyers in March still owed money 2 D e aler Gr oups president; W. F. Smith, Bill Smith 


on their tradein, and the average i ident, and| 
debt was $936. In December, 1957, ao atin at ie 


: . ° E. V. Grider, Al Grider, Inc. 
Universal CIT said, 62 percent In Florida Elect (DeSoto-Plymouth), treasurer. 


the averepe won sioié. " *"4! JACKSONVILLE, Fla, — The| St. Petersburg: Gary Walsh, 
‘Tt al shows that inetell t Jacksonville Automobile Dealers|Gary Walsh, Inc. (Chrysler- 
. _ we See eye Assn. and the St. Petersburg Auto-| Imperial), president; R, J. O’Brien, 
buying is continuing its steady) mobile Dealers Assn. have elected; R. J. O’Brien (Volkswagen), vice- 
penetration of middle and upper) officers. They are: president, and Cosby Swanson jr., 
income groups,” Rude said. “More| Jacksonville: Gordon Thompson,| Alan Peterson Motors (DeSoto- 


than 43 percent of the persons us- = 
ing installment credit for new-car Gordon Thompson Chevrolet, Inc.,/ Plymouth), secretary-treasurer. 


purchases earned between $5,000 
and $10,000 a year (compared with 
only 33 percent in April, 1956) and 
another 44 percent.earned between 
$3,000 and $5,000,” Rude said. “The 


The study also revealed that 
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Auto-Lite Battery 
Is Guaranteed 
For 50-Months 


TOLEDO.—An auto battery said 
to eliminate mechanical failure in 
even the most severe service has 
been developed by Electric Auto- 
Lite Co. 


Called the Auto-Lite Sta-Ful with 
Power Bond, it carries a 50-month 
guarantee, Owners will receive a 
guarantee card that will be hon- 
ored by Auto-Lite battery dealers 
anywhere in the world. 

Significance of the new battery, 
according to Auto-Lite, is that it 
eliminates the power-robbing effects 
of road shocks and vibrations. The 
company terms it “the most signif- 
icant development in the industry 
since batteries were taken from 
the running board and put under 
the hood.” 


Engineering features include a 
one-piece cover welded to the case 
for maximum case strength, a per- 
manent seal to prevent acid leaks 
and corrosion, a special resin that 


~| anchors power-producing plates to 


prevent their destruction by virbra- 
tion, and a permanent intercell 
| bond to isolate each cell and main- 
tain higher starting voltage. 

The battery is also improved in 
appearance. Instead of the usual 
black, it is white with touches of 
gold and red. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


remaining 13 percent was about @ > 
equally divided between the over- 
$10,000 and under-$3,000 groups.” * 


the average time-buyer paid a 
lower price for his new car in 
March than at any time since 


qha-26e8, The average silllag The Lee Bleet System Has What It Takes 


price disclosed in the study was 
$3,065, compared with $3,201 in 


a ee Oe ee * - WE HAVE IT—No Commitments, no Compen- 
Rude po the reduction in| Financing— sating balances, no standby charges, no pre- 
the average purchase price was) payment penalties. 


brought about by two major market 
developments — competitive sales| 


pressures and a noticeable shift | WE HAVE IT—underwritten by one of Ameri- 
th -called dium-priced | e~ 
mena. nsuranc ca's best known stock companies. No deposits 
In the latest study, a total of 76| necessary—No prepayment of premiums. 


percent of all purchases were in 
the low-price field, compared with 
66 percent a year earlier. The 


WE HAVE THEM — For any type 


Seveeringe 6 mete omes ones) Lease Documents—tcase. Designed to give the Dealer 


dropped from 30 percent a year ago 





to 21 percent and the high priced | maximum protection. 


group dipped slightly from 3 per- 
cent to 2.7 percent. A small per- 
centage of foreign cars were in-| 


WE HAVE IT—Both a national program and 


cluded in the sampling. | Advertising—. local program for the Dealer. 


Of the models traded in, the) 
highest percentage— 20 percent — 


mae tate eae SS ane S pee ee WE HAVE !T—Personal instruction 
total of 34 coanab ot the ees Personnel Training—<+ Dealer personnel. We show you 
ae ee ep eee a how to operate profitably. 
Indiana Dealers Associate Yourself with a Company Which Is Already 
Scheduled to Act Nationally Recognized In the Leasing Industry 


On Ethics Code 


INDIANAPOLIS.—A 23- point) ACT NOW .- - - GET IN ON THE GROUND FLOOR 


code of business standards is being 
referred to members at the annual 


convention of the Automobile Deal- MAIL COUPON TODAY 


ers- Assn. of Indiana June 8-9 at 
the Marott Hotel. 


The code was adopted by ADAI's WHILE MANY TERRITORIES ARE STILL OPEN 


directors after more than two years 
of study by the board and two spe- 
cial committees. The directors have 
recommended a voluntary code. 
“Whereas adherence to the code 
is not required for membership in 
this association, it is proposed that 
the special membership certificate 
outlining the code and indicating 
the members’ voluntary compliance 
may be withdrawn whenever a 





Lee leet System, Inc. 


1530 KEITH BLDG. 
Cleveland 15, Ohio 





! 
| 
| 
| 
| 
| 
member fails to comply,” a spokes- ; Gentlemen: 
Pn ree ce spe-| | | am interested in a Lee Fleet Franchise and would like further information. 
cial membership certificates, ad-| | 
vertising cuts, methods for enforce- | Name ™ Ea 
ment and other arrangements will | 7 
be prepared by the following spe- | Dealership Sa 
cial committee on business stand- ' 
ards: I Address 
Richard Smith, chairman, Frank |! ‘ 
Crews, William P. Dorner, Ken-|! City ciaeaanes ___Make of Car Handled 


neth C. Kent and Paul A. Kuhn.. |] 
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Big Cars Called Root of Problem... 





AMC Reports on Parking Woes 


DETROIT.—Continuing its cam- 
paign against the longer and wider 
products of its competitors, Ameri- 
can Motors last week reported on 
a survey of “how car size has af- 
fected parking facilities.” 

AMC said it had commissioned 
an “independent reportorial serv- 
ice” to conduct the survey across 
the nation. Traffic engineers and 
parking lot operators were among 
those surveyed, 

Needless to relate, both groups 
were opposed to big cars. The engi- 
neers mentioned the cost of relo- 
cating parking meters, and they 
and the lot operators cited loss of 
revenue since today’s cars take up 
more space. 

AMC prefaced its report by not- 
ing that U. S. cars are destined to 
get longer in the next few years. 


The eight best-selling makes 
have grown an average of 18.2 
inches in length and 6.8 inches in 
width in the last 20 years, accord- 
ing to AMC. It gave these makes, 
which account for more than 80 
percent of the market, an average 
length of 211.7 inches and a width 
of 77.6 inches. 

By contrast, AMC said, its stand- 
ard Ramblers are 191.2 inches long, 
with lengths of 178.3 inches for the) 
American and 200.2 inches for the 
Ambassador. AMC’s widest car is) 
73 inches. 


The report didn’t mention it, 
but the '58 standard Rambler is 
15.2 inches longer than the Nash 
Rambler of 1950, which was 176 
inches from bumper to bumper. | 
The 1955 Rambler Deluxe, fore- 
runner of today’s American, was 
178 inches long. 


The AMC survey was conducted 
in 18 cities ranging from Klamath 
Falls, Ore. (15,875) to huge metro- 
politan centers like Los Angeles, 
Detroit and Boston. 


It was reported that 11 of the 18 
cities have lengthened parking) 
meter spaces in the last few years 
and three more are planning such 
changes. 

“The cities which changed meter 
lengths spent as much as $13 to 
move each meter,” AMC said. “By 
spreading these meters from 20 
feet to 22 feet, these cities also lost 


Obituaries 


Richard C, Keenan Jr. 
COLUMBIA, 8. C. — Richard Chariton 
Keenan jr., a retired automobile dealer, 
died May 20. 


Ralph V. Courtright 
CARROLLTON, O.—Auto Dealer Ralph 
V. Courtright, 58, died May 23. He had 
owned M. V. Courtright & Son Motor Co. 
(Ford) for 36 years. 
> 





> > 


Harry V. Popeney 

LOS ANGELES.—Harry V. Popeney, 72. 
retired automobile executive, died May 29 
in a hospital here. He started his career 
with Ford Motor Co. and ‘ater served as 
secretary-treasurer and director of Dodge 
Brothers and as a director of Packard. 

* * > 


H. Skerrett Jr. 

FARMINGTON, Conn.—Harry H. Sker- 
rett jr., 67, Packard representative in 
Hartford from 1920 to 1941, died May 27. 
A former president of the Hartford Auto- 
mobile Dealers Assn., Mr. Skerrett had 
been with J. R. Johnson's Chrysier- 
Plymouth dealerships for a number of 





years. 
* * *. 
Alexander K. Horton 

ALBANY.—Alexander K, Horton, 80, a 
veteran automobile dealer, died May 27 in 
Deimar, N. Y. Mr. Horton entered the 
auto business here in 1920 handling Stew- 
art trucks. From 1925 to 1936, he was an 
Auburn and Cord distributor. Later he was 


Albany distributor for Willys. 
* * * 


Champ A. Myers 
MASSILLON, O. — Champ A. Myers, 
who formerly owned Ford dealerships in 
Massilion, Tiffin and Shelby, O., died May 
28. He was 75. 2 ‘ me 


Jesse Stiles Wainright 
BOSTON.—Jesse Stiles Wainright, 77, a 
director of Mansfield Tire & Rubber Co., 
here June 1. His home was in Sea 
N. J. He had’been active with Mans- 
Tire for 35 years in various sales 


ne 


Edwin A. Sharman 
PITTSBURGH.—Edwin A. Sharman, 70, 
operator of Sharman Buick Motor Co., 


mobile Dealers Assn. He formerly operated 
dealerships in Bellevue and Etna, Pa. 
* * * 


Basil W. DeGuichard 

Los . — Basil Winter De- 
Guichard, co-founder of AC Spark Plug 
Co., died May 29. He was 72. Mr. 
Guichard and Albert Champion started AC 
Spark Plug in 1904. Mr. DeGuichard was 
president when the firm was sold to Gen- 
eral Motors. 


|Chrysler Corp. general sales man- 


| the Plymouth, Dodge, DeSoto, and 


parking spaces and accompanying 
revenue.” 


As an example, AMC cited Co- 
lumbus, Ga., which reportedly lost 
500 metered spaces (10 percent of 
its total) and an estimated $30,000 
a year in revenue. 


If cars continue to grow, even 
22-foot ‘spaces could become in- 
adequate, AMC declared. “Meter 
lengths of 24 feet already are 
being used to some extent in Los 
Angeles, Miami and Boston,” the 
report said, “and 25-foot lengths 
are being contemplated in Vicks- 
burg, Miss.” 


Parking-lot and garage operators 
estimated that they have lost an 
average of 10 percent of their 
spaces, the survey said, adding that 
the National Parking Assn. puts 
the loss even higher. 

“Consequently, operators have! 
been forced to increase their rates 
to offset the dip in revenue caused 
by the fewer number of cars which 
can be parked,” the survey said. 

An Alabama operator mentioned 
that cars no longer can be parked 
at 90-degree angles in small lots 


Training Center 
In Ga. Dedicated 
By Chrysler 


ATLANTA. — Chrysler Corp. has 
dedicated its regional training 
center in Atlanta, first of a series 
of such training sites throughout 
the country. 

Chief speaker was E. C. Quinn 


ager of automotive products. L. W. 
Piot, director of sales training, 
also spoke. Other Chrysler Cor p. 
officials present were Frank Sus-| 
lavich, southern area director, and | 
H. I. Patterson, Atlanta training 
center director. 

The center has facilities for train- 
ing 6,000 sales and service person- 
nel annually. Approximately 2,000 
dealers, representing more than/| 
25,000 employes and millions of | 
sales and service customers in 10) 
Southern states, will use the new 
training site. 

The building is 312 feet long and | 
102 feet wide, is located on a 4%- 
acre tract and has a total floor 
space of 55,000 square feet. 

Main portion of the building is 
a two-story, 211-foot long section 
housing the training areas and 
offices. A single-story wing, 101 feet 
long, contains an auditorium seat- | 
ing 375 people, a cafeteria and 
kitchen. Dining facilities can be 
provided for some 200. 

Sales and service training rooms 
are located on the first floor, offices 
on the second, Second-floor offices | 
include those of the area director 
and his staff, and the four regional 
managers and staffs representing | 
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Dealerships in Kansas 


because they can’t maneuver into 
such spaces. 

The cars now are parked at 50- 
degree angles which cuts business 
about 35 percent, he said, “and we 
lose another 6 percent because of 
their greater width and about 11 
percent because of their greater 
length.” 

William Coy, executive director 
of the Detroit Parking Assn., told 
interviewers that his members have 
discussed charging more for larger 
cars, but have been unable to de- 
vise a formula on which to base 
such a system. 

“But there is a problem,” he 
said. “A lot that would hold 100 
cars 10 years ago will hold only 
about 70 standard models today. 

“Parking lots are near shopping 
areas on extremely valuable ground 
—some of it in Detroit being worth 
more than $100 a square foot. To- 
day’s standard models take up 180 
square feet. At $100 a foot, that’s 
$18,000 worth of real estate.” 

Builders of home garages also 
have had to increase the size of 
these structures, 
ported. 

AMC reported that many public 
officials have advocated taxes based 
on car length to relieve traffic con- 
gestion and parking problems. One| 
such proposal—a rather frighten- 
ing one—comes from C. Lowell! 
Harriss, associate professor of eco- 
nomics at Columbia University. 

Harriss suggests an annual fee | 
of $1 for each inch of car length 
between 180 and 185 inches; $3 
per inches from 185 to 190 and 
up to $10 per inch for lengths in 
excess of 195 inches. 

Summing up, the AMC report 
said: “The longer cars, which help 
waste natural resources such as 
metals and petroleum, have caused 
serious problems in parking, traffic 
movement and convenience. The 
resulting increased costs in all 


the survey re- 


| these areas are being paid for by 


U. S. motorists.” 

The 18 cities in which the AMC) 
study was conducted were: Los) 
Angeles, Detroit, Boston, Cincin-| 
nati, Seattle, Denver, Miami, Nor- 
folk, Va.; Grand Rapids, Mich.; 
Rockford, Ill.; Columbus, Ga.; 
Fargo, N. D.; Hot Springs, Ark.; 
Vicksburg, Miss.; Augusta, Me.; 
Twin Falls, Id.; Helena, Mont., and} 
Klamath Falls, Ore. 


Murray, McCann to Shut 


COFFEYVILLE, Kans.—McCann | 
Motor Co. (Lincoln-Mercury-Edsel), | 
Coffeyville, and Murray Motor Co. 
(Dodge-Plymouth), Beloit, Kans., 
are going out of business. 

Riley McCann, who has headed 
the Ford Motor Co: deal since) 
1948, said his decision resulted 
from lagging sales. W. J. Murray 
has been in the automobile business 
in Beloit 39 years. He said it would 
take two or three months to close 
out his dealership. 





This is the group planning the “You Auto Buy Now” campaign in Port Arthur, Tex. 


De-| From left, are Guy O. Dogget, president, International Automobile Dealers Assn., 


Lyle Vickers, general manager, Chamber of Commerce; Irwin Mingle, president, Author- 


ized Automobile Dealers Assn.; Ed Linn 


jr. and Ralph Moore, whose advertising 


agency is handling technical details of the promotion. 
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Strictly Modern Approach— 


Closing a used-car deal at Wonderland Motor Sales is a pleasure, contrasting 
sharply with the shack usually found on lots. The new used-car lot in Garden City, 
Mich., has a ranch-type building with knotty-pine interior, Thermopane windows and 







Closer State-Industry Ties 
Urged to Push Road Safety 


OKLAHOMA CITY.—Harry A.| 
Williams, AMA managing director, | 
urged motor-vehicle administrators 
to increase cooperation with the! 
auto industry in highway safety. | 

He spoke at a| 
regional meeting) 
of the American 
Association of 
Motor Vehicle 
Administrators. 

Urging the 
administrators 
to publicize 
their efforts 
more, Williams 
said their work 
with the indus- | 

y has resulted 


H. A. Williams 


try 

in excellent achievements in the 
last 30 years but that the public 
has heard little of their efforts. 


He said a governor's committee 


on highway safety had recom- 
mended greater cooperation be- 
tween the states and the industry 
on highway safety improvement. 

“They have said people do not 
know enough about what we in the 
industry are doing,” he continued. 
“I believe, by the same token, that 
neither the governors nor the public 
yet sufficiently appreciates the work 
you have done and are continuing 
to do.” 


The administrators deplored the 





In Pricing on GM 


Diesel Contracts 


WASHINGTON.—In a report to| 
Congress, the General Accounting 
Office contended that General 
Motors received more than a 
reasonable price for diesel engines, 
generator sets and parts it sold to| 
the Navy. 


The GAO said Navy procurement | 
officials had made an inadequate 
inquiry into GM's actual costs. The 
report concerned $118,700,000 
awarded to GM’s Cleveland Diesel 
Engine division. 

It dealt mainly with five con- 
tracts totalling $32.7 million that 
the Bureau of Ships negotiated for 
a fixed price. Three other contracts 
for the remaining $86 million had 
been negotiated previously on a 
price-to-be-redetermined basis. The 
diesel equipment was part of a 
program to build nonmagnetic 
minesweepers and was delivered in 
1954-56. 

The report did not list a specific 
total of overpricing, but it said GM 
had offered a refund of $690,000. It 
said the Navy should have negoti- 
ated a lower price for subcon- 
tracted items such as major elec- 
trical components which GM got 
from General Electric and West- 
inghouse. 

In a statement included in the 
report, GM said its profits before 
taxes on the five contracts were 
$4,296,042, or 13.1 percent and after 
taxes were $2,062,100, or 6.3 per- 
cent. The GAO figured the profits 
before taxes were $4,961,877, or 
more than 15 percent. 





lack of coperation between courts 
and state licensing departments. 
Failure to turn over all traffic 
conviction records to the public 
safety department “makes it im- 
possible for us to take action 
against a chronic offender,” said 
Charles C. Rice, director of records 
for the Oklahoma Public Safety 
Department. 


The administrators said they 
probably could cut the accident 
rate considerably if more municipal 
and county judges would cooperate. 


They put the blame on elective 
Officials who yield to political 
pressures and lack of personnel 
and state funds to operate an 
adequate program of curbing 
errant drivers. 

In cases where a public safety 
department receives all traffic- 
conviction records, Rice said, the 
motorist is called in to consult with 
safety officials. 

The driver is told how he can 
improve his driving, Rice added, 
and his license may be suspended 
or revoked. 


Utah Wonders 
How It Can Set Up 
Uniform Car Tax 


SALT LAKE CITY. — Repre 
sentatives of State and local gov- 
ernment are facing a number of 
problems in efforts to set up 4 
statewide uniform tax on motor 


| vehicles. 


Vehicles now are taxed according 
to the mill levies on the property 
of the vehicle owner. Thus the 
same model may bear more than 
40 different tax rates in Salt Lake 
County alone—based on the levy 
in the more than 40 taxing units in 
the county. 

A unified tax would ease admin- 
istrative problems, make it simpler 
and quicker for motorists to clear 
their vehicles each year and enable 
the State to set up plates-by-mail 
programs in all counties, the rep 
resentatives said. 

The big problem, they agreed, is 
to frame a substitute tax that 
would not disrupt the revenues 


now received by cities and coul & 


ties from the property tax. 
They said a uniform tax would 
increase the burden in areas with 
a low mill levy, and reduce 
nues in cities with high levies. 


Scott Elected 
In Kansas City 


KANSAS CITY.—Jerome H. Scott 
jr. has been elected president o 
the Motor Car Dealers Assn. % 
Greater Kansas City. He succeed 
J. A. Smith. 

Other officers are Robert 5 
Armacost jr., vice-president; Frank 
Schlozman, treasurer, and William 


W. Egelhoff, secretary-managzer. 5 b 


Elected directors were: W. & 
Allen jr., Gene Cable, Matt Cale 
vich, Roy Hill, R. S. O’Neili and 
Jerome A, Smith. 
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Car, Truck Output Estimates 
By Automotive News 
PASSENGER CARS 


(U0, 8. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan 
Ended Same Ended Total To To 
June 7, Week, May 31, Output, June8, June 7, 
1958 1957 1958* May* 1957* 1958 
AMER. MOTORS** ...... 4,510 2,503 3,257 18,999 48,012 79,041 
SEIDEIIE  ‘occintavicenteciocrcies 4,510 2,300 3,257 18,999 43,659 79,041 
¢ RYSLER CORP. .... 12,025 26,412 4,786 50,440 633,643 271,992 
SIE. isbctcccencdicccrveseson 125 3,081 1,311 5,615 64,301 25,740 
Se er 1,125 219 990 21,501 6,902 
tate ccscuiandatnishecs 1,500 1,892 8 - 2,409 67,735 17,368 
ST eeashcinnintpeiicoin 3400 5,642 328 ©: 9,301 «148,749 += 48,079 
IID << tuedscpentnnsimtatonnii 7,000 3=614,672 2,920 32,125 331,357 173,903 
D MOTOR*** ........ 14,900 40,518 18,358 91,002 907,628 523,814 
EEE  ‘Gpshctesivinedeecsnetevetehe ‘es aus = Mision 347 en (hentnen 6,447 
IE Si cbidnbeivhieieasetunbaaniabiiens 14,500 33,803 16,777 75,650 725,845 448,432 
EL: Suinieaendieendsteenmnen 400 710 263 1,825 21,653 13,824 
SEE <qnintnenimaccnmmess a 6,005 971 12,356 159,686 55,111 
INERAL MOTORS .. 41,917 58,592 39,288 185,800 1,376,835 1,087,162 
EE sdiicdibniontieuns enidiniectnes 3,949 7,191 4,052 17,578 218,757 120,877 
SN dontewtetietdcoians 1,920 3,365 2,543 12,875 75,002 67,365 
ED “sunsnenstujciusssies 26,700 32,930 22,976 113,643 698,362 627,827 
Oldsmobile ........ 5,548 8,275 5,880 26,074 205,409 161,105 
Pontiac .. 8,800 6,831 3,837 15,630 179,305 109,988 
ee 1,140 1,492 885 3,233 34,205 17,170 
IIE Sonscduidiceniienaticiatenl 56 10 29 102 6,055 1,455 
Studebaker 1,084 1,482 856 3,131 28,150 15,715 
Total Cars, U. S........... 74,492 129,517 66,574 349,474 3,000,323 1,979,179 
Motors’ totals for 1957 include Nash and Hudson production. 
Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(0. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
Ended Same Ended Total To To 
June 7, Week, May 31, Output, June 8, June 7, 
1958 1957 1958* May* 1957* 1958 
6,100 7,269 5,076 24,554 165,139 131,436) 
110 122 85 436 2,101 2,409 | 
— 64 43 218 1,678 1,225 
e 1,900 1,399 1,218 5,971 38,088 25,927 
wisn 3,950 7,644 4,172 20,356 163,313 102,308 
siidniotiiaboeiai 1,065 1,144 1,133 5,188 31,717 28,234 
1,555 3,093 1,237 6,818 49,823 44,263 
se 2380 342 234 1,176 8,042 6,640 
UDEBAKER. ............. 152 191 120 438 5,310 2,885 
HITE*** a ieabaidaibaes ; 384 198 1,382 9,050 7,670 
linea 1,720 1,556 1,372 6826 28,652 35,520 
78 61 52 359 1,273 1,607 
Total Trucks, U. S..... 16,310 23,269 14,940 73,722 504,186 390,124 





90,802 152,786 81,514 423,196 3,504,509 2,369,303 





Cars, Trucks, 
scesiphukehdeaiecblatin 8550 10,550 10,367 41,448 232,026 186,942 
Grand Total, 
Cars and Trucks, 
U, S. and Canada... 99,352 163,336 91,881 464,644 3,736,535 2,556,245 


includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 


, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


All U. 8. totals include cars and trucks for military orders. 


Curtice’s Last Term? 


GM Reelects All Officers 


NEW YORK.—At their first reg- 
monthly meeting following the 
ual shareholders’ meeting, Gen- 
Motors directors last week re- 
tted all officers of the corpora- 


Returned to office were Chairman 
rt Bradley, President Harlow 
Curtice, Executive Vice- 

‘residents Frederic G. Donner and 


‘ive Directors 


hosen by CATA 


CHICAGO.—Members of the 
aicago Automobile Trade Assn. 
ed five directors for three-year 
at their annual meeting. 
rl T. Zweifel (Ford), and Max- 
* Pee (Oldsmobile), were 

2 ed, 

Newly elected directors are Ken- 
nh Johnson (Lincoln-Mercury), 
Grange; Joseph Levy sr. 
arysler-DeSoto-Plymouth), and 


cer. i cholas Zasiebida (Studebaker- 


Kard). 
Retiring directors are Jerry H. 
i zek (Chrysler-Plymouth) and 
ad Z chroeder (Studebaker- 

ard). 








Louis C. Goad, 31 vice-presidents 
and the corporation’s secretary, 
treasurer and comptroller. 

_Curtice will observe his 65th 
birthday Aug. 15, but GM had no 
comment about how the election 
affects his possible retirement. Also 
reaching 65 this year will be Harley 
J. Earl, styling vice-president. 
Bradley is 67 but, as chairman, he 
is not subject to the regular re- 
tirement rules. 

Bradley’s predecessor, Alfred P. 
Sloan jr., was 81 when he gave up 
the chairmanship two years ago to 
become honorary chairman. 


GM officers sometimes are asked 
to remain at their posts after 65. 
A recent example was Don E. 
Ahrens, who reached 65 in 1955 but 
continued as Cadillac general man- 
ager until the end of 1956. 


Dealer Heads Civic Group 

SOUTH BEND.—Van E. Gates, 
president of L, O. Gates Chevrolet, 
Inc., has been elected president of 
the Committee of 100, which seeks 
to attract new industries and busi- 
ness concerns to St. Joseph County 
especially the South Bend- 
Mishawaka area. 


Quality Also Holds Up see 


Car Output Unscathed 
.|By End of Contracts 
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their efforts to fulfill their union’s| cedures and not for such things as 


request “to keep things on an even 
keel” was quickly dispelled in a 
tour of two Detroit area plants— 
Cadillac car assembly operation 
and Plymouth V-8 engine. 


Workers appeared relaxed and 
moved about their duties with 
the same precision shown just a 
few days earlier when their UAW 
contract was still in effect. 


Assembly operations moved along 
at about the same pace of the last 
two months, and inspection work- 
ers may have been more precise 
than usual in their final checks of 
cars as they came off the lines. 

* * * 
UALITY control reportedly was 
as stringent as under normal 
circumstances. 

Although there had been some 
grumbling, particularly by old-line 
union members who objected to 
working without a contract, cars 
rolled off the lines without the 
manmade scars which many had 
feared. 


One top union leader, Carl 
Stellato, president of Ford Local 
600, told a union rally at Ford’s 
sprawling River Rouge (Mich.) 
plant “not to pay any attention 
to the guy who wants you to 
slow down or scratch a car.” 
Urging the members not to give 
the company any excuse for locking 
out workers, Stellato said the 
union’s best hope of winning new 
contracts was “to keep things on 
an even keel until the companies 
were willing to make concessions.” 
Most radical change in procedure 
came at Chrysler Corp., where 
stewards were being made to work 
less for the UAW and more on 
cars. 

> > > 

At CHRYSLER plants, where 

chief stewards and plant shop 
committeemen formerly had un- 
limited time to spend on grievance 
cases, the time was cut to two 
hours a day for chief stewards and 
five hours a day for plant shop 
committeemen. 

In addition, union representatives 
will be required to work at their 
regular jobs during the first and 
last hours of their shifts and dur- 
ing the first hour after lunch, ex- 
cept in an emergency, officials said. 

The company also is limiting 
recognition of union representa- 
tives to an avearge of one for 
each 110 employes in the seven 
plants covered by contracts with 
UAW Locals 212 and 265. In some 
of these plants the ratio has 
been as high as one for 77 em- 
ployes, a spokesman said. 

Ford and GM also have cut at 
least half the amount of paid time 
allowed to union committeemen and 
stewards for work on grievance 
cases. 

John S. Bugas, Ford industrial 
relations vice-president, announced 
that UAW representatives will be 
allowed up to four hours a day on 
company time to represent em- 
ployes in grievance cases and disci- 
plinary hearings. 

“During the rest of the day these 
representatives will be assigned to 
jobs they can perform,” Bugas 
said. oe oe 


Guam MOTORS also halved 
the time allowed to district and 
shop committeemen to work on 
grievance cases. A company spokes- 
man said that the time off must be 
used for bona fide grievance pro- 





Four Million Buicks 
Built with Dynaflow 

FLINT. — Buick has built its 
four-millionth car equipped with 
Dynafiow transmission, just a lit- 
tle more than 10 years after Dy- 
naflow was introduced on the 
division’s 1948 models. 

Dynafiow is standard equip- 
ment on all Buicks except the 
Special series and currently is 
going into more than 98 percent 
of production models, a spokes- 
man said. 





Sse sss 


local negotiating sessions. 


In the past, district committee- 
men in GM plants were allowed 15 
hours a week, plus three hours 
Saturday and three hours Sunday 
if they were working weekends. 
Shop committeemen were allowed 





U.S. Car Output 


January-May 

1958 1957 
Pos. Make Pos. 
1— 601,127 Chev. 665,562— 2 
2— 433,932 Ford 692,344— 1 
3— 166,903 Plym. 316,857— 3 
4— 155,557 Olds. 198,139— 5 
5— 116,928 Buick 211,657— 4 
6— 106,188 Pontiac 172,405— 6 
7— 74,531 Rambler 41,422—12 
8— 65,445 Cadillac 71,642— 9 
9— 55,111 Mercury 153,686— 7 
10— 44,679 Dodge 143,249— 8 
1li— 25,615 Chrysler 61,201—11 
12— 15,868 DeSoto 65,735—10 
13— 14,631 Stude. 26,305—13 
14— 13,424 Lincoln 21,422—14 
15— 6,902 Imperial 20,351—15 

16— 6,447 Edsel 
17— 1,399 Packard 4,536—16 
Nash* 2,983—17 
Hudson*  1,176—18 
Cont'T** 444—19 

1,904,687 Total 2,870,666 


* Nash and Hudson no longer are being 
produced. 

** Continental output included with Lin- 
coin in 1958. 


1—1,045,2445 GM 1,319,405— 1 
2— 508,914 Ford 867,452— 2 
3— 259,967 Chrysler 607,393— 3 
4— 74531 AMC 45,581— 4 
5— 16,030 S-P 30,841— 5 





30 to 35 hours during the week 
and six to seven hours a day on 
weekends. 


The GM spokesman said, how- 
ever, that the change should have 
little effect in its 126 plants be- 
cause UAW representatives have 
been using only an average of 47 
percent of the time allowed for 
such purposes. 

Last week’s output was a 7,918- 
unit jump over the previous week’s 
66,574, when plants observed Mem- 
orial Day. 


At Ford Motor, Mercury and 
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Edsel were down all week and 
Ford division closed six plants for 
the entire six days. Ford’s Atlanta 
plant was closed Monday and 
Tuesday; its Mahwah (N.J.) unit 
Monday, and its Long Beach 
(Calif.) plant Friday. 


* * * 


MPERIAL was down all week in 

Detroit, while Chrysler division 
was idle five days. B-O-P units in 
Texas and Atlanta were down the 
entire week. Cadillac was down 
Thursday and Friday. 

Plymouth’s Evansville (Ind.) 
plant shut all week. Chevrolet’s 
Los Angeles and Oakland (Calif.) 
plants were on four-day operations, 
and its St. Louis unit three days. 
To take up some of the slack, how- 
ever, Chevrolet worked its Tarry- 
town (N. Y.) plant six days. 

Ford announced that it built 
5,461 Thunderbirds in May, bring- 
ing the five-month T-bird total 
to 17,721. This compared with 1,- 
500 Thunderbird assemblies in 
May a year ago and 8,409 for the 
first five months of 1957. 


The U. S. industry is now within 
20,821 units of the two-millionth 
ear of the 1958 calendar year, a 
milestone which should be reached 
tomorrow (Tuesday). 

The corresponding car a year ago 
was built during the second week 
of April. 


Plymouth Hits Million 


In V-8 Engine Output 


DETROIT. — The one-millionth 
V-8 engine for Plymouth cars was 
produced Friday at Chrysler Corp.'s 
Mound Rad. engine plant, 33 months 
after start of production. 

Approximately 59 million pounds 
of aluminum, 300,000 pounds of 
brass, 394,300,000 pounds of cast 
iron, 3,800,000 pounds of alloy steels 
and 132,400,000 pounds of carbon 
steel, in addition to five million 
pounds of other miscellaneous ma- 
terials and metals, were used in 
the million engines. 

Key company officials at the pro- 
duction of the milestone engine 
were L. B. Bornhauser, Group 
executive-power train manufac- 
turing; R. A. McCarroll, general 
manager of the engine division, 
and D. E. Miller, plant manager. 


To make the million engines, ap- 
proximately 750 million separate 
parts were finish-machined and as- 
sembled in the plant, said Born- 
hauser. 


Since it was activated in August, 
1955, the plant at peak production 
has produced 2,500 engines a day. 


* x 


Norton Seeks Reelection 
On NADA Reform Ticket 


(Continued from Page 2) 


tion next January. Norton says 
NADA made a $31,000 profit at 
Miami this year. 

9. Advancement of the territory- 
sales bonus program. 


Norton promised Oklahoma 
NADA members, who will select a 
director this fall, that he will give 
whomever they choose his support. 

Norton and other Oklahoma 
dealers organized ADSA a year ago 
as a movement to spur NADA 
action on territory security. His 
most recent report to ADSA mem- 
bers, dated May 8, chided NADA 
for a “spirit of apathy regarding 
the well-being of NADA members.” 


Norton and ADSA Director 
Chick Norton (Buick), Tulsa, led 
a group of Sooner state dealers 
which testified in April for the 
Monroney-Thurmond sticker bill. 
Bell and four NADA directors 
preceded the Norton group on the 
stand. 


The text of Norton’s prepared 
testimony was sent to ADSA mem- 
bers in the May mailing. Other 
Oklahomans who appeared before 
the Monroney subcommittee were: 

H. L. Sparks, Cushing; Roy Tant, 
executive secretary, Oklahoma 
Automobile Dealers Assn.; Cal 
Newport, Hominy; Charles Coker, 
Oklahoma City; William Harvey 
Cobb, Ponca City, and Jydson 
Bryant, Stillwater. 

Norton’s report to ADSA mem- 
bers recapped the group’s 
territory-bonus plan, calling for 





a 5 percent bonus over factory 
list price for every vehicle sold 
in a dealer’s designated sales 
area. 


A new mailing address was re- 
vealed for ADSA—the office of 
Managing Director Bert Horner, 
420 N. W. 4th St., Oklahoma City 1, 
Okla. Horner, an advertising man, 
previously picked up ADSA mail at 
a post office box. 


Dealers Endorse 


Price Disclosure 


STEUBENVILLE, O.—The Tri- 
County Automobile & Truck Deal- 
ers Assn. unanimously endorsed 
the Monroney-Thurmond price dis- 
closure bill. 


The group’s secretary was di- 
rected to inform Congress of its 
action and urge adoption of the 
windshield stickers. Individual 
dealers also said they would send 
letters to the legislators. 


The dealers, from Brooke and 
Hancock Counties in West Vir- 
ginia and Jefferson County in Ohio, 
also voted to ask their congress- 
men to push for removal of excise 
taxes as a stimulant to automotive 
sales. 


Vordenberg Opens Deal 
Vordenberg Motors (Mercury- 
English Ford) has opened in Ma- 
riemont, O., a suburb of Cincinnati. 
Jack Vordenberg is president. 








| 
| 
| 
. 
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Other State Codes Eyed . 


Mich. Salesmen Unite te 


To Seek Licensing 


DETROIT. — Auto salesmen in| 
Michigan are forming a trade! 
group, the Michigan Automobile | 
Salesmen’s Assn., which they hope | 
will win passage of salesmen’s li-| 
censing code and thereby eliminate 
unethical operators from the field. | 

The movement grew out of dis-| 
cussions of the low place in public 
esteem held by the salesmen and| 
took the form of the association in 
late February. 

The group now has 350 members | 
in the Detroit area and is planning | 
to form units in outstate areas. A} 


2,000 Engineers 
Due at ASME’s 


Detroit Sessions 


DETROIT.—Atomic power plants, 
gas turbine engines for autos and 
new materials for tomorrow’s ma- 
chines will be among topics covered | 
at a meeting of 2,000 engineers here | 
starting June 15. Theme of the 
conference will be “Engineering for 
Tomorrow's World.” 

The five-day meeting sponsored 
by the American Society of Me- 
chanical Engineers will cover a 
wide range of subjects expected to 
attract engineers, business men and 
scientists from all parts of the 
nation. 

Howard K, Gandelot, general 
chairman for the meeting, said the 
sessions will be open to any inter- 
ested persons. Over 120 speakers 
will discuss new developments in 
their fields, he added. 

One session will be devoted to a 
comparison of Russian and Ameri- 
can successes in developing auto- 
matic production techniques. Speak- 
ers will be Nevin L. Bean, Ford 
Motor Co., who will base his re- 
marks on a tour of automated 
plants in Russia, and Lee D Miller, 
associate editor of Automation mag- 
azine, speaking on “Automation 
Progress in the United States.” 

Other speakers will cover such 
topics as new alloys and new meth- 
ods of lubricating metal parts. 

Luncheon and dinner speakers 
will include K. T. Keller, former 
president and chairman of Chrys- 
ler Corp., and Dr. Lee A. DuBridge, 
president of California Institute of 
Technology, speaking on the Ex- 
plorer satellite. 

Speaker at a luncheon June 17 
will be James C. Zeder, engineering 
vice-president, Chrysler Corp. On 
the following day Kenneth Kramer, 
managing editor of Business Week 
magazine, will address a luncheon 
sponsored by the ASME Manage- 
ment division. 








Chrysler Expands 
Rodger’s Duties 


DETROIT.—Consolidation of en- 
gineering and product-planning 
functions at the Chrysler and} 
Imperial division into a single de- 
partment under the direction of} 
R. M. Rodger was announced by 


Cc. E. Briggs, general manager. 


Rodger was promoted from chief | 
engineer to chief engineer and 
director of product. He will direct | 
product and volume planning as 
well as the coordination of market | 
and engineering research for Chrys- | 
ler and Imperial cars. 

Appointed to Rodger’s staff were 
Burton H. Bouwkamp as engineer- 
ing manager and Marc R. Prass as 
executive assistant and manager of 
product planning. 


Brooklyn Assn. 


Names Gordon 


BROOKLYN, N. Y.—Peter A. 
Gordon has been appointed execu-| 
tive vice-president of the Brooklyn 
and Long Island Automobile Deal- 
ers Assn. He formerly was with 
Cadillac and has been in the auto- 
mobile business 30 years. 

Henry Eisenhauer, formerly exec- 
utive vice-president, has assumed 
the duties of dealer relations vice- 
president. The changes were an- 
nounced by George H. Ashdown, 
association president. 








lis studying 


number of dealers and salesmen in 
outstate areas have expressed in- 
terest in the group, according to 
Vaughn Emblin, president of the 
association and a 10-year sales vet- 
eran at Hettche Motor Sales 
(Ford). 

In addition to adding members 
from the 6,000 to 7,000 auto sales- 


salesmen’s 












Pontiac Hosts Parts Managers— 


7 sar Pontiac was host fo 27 outstanding parts managers, shown above, from Pontiac 
men in the state, the association | dealerships around the nation, all of whom were winners in the company's annual 


licensing | “Belt of Champions” contest. Representing each of Pontiac's 27 sales zones, the men 


laws in other states, notably Call-| spent two days touring General Motors facilities and were awarded leather belts 


fornia, Wisconsin and Ohio. 


| with silver and gold buckles set with diamonds. The national winner in the contest, 


Possible future programs of the | designed to stimulate sales activity in parts and accessories, was Ray Mcintyre, St. 


group include formation of a credit 
union and insurance and retire- 
ment programs, Emblin said. 

The association is open to sales- 
men, sales manager and assistant 
sales managers at new and used- 


ear dealerships but sales managers | 


cannot hold office. 

In addition to Emblin, officers are 
Joe Henry, Lewis F. Brown (Ford), 
vice-president; Marty Nagle, Floyd 
Rice (Ford), vice-president and 
publicity director; Douglas Batten, 
Funston Chevrolet, secretary; Jack 
Albright, Stark Hickey (Ford), 
treasurer; Jack Lausch, Stark 
Hickey (Ford), state director, and 
Al Reckling, Bill Root Chevrolet, 
membership chairmen, 


Imported Autos 
Find Gas Good 
To the Last Drop 


PORTLAND. — The guy who 
drives an imported car and claims 
he adds gasoline once a month, 
whether the car needs it or not, 
may not be kidding after all. 

In a 265-mile “Mighty Miser 
Economy Run” here for foreign 
cars, one entrant—a Citroen 2CV 
averaged 66.25 miles per gallon. But 
the driver got lost four times and 
exceeded the 6%-hour time limit by 
one hour and 12 minutes, so the 
Citroen was disqualified. 

The run was sponsored by the) 
Portland Oregonian and General 
Petroleum Corp., with the Oregon 
State Motor Assn. assisting. It was 
tied in with the Foreign Car Motor 
Show, which opened here last week. 

Winner of Class I (under 750 c.c. 
displacement) was a Fiat 600, 
which averaged 42.74 m.p.g. 

Winner in the 750-to-1100-c.c. 
class was a Renault Dauphine with 
53 miles per gallon. A Volkswagen 
achieved 46.49 m.p.g. in the class 
for 1,100 to 1,250 c.c. In the 1,250-to- 
1,600 class, a Volvo was tops with 
41.41 m.p.g. For cars with displace- 
ment greater than 1,600 cc., a} 
Citroen ID-19 turned in 32.72 m.p.g. | 


Louis. 





Fresh Approach Helps .. . 


Overhauling a Deal ome, 1% a which extends from ing 


PHILADELPHIA. — Sunny Stein 
brought in fresh ideas and per- 
sonnel when he took over Anders- 
Jervis Chevrolet. 

He established a school for 
salesmen, a profit-sharing plan 
for department managers, auton- 
omous operation for each de- 
partment and a new sports-car 
department. 

Stein said specia.. in each field 
of the auto business instruct po- 
tential salesmen in appraisals, in- 
surance and financing. The stu- 
dents “earn while they learn” and 
act as bird-dogs while being 
groomed for salesmen’s jobs, he 
said. 

Meetings for salesmen are held 
each Tuesday and Friday, with 
each salesman conducting at least 
one meeting. Salesmen are re- 
quired to take notes on lectures 
at the meeting and they are 
quizzed later. 

Stein does not like to talk about 


his service department's absorption | 


rate. 

“Each department must carry 
its own ball,” he said. “Each 
department operates as an in- 
dividual business. There is no 
reason why the repair depart- 
ment has to absorb the head- 
aches of other departments.” 

He said the profit-sharing plan 
has increased the efficiency of de- 
partment managers. 

“Each manager runs his depart- 
ment like a private business,” he 
continued. “Each shops around for 
the best prices on supplies and 
accessories and tries to make sure 
there is no nonproductive 
Employes operate on a piece-work 
basis.” 


for the Corvette and created a new | 
department to handle its sales. The 
department manager attends 
sports-car club meetings and takes 
part in other sports-car activities, 
Stein said. 

Stein, an industrial banker 
since 1937, said that since he 
has taken over Anders-Jervis, 
business has increased 120 per- 
cent over that of 1957. | 


He said he brought about 50 new 
men into the organization and re-| 
tained 20. The parts manager is| 
the only executive remaining from 
the previous organization, he said. | 





Canadian Auto Market 
Held Brighter Than U.S. 


MONTREAL. — The auto market 
situation in Canada appears to be 


| considerably brighter than that in 
| the U. S., according to the Bank of 


| Nova Scotia. 





labor. | 


Dealer inventories appear to be 
more manageable, the bank said,| 


Chevrolet Assn. 
Folds in Wichita 
To Cut Expenses 


WICHITA.—The Wichita Zone) 
Chevrolet Dealers Assn, has dis- 
banded. Fred R. Snell, executive 
secretary, said the dealers made 


Stein opened a special showroom | the move in an effort to cut their 
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Midtown Sells Delivery Car— 











The first car sold by Midtown Auto Sales (Rambler), North Providence, R. |., was 


purchased by the Virginia Dare store for use as a delivery car. 


The store displayed 


the new station wagon in its front entrance for a week. Rambler sales literature 
was available and Midtown had its advertising signs in the rear windows of the 
The dealership is operated by Ernie, Armand and Bill Nicolo. 


wagon. 





individual expenses. | 


Snell said he believed the organi- | 
zation might be reactivated when | 
the dealer profit picture improves. | 

The Wichita zone includes about 
two-thirds of Kansas plus several 
counties in Northern Oklahoma. 
The association had about 123 
members among the some 150 
Chevrolet dealers in the area. 

It was founded in 1941. Snell, a 
former Oldsmobile dealer in Dodge 
City, Kans., had headed the group | 
since 1955. 


Hollywood Heads Up 
Cadillac Branch in L. A. 


DETROIT.—A ppointment of 
Harry J. Hollywood as manager of 
Cadillac’s retail factory branch in 
Chicago was announced last week 
by James M. 
Roche, Cadillac 
general manager. 

A 23-year vete- 
ran of the auto- 
motive industry, 
Hollywood suc- 
ceeds Joe E. Rob- 
ert, who died last 
week. At the time 
of his promotion, 
Hollywood was 
general sales : 
manager of the ‘4. Hollywood 
Chicago branch, a post he held 
since September, 1955. He joined 
the Cadillac-Chicago sales force 
in February, 1955, as assistant sales 
manager of the Rush Street branch. 
Prior to that time he was Cadillac’s 
district sales manager in the 
Milwaukee district. 








| vehicle can be shifted from two to 


| first 4% 


|income points to somewhat higher 


Dealer Sentenced | sux 


Daimler’s U nimog food 
Demonstrated 
First Time in U. §, 


RENO, Nev.—The Unimog, an o 
and-off highway vehicle combinij, 
features of the light truck, tra 
and prime power source, was de 
onstrated here publicly for 
first time in the U. S. 


Forty different tests of its dy 
bility and agility over rugge 
terrain were conducted by Cu 
Wright Corp. Nevada governme 
officials and representatives of Caj 
fornia and Nevada power, phonaee® 
and construction companies wit 
nessed the demonstration. 

The multipurpose Unimog 
developed by Daimler-Benz 
Germany and wiil be manufactured 
jand marketed in the U. §& } 
| Curtiss-Wright’s South Bend diyj 
| sion, according to Nicholas Dyks 

|C-W vice-president. 

| The vehicle is available in th 

| basic models with payload rating o 
and two tons and has es 
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ithe engine to each of the four 
wheels. 

Dykstra said planetary gear 
drives in the wheel are locate Good 
above the centerline of the wheels firade, 
allowing twice the clearance ¢ loc 
other vehicles. how a 

Independently mounted on portal} rcen' 
axles, the wheels can operate inj Bes 
different planes, he added, and they # le 












four-wheel drive without clutching ° 

or slowing speed. i 

Engines in the basic Model 411} * 
a 

Dea 





D Unimog is a four-cylinder, 7 
horsepower gasoline engine and a 
six-cylinder, 92 horsepower water- 
cooled, gasoline engine. 


although it did not estimate the 
number of cars in stock. , 

The bank said that the passenger- 
car production in Canada for the 
months of this year}. 
totalled 135,700, down 20.7 percent 
from the 171,200 units built during 
the corresponding 1957 period 
U. S. output, the bank noted, is of 
about 31 percent. 

Canadian registrations have d 
clined less than production, the 
bank said, but the registration} 
totals include the increased sales 
of British and European models. 
Fewer U. S.-made cars have been 
sold in Canada this year than last © 

The bank said exports are up 
this year and added that a con- 
tinued moderate rise in consumer 


sales of domestic cars in the com- 
ing months. 
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For Loan Fraud 


NEWARK, N. J.—Anthony J. 
Garma jr., who operated Sweeney 
Auto Sales in nearby Fairview, has 
been sentenced to a year in 
for obtaining money under falseé : 
pretenses. tainly 

An investigation begun in Oc- 
tober, 1956, resulted in charges that He 
Garma had obtained fioor-plan jé the 
loans on 16 cars which the dealer [down 
ship did not own. ago. 

The case resulted in the loss of 
more than $20,000 for Associate’ 
Discount Corp., which granted # 
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loans. 
ee ee eee ee Geo 
Dealer Says He’s Listed |Borr 
Prices Since November mee 
NEW ORLEANS.— Wiley Lio¢ 4 
Mossy of Mossy Motors, Inc. (Old5$yet a 


mobile), is running a series gq) 


newspaper advertisements statim@ Ror; 
the fact that it is not necessary t@iig g g) 
wait until Oct. 1 for the passagGAmerj, 
of the “price disclosure bill,” a8 2% Dou; 
cars at his establishment h2&VY Gitevyio 
been priced at suggested factOT¥amed 
list prices since November of laSi@ th 
year. succee 

The ads carry a reprint of Mic! 
story in the Times-Picayune re-fiaei. 


garding the action on the bill in theg#’ Am 
U. S. Senate. And 
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By Ed Brown 
Staff Correspondent 


STORRS, Conn.—_Whether he 
dies an imported or a domestic 
, the wise dealer knows that 
ce is the key to success. 
Bill Goodale, a SAAB dealer in 
little university town, is one 
that knowledgeable group. He 
that the secret of his opera- 
of Caml! is “to service each customer’s 
*, phone as if it were my own.” 
ies wit Goodale runs a highly profitable 
vice station. Before taking on 
SAAB franchise, many of his 
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Bens yaustomers would ask him to pur- 
factured e their new or used cars for 
J). & em 


nd divi§ Ysed-car buyers usually tell him 
Dyks at they are looking for and how 
uch they want to pay and then let 
podale use his own judgment. 
pmetimes he switches models or 
d has es and gets a customer some- 
is fromphing entirely different from his 
e fourpriginal request, but the customer 
jiably is willing to follow 
ry gear oodale’s advice. ; 

locateg§ Goodale discourages transient 
whee firade, preferring to concentrate on 
ance ¢ local customers. Repeat trade 
accounts for more than 90 
n portal ent of his service volume. 


rate inf Residents know they must wait 
and the} at least a week to have their 


| two to 
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“““WCritic Dann Seeks | 
er, i .S. Probe of S-P | 
» and a 


* 
water Deal with C-W 
WASHINGTON. —A Congres- 
ional investigation of the 1956 deal 
which Curtiss-Wright Corp. 
ned control of Studebaker- 
kard Corp. has been asked by 
otesting S-P stockholders. 


Sol A. Dann, Detroit lawyer and 
okesman for the group, said the 









ockholders question the transfers 
Government contracts and sub- 
di enterprises involved and the 
es of S-P property. 
He said the group also wants a 
count of the 1956 vote which 
sferred S-P control to Curtiss- 
right and an investigation of 
supervision exercised by the 
rities & Exchange Commission. 
Dann said S-P lawyers have 
efused to answer questions he 
ed about corporation activities. 






















d sales Nance, now general manager of the 
models. M-E-L division; costs of C-W man- 
ye beet gement, value of the Aerophysics 
an last Morp, which was transferred to 


are up 
a con- 
nsumer 
higher 
ie com- 


ed 


They were about a $286,000 trust 
und for former President James 
W; sales of S-P’s one-story 
nufacturing buildings, machinery 
BUFFALO. Trico Products, 
inc, is looking for new products 


| 
i property in Detroit. 


en ich we have developed in the 

aw, has year and a half,” a spokesman 

in jail “They look promising and we 

faisepuve Strong hopes they will be 
ed on the new-model cars, cer- 

in Oc ainly on the 1960 cars.” 

es that} He reported that employment 


liking Trico Sales 
y[.We have several new products 
dealer down to 2,600 from 4,000 a year 


ago. 
loss of a 
oc foennett Elected to Board 


ew Goods Seen 
bring it out of its current slump. 
or-plan fat the firm’s five Buffalo plants is 
red the 
Of American Metal Products 
George Bennett, president of 















ed Borroughs Mfg. Co., has been 
or elected to the 

board of directors 
“on of American 


Metal Products 
ies OG, 

stating| Borroughs Mfg. 
sary t@is g subsidiary of 
3S46"Hamerican Metal. 
Douglas F. Roby 
iously was 
mamed chairman 
the board, 
Succeeding Fred- 


' as 
hav 
Facto 
of la 





}|foreign-car distribution 


odale, SAAB Grow in Connecticut . . . 


Success Is Spelled S-e-r-v-i-c-e 


cars serviced at Goodale’s, but 
they wait. Emergencies are taken 
care of immediately, of course, 
but Goodale’s customers have 
learned that preventive mainten- 
ance obviates most emergencies. 

Goodale also has found that 
“when a man is satisfied with your 





New Cars ‘Unprofitable;’ 


Mich. Buick Dealer Quits 


MONROE, Mich. — Savage-Storer 
Motor Co., Inc. (Buick), has given 
up the franchise it had held 21 
years. The company will continue 
as a used-car outlet. 

Carl Savage, president, said he 
got out of the new-car, parts and 
service business because it became 
unprofitable. 





service—and your prices—he in- 
variably will give you a free reign 
to take care of his car in the best 
possible manner.” 

Many of his customers have 
asked him not to tell them about 
major overhaul jobs. “Just do 
them,” they say. Still Goodale 
checks out each job with the cus- 
tomer before beginning. 

He says he took on SAAB “be- 


cause we felt it was the kind of | Actually, 


car we could honestly recommend 
to our customers. We went into it 
thoroughly from a service stand- 
|point before we signed the fran- 
chise.” 

He said he did this because he 
knew that most of his sales would 
come through the service depart- 
ment—and 90 percent of them have. 
The SAAB distributor has high 








Residents Called ‘Well Informed’ <-> 


Import-Car Quiz in lowa 


DES MOINES. — Representatives 
of The Iowa Poll rang doorbells 
and questioned pedestrians to find 
out what the average Iowan knows 
about imported cars. They con- 
cluded that most residents are 
“surprisingly well informed” on the 
subject. 

One of the questions in the 
survey was “What do you think 
are some of the reasons why 
Americans are buying small for- 
eign cars, or haven’t you paid 
any attention to them?” 

Some 48 percent of these polled 


| mentioned economy of operation, 


while 20 percent scoffed that the 
imports are a fad or a novelty. 
About 33 percent said that they 
had paid no attention to the 


| foreign-car trend. 
Other reasons listed for the| 


growing popularity of imports were 
low purchase price (8 percent), 
ease of handling (5 percent) and 
“good second car” (2 percent). 


The replies total more than 100 


percent since many persons offered | 


more than one answer. 
To test awareness of specific 
foreign cars, those interviewed were 


asked if they could remember the} 


names of any imports. 
Surprisingly, 42 percent couldn’t 
name a single foreign car. Not 


so surprisingly was the fact that | 


40 percent replied, “Volkswagen.” 
Jaguar was next with 16 percent, 
MG was mentioned by 7 percent 
and Mercedes-Benz and Austin by 

5 percent. 

Ten other makes were listed by 
one percent or more of the inter- 
viewees, and 31 additional makes 
were mentioned by 9 percent. 


The pollsters then read four 
statements about foreign cars and 
asked if the interviewee considered 
the statement true or false. Here 
are the statements and the replies: 


“1. Most foreign cars deliver a 
lot more miles to the gallon of 


gasoline.” True, 83 percent; false, | 


one percent; don’t know, 16 percent. 


“2. Most small foreign cars are 
just as comfortable to ride in as 
American cars.” True, 18 percent; 
false, 45 percent; don’t know, 37 
percent. 

“3. Most foreign cars have enough 
luggage space for a family trip.” 
True, 20 percent; false, 42 percent; 
don’t know, 38 percent. 

“4, Most small foreign cars cost 
hundreds of dollars less to buy 
than the lowest-priced American 
cars.” True, 41 percent; false, 30 
percent; don’t know, 29 percent. 

The increase in import sales has 
not yet spread to Iowa. In the first 
two months of 1958, only 238 im- 
ports were registered in the state— 
less than 2 percent of total regis- 
trations. National figures were 5.05 
percent in January and 6.02 per- 
cent in February. 

Observers explain, however, that 
in the 


Pozzi Joins NADA Board 
WASHINGTON. — Archie Pozzi 


] Plains States is limited. Also, they 
say, sales of such vehicles in rural 
areas seldom reach the percentage 


levels that they do in urbanized | 
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praise for Goodale, calling him 
one of the line’s top volume deal- 
ers. The distributor feels that the 
local comment, “If Goodale sells 
it, it must be good,” is all the 
endorsement the car needs, 

Goodale sells TBA items through 
an adjoining outlet and has gas 
pumps in front of each of his three 
service bays. “Each department 
must pay for itself,” he says, “and 
each man knows that he must pay 
for himself, too. 

“There’s no other way to operate 
a business like this. I wouldn’t have 
taken on any franchise unless it 
was set up so it could pay for itself. 
SAAB is a real money 
maker for us, and it added almost 
no overhead. 

“But that’s because each of our 
other departments was operating 
profitably when we took on the} 
retailing of the car.” 

According to Goodale, “There are 
many ways to get into the auto 
business, but superior service is 
probably the best. It’s like coming 
|in through the back door, but it’s 
|the end of the business that pays | 
best. The profit on every car we 
| sell now is just so much gravy.” 
| The service dealer’s chief diffi- 
culty is the scarcity of mechanics, 
| he said, adding that it’s hard for 


i 








the small businessman to com- | 
pete with large corporations that | 
offer mechanics more money. 
Goodale has four mechanics and 
he feels that each man is a pro-| 
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Registered-Tested 
To Merge with 
Auto Warranty 


AUGUSTA, Ga.—C. C. Johnson, 
president of Auto Warranty Co., 
has announced that his firm will 
merge with Registered-Tested Cars, 
Inc., of East Orange, N. J. 

The firm began in Augusta in 
1956, headed by Johnson, and now 
has 32 branch offices throughout 
the U.S. Registered-Tested Cars, 
Inc., began operation at the same 
time, and has 35 branch offices, in- 
cluding representatives in Mexico, 
Puerto Rico and Canada, 


The merged firm will be known 
as Consolidated Auto Warranty 
Corp., and will offer one-year war- 
ranties on used cars. In each of the 
firms’ offices, inspectors will check 
a dealer’s used car before issuing 
a warranty on the major mechani- 
cal parts of «he cars. 

J. N. Thompson, vice-president 
of Auto Warranty Co., will be 
southern region manager and presi- 
dent of the Auto Warranty Co. 
division of Consolidated Auto War- 


|ranty Corp. The home office of this 


division will remain in Augusta, 
F. S. Paterson, another vice- 

president of the local firm, will be 

vice-president for sales and promo- 


jr., Pozzi Motor Co. (Ford), Carson 
City, Nev., has been elected NADA 
director from Nevada. He suc- 
ceeds the late Joseph A. Hinote. 


of 


George Bennett 

ne re-Maei. Roby formerly was president 
in the American Metal. New president 

Andrew M. Mras. 


Tick C. Mat- 








areas. fessional, “We do our best for each | tion of the southern region. 
customer, and I think that is the | Johnson is retiring from the auto 
| only approach,” he said. | warranty business to devote more 
“People will come back to the|time to Johnson Motor Co. and 
service station where they get su-| Georgia Truck and Equipment Co. 
perior service, and they are willing | here. 
to pay a little more for the as-| “By combining the two companies 
surance they receive. There is| we will be able to render more and 
really no secret to the business — better service to both auto dealers 
it’s just a matter of competent,|@nd car owners throughout the 
hard work.” .&.," Thompson said. 





Distributor Names Miller 


Donald F. Miller has been named 
general manager of John Green 
Corp., distributor of Renault and 
Peugeot, with headquarters at 1705 
E. Twelfth St., Oakland, Calif. The 
firm covers northern California, 
Nevada and Utah. 








PROSPECTIVE DEALERS! 


ANNOUNCEMENT 


Just has been made of the entry into the American auto- 
motive market of the Toyota Motor Co., Ltd., Tokyo, 
Japan, through its American corporation Toyota Motor 
Sales, U.S.A., Inc. 











| 








Toyota, largest manufacturer of motor vehicles in the Far | 
‘|| East now will export Japan's prestige, quality car—the | 
four-door, six-passenger Toyopet, and the two-door six- | 
passenger Station Wagon. Both are powered by the Toy- | 
ota four-cylinder, valve-in-head, 60-h.p. engine. | 





Official public announcement of the distribution of Toyota 

| vehicles in western United States is scheduled to take 
place on or before July 15. At that time the Western 
Parts Depot at Long Beach, California, and Service Train- 
ing School will be completed. 





Meanwhile, the continued development of a quality dealer 
organization is in process. Automobile dealers in the states 
of California, Arizona, Nevada, Oregon, Washington and 
Idaho, who desire to investigate the profit opportunities 
available through the representation of quality Toyota 
products, are invited to submit their inquiries to Erick J. 
Hansen, general manager. 


TOYOTA MOTOR SALES, U.S.A. INC. 


6032 Hollywood Boulevard 
Hollywood 28, California 
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sler Action Awaited ... 





GM Earns Praise 
For Subsidy Halt 


(Continued from Page 8) 


rect bids on cars for Federal 
Government agencies, but this is 
not so much of a sore point with 
dealers. The annual turnover 
problem is not involved, since 
Federal agencies keep their cars 
for six years or 60,000 miles. 

At the Washington meeting, 
NADA’s industry relations com- 
mittee also complimented the fac- 


Aid for Tourists 


Plymouth Dealers Offer 
Maps, Trip Tips 


DETROIT. — Plymouth dealers, 
for the seventh consecutive year, 
are making available Michigan 
travel maps and folders. They can 
be secured, without cost, in all the 
showrooms of the members of the 
Plymouth Dealer Assn. of Greater 
Detroit. 

In announcing this year’s cam- 
paign, Jim Mason, president of the 
association, stated, “In the past the 
public has been enthusiastic about 
our offer of these maps and folders. 
Surveys show that there is so much 
to see and do in our glorious Water 
Wonderland that weekend and one- 
day trips are extremely popular. 

“These colorful and informative 
maps and folders are a great help 
in planning Michigan vacations 
and outings. All of our advertising 
will be aimed at informing the 
motorist that this service is avail- 
able. 

The travel package consists of a 
tourist and travel map, showing 
locations of hotels, motels, restau- 
rants, state parks, picnic sites, rec- 
reation areas, travel tips for the 
motorists, as well as scenic and 
historical points of interest. 

Folders covering southeastern, 
eastern, western Michigan and the 
Upper Peninsula are designed to 
provide specific information neces- 
sary for planning a vacation, week- 
end or one-day trip in Michigan. 


15 Dealers Make 
DeSoto’s ‘Top 10 


DETROIT.—As a result of ties, 
15 dealers shared April sales honors 
in DeSoto’s “top ten” rankings. 
Five were from the division’s Phil- 
adelphia region. The national leader 
was Armory Garage, Inc., Albany, 
and tied for second were Automo- 
bile Sales Co., Inc.. Memphis, and 
James F. Waters, Inc., San Fran- 
cisco. 

Others, by position, were: 
Colonial Sales, Inc., Philadelphia, 
third; Geo. Byers Sons, Inc., Co- 
lumbus, O., fourth; Highlander 
Motors, Inc., Baltimore, fifth; Ray 
Thomas, Inc., Cuyahoga Falls, O., 
sixth, and Beyers Motors, Inc., 
St. Louis, seventh. 

H. B. Robinson Auto Sales, Phil- 
adelphia; L. P. Steuart, Inc, 
Washington, and Howard Motors, 
Inc.. Chicago, tied for eighth; 
Walton Motor Sales, Inc., Chicago, 
and E. J. Arnstine Co., Inc., Syra- 
cuse, tied for ninth, and Louis Rose 
Highland Park Co., Highland Park, 
Mich., and H. B. Robinson-DeSoto, 
Inc.. Upper Darby, Pa. shared 
tenth. 


Drew Elected President 


By Sacramento Dealers 


SACRAMENTO, Calif—John 
Drew (Dodge) has been elected 
president of the Sacramento Motor 
Car Dealers Assn. S. R. Beamer 
(Edsel) is the new vice-president. 

Directors include Don Reid 
(Cadillac), outgoing president; 
Rusty Jacobes (Lincoln-Mercury), 
Dick Warren (Pontiac), Lew Wil- 
liams (Chevrolet) and Newton Cope 
(Buick). 


L-M Dealers Rename Estes 


LOS ANGELES.—The Lincoln- 
Mercury Dealers Assn. of the Los 
Angeles district has reelected Bob 
Estes, Inglewood, as president. 
Other officers: Art Hannifin, Pasa- 
dena, vice-president; C. B. Knick- 
erbocker, Santa Ana, secretary, and 
George Byrum, Burbank, treasurer. 








tories for the reported progress 
they are making in application of 
quality dealer standards in relation 
to capital, facilities and manage- 
ment in the appointment of new 
dealerships and the consolidation 
of existing dealerships. . 

Difficulties facing dealers han- 
dling imported cars were discussed 
at length at the two-day session 
at NADA headquarters. 

It was concluded that the most 
important problem in this area is 
the lack of an adequate selling 
agreement, The committee plans 
to seek board approval of a 
sound agreement to be presented 
to imported-car manufacturers 
and distributors for their sug- 
gested use. 

Attending the meeting were: A. 
W. Bartlett (Chrysler), Ogden, 


Utah; R. E. Bickelhaupt (S-P),|° 


Clinton, Ia.; Carl E. Fribley (Cad- 
illac), Norwich, N. Y.; Bill Her- 
mann (Rambler), Detroit; J. P. 
Morrow (Lincoln-Mercury), Lincoln, 
Neb.; Robert F. Pulliam 
Columbia, 8S. C.; Paul E. Ruch 
(Dodge), Clearfield, Pa.; M. H. 
Yager (Pontiac), Albany; James C. 
Downing, informal representative 
for imported cars, Atlanta, and 
Harry O. McGee, informal repre- 
sentative for Edsel, Indianapolis. 
Members of the committee who 
were not present are: Ray S. Dar- 
win (Buick), Albuquerque, N. M.; 
Charles C. Freed (DeSoto), Salt 


Lake City; J. E. O’Daniel (Oldsmo-| 


bile), Evansville, Ind., and Herman 
Schaefer, Indianapolis, who repre- 
sented the Automotive Trade Assn. 
Managers. 





Illinois Decides 
Not to Fight Ban 
On Tradein Tax 


SPRINGFIELD, Ill.—Finance Di- 
rector Morton H. Hollingsworth 
has indicated that the court ban on 
collection of a use tax on tradeins 
may cost the State as much as $500, 
000 a month in revenue. 

But Revenue Director Richard 
J. Lyons said he and Gov. William 
Stratton have agreed that the court 
ruling should not be appealed. 

He said the decision not to ap- 
peal enabled the State to win dis- 
missal of several suits pending 
against the use tax. The dismissals 
will free for State use about $10 
million in use taxes paid under 
protest, Lyons added. 

Auto and farm implement deal- 
ers who fought application of the 
use tax to tradeins predicted the 
court ruling would give a boost to 
slumping sales. 


(Ford), | 
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PARTS MANAGER, CHEVROLET, FLOR- 
Ford, Texas—Combi- | 


IDA—Parts man, 


nation mechanic front end man, Florida. | 


Geo. E. Kinney Inventory Co., Employ-| 
ment Service Dept., Box 5245, Atlanta) 
7, Georgia. 





FORD PARTS MANAGER—Life-time op- 


portunity for man of proven ability to 
organize, promote and manage a most 
modern, fully equipped stock room. Only 
ambitious, high caliber gentleman with 
the will to progress need apply. Stock 
room personnel consists of eight em- 
ployes. Detailed background, photograph 
and references in first letter attention 
Mr. Dibble, Wilson Motor Co., 5433 
Leary Ave., Seattle 7, Washington. 








FFICE MANAGER-ACCOUNTANT. 
Large Tulsa GM dealership has opening 
for office manager-accountant to replace 
present office manager who is retiring. 
Position entails supervision of force of 
nine in recording annual total sales of 
$7,000,000. Prefer male graduate ac- 
countant of 27-45, who is married, set- 
tled and sober. Must be native of general 
area of Oklahoma, Kansas, Missouri, 
Arkansas or Texas. GM accounting ex- 
perience desirable. Very attractive salary, 
Blue Cross, Blue Shield health and acci- 
dent coverage, Group Life Insurance 
Plan and annual vacations are attrac- 
tive advantages. Six full 8 A.M. to 6 
P.M. working days per week with one 
Saturday afternoon off per month are 
the disadvantages to consider, Many of 
today’s leading automobile dealers and 
managers have used office management 
experience as a proving ground, We are 
looking for a high caliber person who 
wants an opportunity and will work for 
it. Write Box 8275, c/o Automotive 
News, Detroit 26, with qualifications 


and complete information. 





SALESMAN 
AUTOMOTIVE ENGINE 
TESTING EQUIPMENT 


Must be experienced in automotive 
engine tune-up. Service Management ex- 
perience advantageous. Vehicle and train- 
ing furnished. Attractive proposition and 
opportunity for advancement. Submit de- 
tails of education and experience to Box 
8288, </o Automotive News, Detroit 26. 





POSITION WANTED 


To encourage this classification for the 


benefit 
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seeking 
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employment 
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tT 
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ek elk 
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SERVICE AND/OR PARTS MANAGER, 


14 years’ experience. Presently employed 
as service manager. Three years college 
education, married, and sober. Can pro- 
duce record of proven ability. Good mer- 
chandiser and customer relations. Com- 
plete resume on request. Box 8290, c/o 
Automotive News, Detroit 26. 





They contended the use tax on| GENERAL MANAGER — Good organizer, 


tradeins amounted to double taxa- 
tion since the sales tax also would 
have been collected when the 
tradein was originally purchased. 
Tradeins previously were exempted 
from the sales tax. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


BARNTTCIML MER 








HELP WANTED 


EARN $1,200 - $6,000 YEAR extra spare 
time income just by presenting new ideas 
to car dealers. No selling. Permanent, 
interesting. Man or woman. Mercury 
Business Systems, Inc., 3148 W. Pico 
Bivd., Los Angeles 19. 


PARTS MANAGER — LOCATION FLOR- 
IDA. Opening for experienced man, 30- 
40 years of age, in Chevrolet dealership. 
One man can handle easily if reasonably 
fast. Good working conditions, salary 
and bonus, paid vacation and hospitali- 
zation insurance. This is a good job for 
a good man looking for a permanent 
place. Box 8274, c/o Automotive News, 
Detroit 26. 


SALES MANAGER—Wayne Management 
training preferred, but not essential. 
Must be excellent closer, age 35-45, good 
character, reliable and sober, able to 
take complete charge of new car sales. 
500 car deal — “Big 3” line — well 
financed —- Garden Spot of California. 
$10,000 up depending on ability, If in- 
terested please forward photo and com- 
Se eee, Box 921, San Jose, Cali- 
‘ornia. 


SERVICE MANAGER, 


AUTO FINANCE-LOAN SUPERVISOR 


volume operator, married, reliable and 
responsible. Thoroughly experienced in 
all phases of dealership management and 
operation, with proven buyer's record of 
very successfully and profitably manag- 
ing one of General Motor’s largest metro- 
politan dealerships. Have good habits 
and excellent references. Can stand the 
most rigid investigation, and will assure 
you of factory approval and maximum 
operating results of any dealership. Fi- 
nancially able to buy part interest in any 
size dealership if desired. All replies will 
be kept strictly confidential. Box 8292, 
c/o Automotive News, Detroit 26. 


12 years’ experi- 
ence GM volume operation; prefer South- 
ern California or surrounding area; con- 
sider shop foreman or service sales; 
complete knowledge service operation. 
Write 5668 Franklin, Los Angeles 28, 
Calif. 





Operations—-Branches—Sales, seeks al- 
ministrative position with a progressive 
organization and challenging opportunity. 
More than 18 years’ successful man- 
agerial experience in sales finance and 
industrial loan operations. Well versed 
and ably qualified in all phases embrac- 
ing installment credit financing. Exten- 
sive training in loans, retail and whole- 
sale financing, operations and insurance 
plans. Presently employed at Home Office 
level. Married, willing to relocate, and 
can furnish excellent character and busi- 
ness references. Box 8276, c/o Automo- 
tive News, Detroit 26. 


GENERAL MANAGER AND SALES 


MANAGER—Former resident of Miami 
desires to return. Thoroughly experienced 
in all phases of dealership operation, in- 
cluding fleet, trucks, u-drive-it, foreign 
cars, etc. Profit minded and expense 
conscious. Over 20 years’ experience, 42 
years old, have excellent record and ref- 
erences in Miami, Past six years with 
General Motors dealers. Only permanent 
position with well financed dealership 
will be considered. No deal too large, 
none too small. Box 8277, c/o Automo- 
tive News, Detroit 26. 
\ 





SERVICE MANAGER or dealer assistant. 
Twenty years’ successful operation, plus 
10 years as franchised dealer. 
sold out, can’t sit around. 
all phases of automobile dealership. Can 
move anywhere—prefer east or south- 
east. Reply Box 8278, 
News, Detroit 26. 


AUTOMOTIVE ACCOUNTANT desires 
permanent position with metropolitan 
dealership, Aggressive, personable mar- 
ried man, 30 years old, with family, 
integrity and proven background. Posi- 
tively knows how to hire, train and 
guide personnel. Best references. Write 
or wire Box 8279, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER-SALES MAN- 
AGER, age 35, with 12 years’ experi- 
ence, Presently employed in large metro- 
politan GM _ dealership. Familiar all 
phases, Can hire, train, and bring some 
good men with me. Proven record of 
volume sales. Excellent references. Know 
how to make money. Must be in Florida 
or southwest for son’s health. Reply 
Box 8280, c/o Automotive News, De- 
troit 26. 


SALES MANAGER, 32 years old, family 
man of good habits, interested in a 











long-term association with a reputable) 
dealer—preferably L-M. Accustomed to/| 


and can handle a volume operation. 
Proven ability to hire and train a top- 
notch sales force. With last employer 
seven years. Can stand rigid investiga- 
tion—willing to relocate. Box 8281, c/o 
Automotive News, Detroit 26. 


MANUFACTURER'S REPRESENTATIVE, 
service representative or service man- 
ager. Dependable family man 35 years 
old, Nine years’ factory service repre- 
sentative, with previous retail experi- 
ence. Presently GM service representa- 
tive New York City. Prefer Pennsylvania, 
New York or surrounding states. Box 
8282, c/o Automotive News, Detroit 26. 


WOULD LIKE to have position as sales 





manager or assistant—with General Mo-| 


tors dealer preferred. 43 years old, with 
20 years’ experience retail selling. Last 
four and one-half with 150 car Buick 
dealer. Excellent references. Box 8283, 
c/o Automotive News, Detroit 26. 


EXPERIENCED GM PARTS MANAGER, 
10 years Pontiac parts manager—S years 
Oldsmobile parts manager—major dealer- 
ships handling $10,000-$20,000 monthly 
parts sales. Familiar with card inven- 
tory control. References furnished. Box 





8284, c/o Automotive News, Detroit 26. 
WANTED — Connection as general man- 
ager or sales manager. Twenty-five 


years’ experience in all phases of dealer 
operation. Operated Ford dealership as 
general manager and president which 
retailed 1,400 new and 750 used cars. 


Am seeking a dealer who wants my 
know-how and experience to take the 
load off his shoulders. Will stand the 


most rigid investigation as to my ability 
and character. Factory approval as- 
sured. All replies will be held strictly 
confidential. Write: R. F. Cummings, 
7300 Park Heights Ave., Baltimore 15, 
Maryland. 


SERVICE MANAGER — Lincoln-Mercury, 
Edsel and Ford. Mature, hard-hitting 
manager with high-level, proven record 
in volume service operation. Excellent 
supervision—all phases dealer, customer 
and factory relations. Twenty years’ ex- 
perience. Highest references from former 
leading dealers and top factory person- 
nel. Will relocate for bonafide deal. Box 
8285, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING BUICK AND 
OPEL—FLORIDA—1957 area population 
estimated at 25,000. Citrus, vegetables, 
cattle, railroad center with shops, Naval 
Air Base. I am 63 years old and want 
to retire. Factory approval and cash re- 
quired. In reply give business experience 
and banking references. Box 8257, c/o 
Automotive News, Detroit 26. 


HANDLING CADILLAC-PONTIAC in well 
located western Pennsylvania industrial 
area—not metropolitan. 175 car poten- 
tial. No used cars or receivables to buy. 
$35,000 will handle. Box 8262, c/o Auto- 
motive News, Detroit 26. 


LLOYD 


Germany's Leading Light Car 
$1,295 P.O.E. 


Get the franchise in your town while it 
is available. 











Write for details 
LLOYD CARS CORPORATION 
IMPORTERS 


Box 3940 Miami 24, Florida 





HANDLING CHEVROLET AND OLDS- 
MOBILE. Population of trading area 
30,000, selling over 200 new and 400 
used annually. Price $25,000, plus inven- 
tory of parts. Approximately 50 miles 
from Atlanta, Georgia. Must have fac- 
tory approval. Strictly confidential, Box 
8267, c/o Automotive News, Detroit 26. 


Recently | 
Understand | 


c/o Automotive) 





| DEALERSHIP HANDLING PONTIAC 


MICHIGAN — SOUTHEASTERN De: 
ship handling Ford, Retailed over 
new and used cars in 1957. On impo 
state route, area population about 104 
Modern building and latest equipm 
with spacious parts room and shop 
paint booth. Will sell parts, equipm 
fixtures, files, sales records, signs 
miscellaneous. Will lease or sei! build 
and spacious used car lot. Priced low 
Box 8268, c/o Automotive News, Detrs 
26. 


DEALERSHIP HANDLING “Willys ap 
Studebaker’ in western Oregon. Coup 
seat and trading area of 60,000, 
ness well established. No used cars ng 
accounts to buy. Must sell because of 
health. Reasonable lease on building. 
inventory on parts and equipment. R 
side Motors, P. O. Box 589, Roseburg 
Oregon. 

HANDLING FORD—In rural deep 
wtih large industrial development 
progress. Service sales will pay oa 
head. Will finance most of deal for 
man. Box 8286, c/o Automotive New, 
Detroit 26. 











AVAILABLE in southern city of over 
1,000 new car registrations per month 
One small additional Pontiac dealership 


in urban area. One Olds dealer in ares) 


and two Buick dealers. Strong, finan 
cially stable market with no highly sea- 
sonal ups and downs. Will 
estate, receivables and used cars. I 
health reason for selling. Will sell parts 
accessories, equipment at fair and rea- 
sonable, agreed prices. The best physical 
location 


cars for years because of the outstand- 
ing location. Box 8291, c/o 
News, Detroit 26. 


DEALERSHIP FOR SALE handling Buick 
and Opel most progressive town in Vir 
ginia. 150 car potential; no used cars 
buy; excellent location. Inspection 
your convenience—Must have factory ap 
proval. Box 8215, c/o Automotive News 
Detroit 26. 


CONNECTICUT DEALERSHIP HAs 
DLING FORD—Two to three hund 
car franchise located in a town of 30,00 
This is a good going deal and not mi 
managed bail-out proposition. Good sho 
and facilities, excellent lease. Buy oy 
parts and equipment. Factory app 
required. No brokers, please. For info 
mation write Room 30, Buckingham 
Building, 111 Grand St., Waterbery, 
Connecticut. 


ILLINOIS DEALERSHIP, 100,000 city & 
clusive handling Pontiac and Vauxhall 
Established 20 years. Service absorp 
high, Will lease building, paved used 
lot, service lot and/or extra park 
area. $50,000 should handle deal. 
chaser must have factory approval 
spection at your convenience. Write Ba 
8273, c/o Automotive News, Detroit % 














HANDLING FORD—Southwest city a> 
proximately 30,000. Potential 250 uw. 
Diversified industry. Unusual opportunit) 
in beautiful, growing town. Buy 


$42,500 without used units or accounts 
No brokers. Box 8261 


Very low rent. 


c/o Automotive News, Detroit 26. 





SOUTHERN CALIFORNIA — Sub 
dealership handling 
Excellent location, modern facilities, i 
lease agreement. 200 car potential. 
ing to buy bigger agency. Wil! consid 
controlling interest or buy-out offer. B 
8263, c/o Automotive News, Detroit 2 


DEALERSHIP WANTED 


GRADE A COMMERCIAL BUILDING 
prime corner in city of over 1004 
Good revenue producer, but we are ¢ 
dealers not real estate operators. 
trade for dealership, new or used car 
truck inventories (or what have you’) 
within 500 miles. Bob Jackson, P, © 
Box 174, Pueblo, Colorado. 


CHEVROLET, FORD OR CADILLAC dutl 
—150-300 car deal. Factory approval 
sured. Box 8293, c/o Automotive News 
Detroit 26. 





WILL PAY CASH for dealership with 
or more new car potential; ho 
prefer larger deal. Have sufficient ¢ 
and operating experience to assure ® 
tory approval of any dealership. P! 
send details in confidence. Box ™ 
c/o Automotive News, Detroit 26. 


DEALER SERVICES 


MILITARY BUSINESS 


— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing 
Take immediate delivery. 
We specialize in such transactions on @ 


plified, no trouble, without recourse 
officers and first three grades enlisted 
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DEALER SERVICES 


inventory Service 
5 or Selling a Dealership 


© Sell Right 
Accessories—Equipment 


Right 


1 or write for service details. 
pmotive Inventory 
Service Co. 


Detroit 27, Mich., WE 3-6445 


DECAL TRANSFERS 


no charge for sketch; 
, brilliant colors, Write for sam- 


icK DECALS; 


Allied Decals, Inc., 
jand 3, Ohio. 


TRUCKS WANTED a | 
ff PACKMASTER GARBAGE COL- 


rY, 


ON bodies wanted, 


any condition. Thomas J. Magee, | 
Pike, 


Willow Street 
nsyivania. 


AUTOMOTIVE NEWS. JUNE 9, 1958 


FOR SALE 


100 1957 DODGE 
Swept-Wing Taxicabs 


Automatic Transmission — Four brand 
750 x 
over coral. 


new 14 tires—color white 


Exceptional condition 


$650 EACH 


8356 Hough, | F.0.B. Philadelphia or New York City 


Special price on order of 12 or more. 





Also, 1957 Ford taxicabs, 1956 
Ford taxicabs, 1956 Chevrolet 
taxicabs. 


east or mid-| 


Lancaster, | 


CARS FOR SALE 


stressed Merchandise | 


For Sale 


NEW GOLIATHS 


and 2-door 
cost—All 
g reason: As of June 2, 1958, three| 


wagons 
Below dealer 


dealers in town. 
Call or Write 


ABC MOTORS, 


DeSoto Dealer 
30 W. Douglas, 
Phone: HO 


Wichita, Kansas 
4-2394 


Phone, Wire or Write 


SID LAVENE 


Fleet and Taxicab Specialist 


John Bartram Hotel, Locust & Broad Sts., 
Philadelphia, Pa. 


| 
Passenger Phone: Kingsley 61100, Suite 52? 


serviced. | 


FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 


INC. 





DEALERSHIPS AVAILABLE 


DEALER FRANCHISES AVAILABLE FOR 


“THE LEADING FRENCH LINE” 


fell the fabulous Citroen and Panhard quality and economy avtomobiles. 
A cor in every price range from $1,395 P.O.E. 


Dealerships available in 


the states of Texas, Oklahoma, Lovisianc, Arkansas, 


fensas and Missouri. For further information wire, write or call: 


id LONE STAR MOTOR IMPORT, Inc. 


1901 MILAM 


NOT A 


CA 4-9456 HOUSTON, TEXAS 


BUSINESS OPPORTUNITIES 


DEALER WARRANTY 


$20,000 to $25,000 


ANNUAL 


EARNING POTENTIAL 


Exclusive franchise to man with knowledge of the auto- 
motive business and understanding of his present day 
problems. Company executive will interview applicants 
soon in your city. Must be able to finance self for six 
months. No charge for franchise. Nothing to buy. 


Reply Box 8289, c/o Automotive News, 


Detroit 26, Michigan 


/HL. A. Makes All Tire Regrooving Obsolete 


HAMILTON-ART TREAD CARVER is the only completely auto- 
matic machine in the market with wrist and elbow movement as 


done by hand. The 


Hamilton-Art duplicates all standard tread 


designs with speed second-to-none. Three minutes on passenger 


car tires, four on trucks. Weighs only 132 lbs., 


yet it handles 


oll tires from the smallest passenger through 1100 x 22 truck. 
Will carve tires on or off trucks, buses, and even passenger cars. 
Carves mud and snow treads. Has side stroke from 1/16th of 


an inch to 4 inches 


with multiple cam. All this and more you get 


in a Hamilton-Art, yet it costs only $995 full price—with financ- 
ing available. Can learn to operate in one hour or less. Never 
before anything like it offered. 


For Demonstration Call or Write 


HAMILTON-ART, INC. 


2 Virginia Ave. 


Connersville, Indiana 
Phone: 43 


ALSO EXCLUSIVE DISTRIBUTORS WANTED FOR 16 STATES 








OARS FOR SALE 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
Serviced, Cleaned 
x ly Shipped Directly to 
All U. S. Ports. Contact our Ameri- 
can Representatives for Details. 
Expincorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 


Alse Suppl w 
Panels, Buses, Etc. 
Export industrial ‘Corp. & A, 
Hamburg |, Germany 


DEALERS ONLY 
WHOLESALE 
VOLKSWAGENS AND 
KARMANN GHIAS 
New 1958s and Used 1957s 


Stock of 75 cars on hand at all times. 
Immediate delivery. Write or phone: 
Dan Matroni 
Foreign Car Division 


Underhill Motor Corp. 


1860 Broadway, New York, N. Y. 
JUdson 2-5930 
JUdson 2-5931 

24 hour telephone service 


WHOLESALE! 


Sports & Foreign Car Dealers 
BRAND NEW 
LLOYDS 
Only 12 Left 
$200 Under Cost 
Immediate Delivery 


VOLKSWAGENS 


Big Selection—All Models 
Phone—Lee Rawis, Manager 
A. D. ANDERSON 





Foreign & Sports Cars 


4600 Edmondson Ave. Longwood 65600 
Baltimore 29, Maryland 


VOLKSWAGENS 


Sedans, Convertibles, Ghias, 


Karmann Ghia Convertibles—'57, ‘58 | 


Wholesale—To Dealers Only 
Immediate Delivery 


Write or call 


F. H. K. CORPORATION 


30-15 35th Ave. Long Island City 6, N. Y. 
Tel: EMpire |-0557 
EMpire |-0600 


WORLD'S FINEST SPORTS CAR 


Mercedes-Benz 300 SL Coupe, driven 200 miles 
Gull-Wing Door Model. Fully equipped. 
A real buy at $8,250 


MORTON MOTOR COMPANY 
3141 Farnam St. Omaha 3!, Nebraska 


CARS WANTED 


Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No stock too small or too large for 
us to handie. Write or call: 

JAN ROSS MOTOR CO. 

Import Division, 380 E. Broad St., 

Columbus, Ohio. CApitol 8-4514. 


STATION WAGONS WANTED 
Any Make or Model 


Special demand for late model Mercury, 
Rambier, Oldsmobile, and ali Chrysler p 


ucts. 
gi AUTO MARKET 
Philadelphia, Pa. 
ee 7-2100 


SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore, 








PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up, Passenger 
cars and trucks, Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 
WhHitney 3- . 


WANTED—COMPLETE FRONT for 1956 


Chrysler Windsor sedan, 
panel, front bumpers, fenders, grille, 
lamp, ete. Quaker City Motors, Inc., 
4233 Frankford Ave., Philadelphia 24, 
Pennsylvania, 


including hood 


SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 


1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8232, 
News, Detroit 26. 


SHOP EQUIPMENT WANTED 


WILL PAY CASH for. Van Norman “Big 
Brute’’ brake drum lathe in good condi- 
tion. Box 8287, c/o Automotive News, 
Detroit 26. 


SHOP EQUIPMENT FOR SALE 


EDSEL essential service tools, complete set 
never unpacked. Also reflective outside 
sign. Very reasonable, Frank Bradford, 
Newburyport, Mass. 


c/o Automotive 














ANTIQUE CARS FOR SALE 


1905 REO—Serial No. 992. Single cylinder, 
two seater runabout with top, new tires. 
Gambs Truck Sales, 926-28 E. 


10th S8t., 
Indianapolis, Indiana. 


MISCELLANEOUS 
Automatic Braking 
Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL ¢ $5145 
Incidg. BRAKE HOOK-UP 
COMPLETE with 
GUIDE CABLES AND 

= 4 Point 
TowKinG Heer up 945° 

» TRAIL-KING 
tries ono oa S oelivey_, $37.50 

Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 
STEEL (Tow Bar) CARRYING YOUR 
BROWNIE CARRY-ALL ~ Oniy 
BAG Mounted ON 
Rubber-Tired WHEELS $11.11 
DE oan AN 3-6888 Nites: BA |-87!7 
w 
Call Collect 3727s. 


The “ORIGINAL YELLOW" 
“WRIST ACTION" 
$4145 
BRAKE HOOK-UP 61 
Liberal “Trade In" or REBUILD 
CASE with Wheels & H. Handles CHOICE 
Tow Bar Sales Co. 
40 So. Clinton St., Chicage 6, Ill. 


the NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price 
Dealers’ Special Discount 25%. 


Dealers’ Net with 4 Standard 


plus 2 giana Adapter Clamps. $52.35 
Excise Tax Included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
Dealers’ List Price 80 
Dealers’ Special Discount 25%. 14.95 


Dealers’ Net with 4 Standard 


plus 2 giee Adapter Clamps . $44.85 
Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 
Write for Iilustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 


Canodien Distribytors 
FIVE WHEELS, LTD. 
se9 Y Se. 


Toronte, 


CLASSIFIED WANT ADS 
BRING RESULTS 


DEALER SERVICES 


AUTO DEALERS 


END ALL GUESS WORK 
NO NEED FOR LONG DETAILED DAILY 
OPERATING CONTROL 
Keep advised daily with a simple, tested, pocket size informer, 
that tells you every morning whether you're in the black or red, 
that keeps you constantly on top of your operation and ten 
days ahead of your bookkeeper. (Takes only two minutes to 


compute.) 


Tested successfully for many years by a metropolitan new car 
dealer who was kept so well informed that he didn't lose money 


even in the lean years. 


One unit covers a year's operation, sent postpaid for only $5.00. 


Mail check to: 


R. A. COULT — 52nd and City Line, Bala-Cynwyd, Pa. 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [] 


Insurance [] 


Financial [] Supplier 1] 









[ 


; 
' 
6 


2 sytem a ee 
—— i 
a oe | ; 
ed 


5 
* 

rl 
a 


oJ 


AUT 
ST 
PT 


SCT 
OT TT 


Ce Se ee 
ee ss | 
ee eee scs 
a 

Bee cae 
Fe ar es | 
wee Te Bl 
ee ee es] 
ee ee ee 
es eae ad ie aches = 
forte ee ro 
7 oad — ar 

a . 
Cd 


oS 
3 


SPE on 2 
ee <p 
Par.” Papen 


L Secansahs 9 


T 


Ta. 


TUT 
DRL) 


} 


’ 
> 


~~ 


5 





s 


Da ald ae an = rm 
- 
ey = outs = 
Ps 7 — ar a = > 
on om atten i i ee e 
o£, = 
ell a 
tee! ieee ee - 
a | eee) — = 
quae ie immense o 
“ i Oe s 
ai kh ee a) 
i ee. ee ao) 
nee Ee 
ee 
a) Ce taal ae 
ee ee 
ee See 
> Ce ed Fed 
ee 
ne ra 
> wa co 





Charles Freed, Salt Lake City De Soto dealer, points out his greatest asset. 


“632 of our De Soto sales are repeats 


CHARLES FREED 


A 32-year automotive veteran, 
Charles Freed started as a retail 
salesman, then opened his own 
dealership, eventually became 
president of the NADA in 1954. 
“Outstanding,” he says, “has 
been the close friendship and real 
pleasure I have had in working 
with the De Soto folks. As the 
result I’m still selling cars in one 
of the most profitable retail busi- 
nesses open to any businessman. 
“‘We make sure that every cus- 
tomer receives full value for every 
dollar spent with us. Our code of 
ethics—reliability, responsibility, 
aervice—has never changed.”’ 


”* 


“Every time we sell a new De Soto, we put the 
customer’s name on this board displayed in our 
showroom,” says Charles Freed, president of Freed 
Motor Co., Salt Lake City. 

“Naturally, this is a fine goodwill-building device, 
because it’s somewhat flattering to our customers. 
It also acts as an effective testimonial which helps 
us sell new prospects. But, more important, the 
names of the 1,535 present customers who have 
bought a total of 2,406 new De Sotos from us are a 
constant reminder that the most important single 
asset any dealer can have is repeat business from 
loyal customers, particularly today. 


**People come back again and again to buy De Soto. 
We have one. customer who has bought twelve new 
De Sotos from us over the years. You have to be 


iT PAYS TO BE A 


DE SOTO DEALER! 


selling a mighty well designed and engineered 
to inspire that kind of loyalty! 


“This is a business of change. We are cons 
adapting our merchandising activity to meet 
selling situation. But, over the long run, we kK 
that a sound product—priced for value, backe 
fresh national and local advertising and promot 
supported by an understanding factory maf 
ment and sold with honesty and integrity —is 
you need for long-term success and profits. J 
that’s why we sell De Soto!” 


Charles Freed is just one of the hundreds of suce 
ful dealers in every section of the United St 
who’ve learned from experience the ever-impro 
value of a De Soto franchise. They know that # 
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